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Harry Hazard says... 


These 
Tested Sales Aids 
open the door 
to more sales 
for 
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THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 





American Agents use field-proven sales aids 


not only to line up new prospects but to 
develop additional premium income 


from clients they have already sold! 


The famous “Illustrated Letter” series, 

for example, effectively helps pre-sell a 
prospect before you call. These letters 
dramatize the danger of inadequate insurance 
coverage—and give a prospect logical and 
urgent reasons why he should have 

complete protection now. When you call, the 
prospect is prepared to listen . . . and to buy 


The American Family Protection Plan. 


Mail the coupon below 
for free details on 
the volume-building American 


Family Protection Plan. 


THE AMERICAN INSURANCE GROUP Public Relations Dept. E-10 


15 


Washington Street, Newark 1, N. J. 


Send me free information on stepping-up my sales volume 
with the profitable American Family Protection Plan. 


Name 


Company 


Address___ — 


City - , Zone __ State 
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Siellwagen Says 
Reappraisal of 
Product Needed 


Casualty Joint Meeting 
Hears Earls Warn Against 
Commission Cutting Plans 


A reappraisal of “our product, both 
as to price and form,” as part of a pro- 
gram to counteract competition for pri- 
vate passenger automobile business 
was advocated by Herbert P. Stellwag- 
en, vice-president of Indemnity of 
North America and president of Na- 
tional Assn. of Casualty & Surety Ex- 
ecutives, at the annual joint meeting 
of that organization and National Assn. 
of Casualty & Surety Agents at White 
Sulphur Springs, W. Va. 

Thomas W. Earls of Cincinnati, pres- 
ident of the agents’ group, speaking 











H. P. Stellwagen Thomas W. Earls 


from the same podium, warned of the 
danger of adopting any plan to increase 
premiums by by-passing agents or re- 
ducing an agent’s commission. 

Mr. Stellwagen said it might be nec- 
essary to use a six-month policy or 
offer easy and convenient methods of 
installment payment to keep in step 
with the buying habits of the public. 

Mr. Stellwagen scored the tide of 
bad bills flooding the legislative halls, 
“some of which are introduced by 
cranks and crackpots and some by 
clever and self-seeking men who would 
destroy our remaining common law 
defenses to the end that damages will 
be determined by caprice and emotion 
rather than by liability and nature of 
injury.” 

He referred to legislation which 
would compel the disclosure of insur- 
ance and the amount thereof, join the 
insurer with insured as co-defendant, 
and restrict the proper discretion of 
the judiciary in tort actions. The ag- 
gravated costs which are bound to 
follow the enactment of such legisla- 
tion are paid for with policyholders’ 
money because it is the policyholder 
who is called upon to pay the increased 
rates which inflated loss levels require. 

The demand for more and different 
taxes is widespread and persistent. In- 
creased levies on insurance premiums 
have been enacted into law by many 
States in the current legislative year. 
He said his present concern is not 
with income taxes but rather with 
taxes and fees which add to the over- 
head cost of doing business and which 

(CONTINUED ON PAGE 14) 
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W. V. Hall Is New 
President of CPCU 


William V. Hall, a broker with Emett 
& Chandler of San Francisco, has been 
elected the new 
president of Soci- 
ety of Chartered 
Property & Cas- 
ualty Underwrit- 
ers. Other officers 
elected at the San 
Francisco conven- 


tion last week 
are: Vic e-presi- 
dents, Milford L. 


Landis, counsel of 
Central Mutual of 
Van Wert, and 
Gerald E. Myers of 
W. A. Alexander & Co., Chicago: sec- 
retary, Bernard J. Daenzer, vice-presi- 
dent of Security of New Haven. James 
Wilson Jr., assistant to the resident 
vice-president of Lumbermen’s Mutual 
Casualty at Philadelphia, was reelected 
treasurer. Robert M. Morse, assistant 
dean of the American Institute will 
continue as executive secretary. 

Named regional directors were: Eas- 
tern, Hugh W. Donovan, vice-president 
of B. E. Hardacre Co., Jacksonville, 
Fla.; central, Ella-Rachel Lyons, De- 
troit agent; western, Neil Flammer, 
vice-president and general manager of 
California Union (two years), and 
Joseph H. Silversmith Jr., president of 
Silversmith general agency of Denver 
(three years.) 

New CPCU designations were con- 
ferred on 204 persons at the all-indus- 
try luncheon by Dr. Harry J. Loman, 
dean of the American Institute. James 
F. Crafts, president of Fireman’s Fund 
group, was the speaker. 

Seminars dealing with atomic en- 
ergy, care, custody and control, selling 
methods, electronics, guest statutes, 
and property insurance rating were 
conducted during the three-day meet- 
ing, and there was a debate on the 
compatibility of mass production tech- 
niques on personal lines with profes- 
sional service. 

Mr. Hall, the new president, was 
graduated from the University of Mis- 
souri and became a director of CPCU 
in 1951, regional vice-president in 1953 





William V. Hall 








Idaho Department 
to Try to Rehabilitate 
Inland Empire 


Commissioner Leo O’Connell of Ida- 
ho has taken over Inland Empire of 
Salt Lake City for rehabilitation, as 
the result of a court order following 
a hearing last week at Boise. Mr. 
O’Connell asked to be allowed to re- 
habilitate the company after it had 
gotten itself into a sensational mess in 
the midst of a convention examination. 


Inland Empire is supposed to be 
owned 90% by Trans-Pacific of Phoe- 
nix, which is now in receivership. 
However, Mr. O’Connell plans to at- 
tempt rehabilitation of Inland. The 
company has not been termed insolv- 
ent, even though an amazing number 
of self-styled officers and directors 
have called it nearly everything else. 

Commissioner O’Connell has urgent- 
ly asked the cooperation of fellow com- 
missioners in straightening out Inland 
Empire’s troubles. In a telegram to THE 
NATIONAL UNDERWRITER, he says: 

“The affairs of Inland Empire are in 
critical condition and unless we can get 
the cooperation of all commissioners in 
affecting collection of agents’ balances 
and releasing of excess deposits, our 
rehabilitation program will be stymied. 

“Any policies cancelled by order of 
others than the company must be can- 
celled at short rate and the agent in 
the risk will become a creditor for the 
unearned premium along with others 
who have money coming to them. 


“It will take some time to get the 
accounts up to date due to the changes 
of location of administrative offices 
and the shifting of records from Salt 
Lake City to Phoenix and then back to 
Salt Lake City. 

“This department is exerting every 
effort to work out affairs of Inland in 

(CONTINUED ON PAGE 46) 








and vice-president for 1954-1955. He 
is a trustee of Insurance Forum of San 
Francisco and instructor at Golden 
Gate college. 





Late News 





Bulletins... 








McKell, Sisk Head Casualty Executives, Agents 


William E. McKell, president of American Surety, was elected president of 
National Assn. of Casualty & Surety executives, and Paul Sisk of Tulsa was 


chosen president of National Assn. of 
held at White Sulphur Springs, W. Va., 


Casualty & Surety Agents, at elections 
in connection with the annual meetings 


of the two groups. The executives also elected William T. Harper, president 


and chairman of Maryland Casualty, 


vice-president, and renamed J. Dewey 


Dorsett secretary-treasurer. He is general manager of Assn. of Casualty & Sure- 


ty Companies. Robert Z. Alexander, 


president of American Automobile, was 


named chairman of the executive committee, to which Mortimer E. Sprague, 
executive vice-president of Home, and Nathan Mobley, senior vice-president 


of Federal, were elected. 


The agents chose J. Edward Cochran of Hagerstown, Md., and Ben H. Pad- 
dock of Detroit vice-presidents; R. E. Stitt of Chicago, secretary and Alice M. 
Foy of Chicago, treasurer. Retiring president Thomas W. Earls of Cincinnati 
became a member of the executive committee and Lyle S. McKown of Min- 


neapolis was named an alternate. Mr. 
chairman. 


Sisk also succeeds Mr. Earls as board 


ER 
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Launch UM Cover 
as Alternative to 
Compulsory in N.Y. 


Endorsement Effective 


Oct. 5 Free to Renewal, 
Then $3 and $2.50 


NEW YORK—Superintendent Holz 
of the New York insurance department 
has approved, effective Oct. 5, an en- 
dorsement providing uninsured motor- 
ist cover on automobile insured of New 
York anywhere the basic auto liability 
policy covers. The endorsement pro- 
vides coverage for bodily injury only, 
in the financial responsibility limits of 
10/20, and will be free on outstanding 
policies until renewal, when the charge 
will be a flat $3 for conference com- 
panies and $2.50 for specialty automo- 
bile writers. 

The coverage is not an unsatisfied 
judgment type of insurance. If insured, 
or others covered in the basic policy, 
is injured, even when a pedestrian, in 
an accident involving an uninsured or 
otherwise financially irresponsible mo- 
torist whose negligence caused the ac- 
cident, the insurer on the insured au- 
tomobile will investigate and attempt 
to negotiate a settlement with its in- 
sured. If it fails to reach agreement, 
insurer and insured will then follow 
rules of American Arbitration Assn. to 
achieve a_ settlement. The insurer 
would pay the settlement. 

Mr. Holz indicated that companies 
writing a major share of the auto lia- 
bility business in New York state have 
filed the cover or have indicated their 
willingness to do so. 

However, Fidelity & Casualty of 
America Fore group was the first to 
file the endorsement, closely followed 
by Allstate. National Assn. of Inde- 
pendent Insurers voted to support the 
plan. Assn. of Casualty & Surety Com- 
panies debated the issue in several 
meetings. The outcome in that organl- 
zation was, substantially, that the as- 
sociation would not sponsor the UM 
coverage plan but it did not vote to 
oppose it. It is understood American 
Mutual Alliance preferred the program 
which would require legislation. of 
making it a misdemeanor for a driver 
to be without 10/20 liability cover. 

Thus individual insurers will file the 
endorsement. With inauguration of the 
voluntary coverage plan by a number 
of insurers, other insurers are expectec 
to follow suit. Uniformity of coverage 
would be achieved by way of the ap- 
proval powers of the insurance depart- 
ment, which is so vitally interested In 
the whole matter. 

The UM endorsement is expected to 
meet the desire of the insurance de- 
partment and the Harriman adminis- 
tration for a plan to alleviate the prob- 
lem of the financially irresponsibi: 
motorist. It is regarded as an alterna- 
tive to compulsory, for which there has 
been in recent years heavy pressure 
in New York. The Harriman adminis- 
tration also has displayed interest in 


(CONTINUED ON PAGE 58) 
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Reynolds Gives Thorough Analysis of Auto 
Competitive Situation in Oregon Address 


The address of J. W. Reynolds, 
chairman of United Pacific, before the 
annual meeting of Oregon Assn. of In- 
surance Agents at Portland, was re- 
markable in the straightforwardness of 
approach employed. No punches were 
pulled in the discussion of the automo- 
bile insurance situation. Mr. Reynolds’ 
talk constituted what is probably as 
careful a resume of the present situa- 
tion as regards competitive develop- 
ments as has been prepared in some 
time. —~ 

In order to reduce the cost of bureau- 
type automobile insurance to a com- 
petitive basis with the companies en- 
jcving a price advantage, Mr. Reynolds 
said there are only two alternatives: 
business can adopt a large share 
of the advantages enjoyed by the com- 
petitors, “which could possibly be con- 
structive for both agent and company”; 
or, present operations can be sur- 
rounded by prohibitive underwriting 
restrictions and tightened claim settle- 
ments. The second alternative would 
be fatal to the industry, he declared. 

Last year automobile insurance pre- 
miums in Oregon were nearly $50 mil- 
lion, an increase of more than 500% 
since 1940, Mr. Reynolds said. This is 
a market that is of primary interest to 
agents and company executives. 

For years the business was accus- 
tomed to seeing a small percentage of 
the available volume going to mutuals 
and to reciprocals, and the feeling was 
that these companies offered a fine 
safety value against state insurance, 


The 


which might monopolize the industry. 
The first real cloud on the horizon 
was the remarkable development and 
growth of State Farm and Farmers 
Exchange. In 1954 State Farm had 
$207 million in premiums and Farmers 
$85 million. 

Then along came Allstate, organized 
three years after United Pacific. In the 
last five years, Allstate has had its 
premium volume shoot up from $45 
million to $200 million, “a thing that 
would have been impossible for a con- 
ventional company operating through 
standard agencies because 


of the re- 
serve costs alone,’ Mr. Reynolds re- 
marked. Current figures indicate All- 
state will do more than $250 million in 
1955. 


° ° e 

More recently, Pacific Employers has 
organized Meritplan to permit inde- 
pendent agents to write automobile at 
rates approximately competitive with 
Farmers and Allstate. In the latter part 
of 1953 Safeco was set up by General 
of Seattle and started operating along 
similar lines. Safeco in its first year 
of business had $6 million in premiums, 
which Mr. Reynolds said is probably 
the largest volume ever underwritten 
by any American insurance company 
during its first calendar year of opera- 
tion, and indications are the volume 
will be doubled this year. 


“No other company ever launched 
has received such favorable acceptance 


(CONTINUED ON PAGE 62) 








Insurance and Reinsurance 


for experienced attention 


use a STEWART, SMITH office 


CHICAGO 
Board of Trade Bldg., Chicago 4 


NEW YORK 
116 John Street, New York 38 


PHILADELPHIA 












Public Ledger Bldg., Philadelphia 6 


MONTREAL 
Sun Life Bldg., Montreal 2 


TORONTO 
897 Bay Street, Toronto 5 


BIRMINGHAM 
Frank Nelson Bldg., Birmingham 


always at your service Around the Clock 


LONDON 


| Seething Lane, London E.C. 3 
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Combs Asks Refund of 
PHD Overcharges 
for Ark. Auto Owners 


Commissioner Combs of Arkansas 
estimated that at least 12,000 Arkansas 
automobile owners are being over- 
charged as much as 30% in their auto 
collision premiums. 

He made the estimate following his 
return from Memphis where he and 
a department examiner investigated 
the Arkansas automobile writings of 
Service Fire. 

Mr. Combs ordered the investigation 
after a meeting of Zone 5 commis- 
sioners at Austin two weeks ago. The 
comissioners met to investigate the 
misclassification of auto risks by Ser- 
vice Fire and five other companies. In 
the case of Service Fire, it is under- 
stood the amount involved may exceed 
$1 million in excessive because 
of misclassification. 

Mr. Combs said the Arkansas policy- 
holders were charged class 2 collision 
premiums instead of class 1. He said 
the department will send question- 
naires to policyholders of Service Fire 
in Arkanas informing them that “there 
is every reason to believe you have 
been overcharged on your insurance 
policy.” He said the department would 
try to obtain refunds for policyholders 
on current policies. Refunds can be 
ordered only on current policies, he 
said, because records of expired poli- 
cies have been destroyed by the in- 
surer. 

Service Fire’s direct writings in 
Arkansas last year totaled $1,750,000. 

Mr. Combs said several other com- 
panies writing auto PHD in Arkansas 
are under investigation. 
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Varied Program Set 
for Joint Meeting of 
Three Mutual Groups 


Crime, windstorms, muftiple-line 
underwriting, new fire hazards grow- 
ing out of changing technology, the 
significance to property insurers of 
indicated economic trends and cur- 
rent developments in marketing and 
motivation research will provide the 
program framework for the annual 
meeting of Federation of Mutual Fire 
Insurance Companies, Oct. 10-12, at 
the Hotel Statler, St. Louis. 

The federation will meet in con- 
junction with the American Mutual 
Alliance Advertising-Sales Conference 
and National Assn. of Mutual Insur- 
ance Companies. A feature of the 
meetings will be the exhibit of some 
3,000 examples of mutual fire-casualty 
insurance advertising materials, in- 
cluding those which have been given 
awards for excellence. 


First session of the Federation will 
be a joint meeting with the American 
Mutual Alliance and the city insurers 
group of the national association. 
Speakers will be Raymond H. Fletcher 
of Dallas, Texas, vice-president Rehrer, 
Hibler & Replogle, on effective utili- 
zing of production personnel; Burleigh 
B. Gardner of Chicago, executive di- 
rector Social Research Inc., on mass 
motivation research, and Richard D. 
Crisp, Chicago consultant, on research 
in marketing. 


Tuesday’s session will open with an 
address by Federation president Gary 
H. Kamper, president of Badger Mutu- 
al. “The Economics of Crime” will be 
discussed by Virgil W. Peterson, 
operation director of Chicago crime 
commission. Problems involved in 
in’ sale of the homeowners policy will 
be outlined by F. Keen Young, execu- 
tive vice-president of Federated Mutu- 
al Implement & Hardware. Par- 
ticipating in a panel discussion on 
the same subject will be R. H. Barber, 
secretary West Bend Mutual Fire; W. 
H. Rodda, secretary Transportation 
Insurance Rating Bureau, and E. D. 
Sirois, secretary Mutual Fire Insurance 
Assn. of New England. 


The final session on Wednesday will 
open with G. W. Ponton, research un- 
derwriting specialist for Hardware 
Mutuals of Stevens Point, speaking on 
“Are Wind and Weather Patterns 
Changing?” O. E. Ringquist, vice- 
president Liberty Mutual Fire, will 
discuss whether insurance companies 
can reduce their losses in windstorm 
and hurricane areas. New hazards for 
property insurers will be analyzed by 
Horatio Bond, chief engineer National 
Fire Protection Assn. How future eco- 
nomic trends may be expected to af- 
fect insurance will be the subject of 
John W. Cowee, associate dean of the 
school of business administration of the 
University of California. 

On Oct. 11 James D. Woolf, Chicago 
advertising consultant, will analyze 
outstanding mutual fire-casualty in- 
surance advertising programs now in 
progress and select the “one _ best” 
campaign of 1955. The Oct. 12 meetings 
of the American Mutual Alliance will 
be devoted to workshop sessions on 
competition—one for direct-writing 
company representatives and one for 
those operating through commissioned 
agents. 
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Blue Cross and Blue Shield and other placed from the leading 25 are Nash- otal... 271.208.952 Charles L. Phillips chairman. He will 
insurers writing hospitalization only. ville and Providence. = © 0CCCTTT" sie hold both posts 
In the five years between 1948 and In the following table the current as a result of an 
1954 the total premiums of companies rank of the city is given ahead of the 16 BLOOMINGTON, ILL. 23— amendment to 
in the leading 25 cities have increased name, and following are the rankings Stock Fire and Casualty .. _ 8,019,823 the by-laws per- 
66.5%, going from $11,479,303,516 to in 1948 and 1945 respectively. Sauk’ and Casualty. ere mitting the same 
” BREWER «ccc ec cccccccs : ’ t fill the 
54 48 ’45 Accident & Health ...... 14,017,790 Accident & Health ...... 712,039 > jobs. 
1 LNEW YORK CITY 11 Heptinanon 000. SBMNGgES BR on age 22 airman 
Stock Fire and Casualty ..2,093,029,146 Fraternal ee Se ee Porn he succeeds the 
WOCOROD  orectinccceusecs 3,224,403 
fom ieee, wi Semen 720,624,156 17 SPRINGFIELD, MASS. 12—11 late Joseph _ F-. 
VAS eee ee eee ee eee eees ’ ' as Matthai. Mr. 
Accident & Health ....... 444,717,412 Stock Fire and Casualty .. 50,302,639 Phillips became 
Seenenen See ; page yn yi LOS ANGELES 9-9 Mutual Fire and Casualty. 24,613 president __ last 
CT alaeea "2'919'890 Stock Fire and Casualty .. 117,837,711 Accident & Health ...... 1373 3n 82 January succeed- ff Charles L. Phillips 
lela tae als ese tates, Mutual Fire and Casualty. 304.642 .~ ahaha htahagsbeshtatsa Py tay ing the late E. B 
ed ’ ’ ’ Reciprocal eatin Sere 132,121,975 0 ee , , Asbury Davis who then became presi- 
Accident & Health ...... 106,169,524 : 
2 _ HARTFORD 2—3 Hospitalization .......... 19,761,994 18 CINCINNATI 17-12 gg joined the company in 
Stock Fire and Casualty . .1,455,162,252 Life .................+5- 133,467,769 Stock Fire and Casualty .. 14,433,351 1910 after graduating from law school. 
Mutual Fire and Casualty. 1,216,256 Total ................. 509,663,615 Mutual Fire and Casualty. 314,248 ” 
— & Health ...... 253,851,438 Accident & Health ...... 8,447,202 
aN ee one oe 842,451,274 Hospitalization .......... 21,244,462 - 
aE Ket 2,552,681,220 8 BALTIMORE We cia san aden, 155,963532 Praises Companies 
Stock Fire and Casualty .. 379,328,016 NES aaa Keim aiee ewes 200,402,795 . . + 
3 NEWARK 3—2 Mutual Fire and Casualty. "308,150 in Handling Claims sill 
: Reciprocal .............. 103,325 = Walter H. Deacon of Root oy’ 
em oo and ee .. 240,837,443 Accident & Health ...... 4,115,409 19 ’ ST. PAUL 18—21 agency, Waterbury, Conn., an area hit 
pow : _ Ln = ty. 726,937 Hospitalization .......... 16,546,732 Stock Fire and Casualty .. 122,518,895 by the floods that followed Hurricanes 
Hos itali ti ee ee oes eee MONRO ca errs arace cele a eae naa 50,911,198 Mutual Fire and Casualty. 13,006,415 Connie and Diane. writes: 
Life. zation .........- , 153,448 Fraternal ............... 8,884 Accident & Health ...... 3,738,557 The damage to automobiles was 
_ eromeanais Saas ae RE oe ee ee 451,321,714 Hospitalization .......... 25,529,194 +-cmendous, but the insuring compan- 
SOME CCTCE CE CELE 972,232, Life .........+++.+++++++ 29,869,458 i.< handled the claims with dispatch 
WENGE fexiccsaaieceeaws 2,561,895 ond in such a way that it reflected 
4 BOSTON 4—4 9 MILWAUKEE J — 197,224,414 Creat credit to all insurers. We feel 
; * Stock Fire and Casualty .. 10,216,557 that the industry rose to the occasion. 
Mutual Piro ang Canty, Jab erit Mutual Fire and Casualty. 24'362,156 20 INDIANAPOLIS 19-23 = “There were numerous transportation 
Accident & Health ...... 76733401 Accident & Health ...... 7,800,427 Stock Fire and Casualty .. 43,169,494 losses and losses under personal — é 
Hospitalization .. 62,597,778 Hospitalization .......... 22,048,306 Mutual Fire and Casualty. 55,264,330 and package policies. These cic 
a es 663,880,178 Ds ia cic icidee eek Rees 277,609,662 Reciprocal ............ os 3 11.965.716 have been or are being handled in a 
Fraternal ees ; : 2,696,703 Lop | Sea ae 4,719,484 Accident & Health ...... 6.701.252 very satisfactory manner. 
| eee: 1,343,879,658 Total ................. 346,756,592 pHospitalization .......... 31,328,294 ; : Th 
i — Life cos ieteecseesee eee: 45,421,975 Nationwide Promotes three 
= Vo) a ne tee ,299, : ith. assistant treas- 
5 CHICAGO) =—-s«#55-6 10 ~—s«OALLAS oe 195.150.2790 _ Raymond G. Smith, assistant. teas 
. de group, has bee 
Stock Fir . Stock Fire and Casualty .. 98,525,051 urer of Nationwide group, Me 
Stoc Fire and Casualty .. 290,591,637 Mutual Fire and Casualty. 20,675,865 appointed director of financial plan 
Mutual Fire and Casualty. 166,058,314 Pinwae.. te sti 5,440,036 21 SEATTLE ning, a newly created department. His 
gy ong Ee pa 28,671,693 Accident & Health ...... 67,210,998 Stock Fire and Casualty .. 107,663,744 responsibilities include the tailoring 0. 
~~ ite ha Regal 237,706,751 Hospitalization .......... 20,425,649 Mutual Fire and Casualty. 27,106,469 long-range financial plans to supp 
i alization .......... psy jo Ce eee ares 118,471,677 Reciprocal .............. 3,937,725 the national expansion ora. aiid 
oe Raa he ete poy i eens 2,145,304 Accident & Health ....... SOs Lane See in tee oer 
€ SRY) r- 8 6 ee ah hee astal aaa , ’ spitalization .......... 7 ¢ Mr. ’ y c - 3 , 
Total ................. erect ridnntnseets renomats un ae i ta 17156463 functions as director of banking anc 
re, | eas ine een 226,374 finance. — = 
6 PHILADELPHIA 6—5 11 SAN FRANCISCO 10—10 Ns Sea tienedeavens 171,976,826 James Applegate, standards and ah 
— Stock Fire and Casualty .. 233,457,951 cedures — in the hae a . 
Stock Fire and Casualty .. 449,449,730 Reciprocal .............. 39,700,760 ™ ations, has been appointed airector « 
Mutual Fire and Casualty. 13,759,009 Accident & Health ...... 3,300,368 22 KANSAS CITY 14—16 policy and operational controls in th 
Reciprocal 349,659 Hospitalization .......... 24,082,118 Stock Fire and Casualty .. 44,094,052 controller’s office. 
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Tap the multi-billion dollar 


CONSTRUCTION 
MARKET 


with these new, 


Rais y specialized facilities 


Now, through one specialized department, Continental offers 
you a new kind of sales and underwriting cooperation in 
developing business from the multi-billion dollar construction 
industry. 


Fire, E.C., Surety, Auto, Comp., PL & PD, Contractor’s 
Equipment, Blanket Contractual, Blasting, Underground 
Damage... all the coverages any contractor needs, wants or 
has any business to have... you and your client benefit by ... 


% consideration of any risk on 
an overall basis rather than 
the single line offered 


* faster quotes 
%* more effective service 


%* retrospective rating formulas % personal assistance in the 
offering uncommon flexibility field 


* effective, available engineer- 


‘ " * plus other business building 
ing service 


advantages 


Now, today, find out how Continental’s Contractor’s Division 
= can help you build a bigger volume, bigger profits in 
this important field. For complete details write Dept.318 


Ask for a copy of Continental's 36-page 
book, “Growth Through Leadership”, and 
open up a whole new range of sales 
possibilities in all lines. 


IRIYITALLO LLL 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 4, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 





‘America’s Department Store of Insurance” 













Neb. Association 
Schedules Speakers 
for Omaha Meeting 


Program plans have been completed 
for the convention of Nebraska Assn. 
of Insurance Agents, which will be 
held at the Hotel Fontenelle, Omaha, 
Oct. 27-28. 

Arthur M. O’Connell, executive 
committee member of National Assn. 
of Insurance Agents, will deliver the 
keynote speech, “The American Agen- 
cy System—and Who Cares?” 

A panel which will discuss avoiding 
pitfalls in casualty insurance is com- 
posed of Forrest R. Riddell, manager 
of Fireman’s Fund at Omaha; Albert 
S. Blackburn, Grand Island Trust Co., 
Grand Island; Stephen G. Borstad, 
Travelers, Omaha; Barton H. Green- 
berg, insurance counsellor at Omaha. 
and Patrick E. Thomas of Lincoln. 

Members of the panel which will 
discuss developments in fire insurance 
include Prof. Grant M. Osborn, Uni- 
versity of Omaha; Clarence H. Metz- 
ner, assistant manager for Western 
Underwriters Assn.; Robert M. Byrne, 
Omaha; Harry F. Perlet, general man- 
ager of Inter-Bureau Insurance Ad- 
visory Group, and Harry A. Miller, 
secretary of Fire Association. 


Hartford Fire Club 


Names Dully President 


The 25-year club of Hartford Fire 
group has elected Walter C. Dully, an 
examiner in the claims division of 
Hartford Accident, president. 

Other officers are George L. Dunne, 
vice-president; Robert DeVore and 
Donald C. MacKinnon, secretary and 
assistant secretary, respectively, and 
Max Liberman, publicity director. 

















Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


WhHitehali 3-7440 


Program Is Ready 
For Mass. Agent's 
Annual Oct. 25-26 


A get-together luncheon Tuesday 
will officially open the annual meeting 
of Massachusetts Assn. of Insurance 
Agents, Oct. 25-26, at Sheraton Plaza 
hotel, Boston. The board will meet 
Oct. 24. 

The luncheon speaker will be Eu- 
gene F. Gallagher, manager of Planet 
at Chicago, whose topic will be “The 
Time Has Come.” Participants in a 
panel that will follow and their topics 
are Harvey C. Abbott, executive spe- 
cial agent of Hartford Fire, compre- 
hensive dwelling policy of Interbureau 
Insurance Advisory Group; Stanley A, 
Gibson, executive state agent of Phoe- 
nix of Hartford group, broad dwell- 
ing forms, and Francis X. O’Leary, 
marine state agent of Employers group, 
homeowners policies A, B and C., Wil- 
liam N. Woodland, editor of the Stand- 
ard, will be moderator. 

A reception will be held at 6 p.m., 
followed by the annual banquet, at 
which Thomas B. Dowd, traveling sec- 
retary of the Boston Red Sox, will 
speak on sports. 

The local board advisory council 
will hold a breakfast meeting Wednes- 
day at which E. L. McDonough, su- 
pervisor of tabulating service of the 
registry of motor vehicles, will talk on 
merit rating. The breakfast is open to 
association members. A business meet- 
ing for members only will follow. 

Archie M. Slawsby of Nashua, N. H., 
member of the executive committee of 
National association, will speak on “It 
Looks From Here” at the closing lunch- 
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STOPPED by a glass replacement problem? It’s no 
problem... not if you call MOhawk 4-1100 and put 
AMERICAN GLASS to work on it. As soon as you put 
Day or night, rain or shine, \ \ \ the phone down your worries are over. One of our 


Tat! y 
American Glass is waiting 1 AN . fleet of trucks—manned by crews who have years 


‘ of glass replacement experience behind them—is 


saat iataiaeiaaaiaeaes Nt i on the way to give you and your assureds the type 
ple board-up or a large ‘ i of service that satisfies. Prompt, dependable service, 
Mt the kind that has made AMERICAN GLASS a leader 
displ ind I ras 
iets \ in Chicago’s glass replacement industry. Next time, 
—same courteous service ! save time and money—call AMERICAN! 
CALL MOhawk 4-1100 
Members of the e ‘ f Members of the 
Chicago Association Normand Beris, President Chicago Better 
of Commerce Business Bureau 
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1O30:42 NORTH BRANCH STREET: CHICAGO 





‘Recognition Merited by Our Service”’ 
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Crafts Enlarges on Theme of Better 
Educator-Insurer Cooperation 


James F. Crafts, president of Fire- 
man’s Fund, made some additions to 
his proposals that 
the insurance 
business do more 
to attract young 
people, in his ad- 
dress at the CPCU 
convention last 
week in San Fran- 
cisco. 

Earlier this year 
Mr. Crafts had dis- 
cussed education 
in a talk before the = 
Midwest Agents 
Conference, urging 
the cause of the business in the need 
for young talent. His address before 
the CPCUs offered some details on 
the basic subject from the standpoints 
of what education can do for the in- 
dustry and what industry can do for 
education. 

Mr. Crafts mentioned the summer 
fellowship program under which ar- 
rangements are made for insurance 
teachers to spend part of their sum- 
mers with the companies, saying he 
inquired of these professors what im- 
pressed them most during their six- 
week stay with Fireman’s Fund. All 
of them commented the outstanding 
value they obtained was the realization 
of the diversified opportunities for a 
young man or woman in insurance. 

As another example that education 
lacks full knowledge of the insurance 
business, Mr. Crafts referred to sur- 
veys made by educators as to what 
college students think about fire and 
casualty insurance. These surveys show 
there is a limited knowledge of the 
wide range of jobs available, and the 
entire emphasis is placed upon the 
oppertunity in sales. The students 
thought of insurance as_ uncreative, 
consisting of mechanical procedures 
requiring no individual consideration. 
They had no concept whatever that 
technicians are required. 





James F. Crafts 


Such erroneous viewpoints are not 
only indictments of education, but of 
insurance as well, Mr. Crafts admitted. 
The educators need help to overcome 
the deficiency, but at the same time 
they need to have as an objective the 
acauiring of greater knowledge of busi- 
ness. 

Students aspiring to Phi Beta Kappa 
honors, or intending to go into post 
cevoduate work are a minority in any 
graduating class. The average student 
ho~ nn defined ideas about work he 
will do and as a start studies the list 
noted at the vlacement office, with 
emphasis on the offers carrying the 
highest starting salary. “Can anything 
more he exnected when the means has 
not been made available to him to 
adequately assess the opportunities for 
the future?” Mr. Crafts asked. 

To overcome this, he suggested it 
would be helpful if there were avail- 
able several hours each week, as extra- 
curricular activity, during which each 
maior tyne of business could tell its 
story so that the student could better 
determine what kind of work might 
be of interest to him. This would be 
particularly applicable to junior and 
senicr classes. Such a program also 
could be carried out in high schools 
and business colleges, Mr. Crafts sug- 
gested. Those young people who are 
not going on to college should have 
the same opportunity, with the assist- 
ance of educators, to determine the 


vocation that appears to best fit their 
individual talent and capacities, he 
said. 

Some secondary schools invite busi- 
ness men to tell their story to interest- 
ed members of the senior class, and 
Mr. Crafts said this type of cooperation 
on the part of business and education 
is a healthy thing. 

Education can be of special help to 
insurance by sending to the companies 
young men with fresh viewpoints, new 
and practical ideas with the knowledge 
of how to use them, and the ability to 
envision the romance in the business. 
Mr. Crafts said educators have told 
him that young people are not attract- 
ed to a business which is steeped in 
tradition, but he went on to say that 
although insurance is a_ traditional 
business it has a need for people who 
will help build it on its already solid 
foundation. 

Further, education can be of help 
in offering its research activities and 
capacities to insurance. There is a need 
to know about things still in the realm 
of the unknown that will effect the 
future welfare such as the weather 
pattern and the reason for the in- 
creased frequency in hurricanes; atom- 
ic power and its application to com- 
mercial activities; the development 
and use of electronics, and so on. 


The insurance business has its own 
duties to perform, Mr. Crafts said. 
Insurance and education have been 
living in two different worlds even 
though dependent upon one another 
in many ways. Mr. Crafts pointed out 
that many private colleges are oper- 
ating in the red and business has a 
responsibility to support them. Cor- 
porate wealth, he said, is the only real 
source of help, and providing it will 
produce a healthier economic climate. 
Aid to private education institutions is 
consonant with economic progress, he 
added. All segments of insurance 
should be aware of this and should 
enthusiastically support worthy insti- 
tutions of higher learning. 

Such support can even be viewed 
from a selfish standpoint, because in- 
surance could not prosper if it did not 
have available to it technicians, engi- 
neers, safety and loss prevention ex- 
perts and men trained in research, 
electronics, cost accounting and sales 
promotion. Insurance can be helpful 
also by telling educators of its needs 
and of the special training that will 
be of help to young people who may 
decide upon an insurance career. 

Another aid to education that insur- 
ance can supply is the offering of serv- 
ices of qualified men in the business 
as lecturers and part-time instructors 
at colleges and universities, Mr. Crafts 
observed. Men with the CPCU designa- 
tion are especially well equipped to 
assist in this line. 

Another line of support would be 
those special courses designed to help 
make young men with a potential bet- 
ter executives. Insurance could spon- 
sor and participate in “business-educa- 
tion days,” especially those providing 
secondary school teachers with a bet- 
ter idea of the business world. 





Texas WC Hearing Oct. 25 


Texas board of insurance commis- 
sicners has scheduled a hearing Oct. 
25 at Austin to consider workmen’s 
compensation and employers liability 
rates, rating plans, classifications, rules 
and endorsements. 


Nevada Agents Get 
Sales Suggestions 


Archie M. Slawsby of Nashua, N.H., 
a member of the executive commit- 
tee of National Assn. of Insurance 
Agents, gave several sales ideas that 
have worked well for his agency, in 
his talk at the annual convention of 
the Nevada agents in Las Vegas. His 
is a relatively small community of 40,- 
000 but the agency has put more than 
200 personal property floaters on its 
books, on risks within a radius of 40 
miles. 

Nashua is an industrial town with 
many factory workers. People earning 
less than $5,000 a year are not, gener- 
ally speaking, personal property float- 
er buyers. Members of the agency be- 
lieve there is nothing quite like the 
PPF and talk about it with confidence 
and enthusiasm. They use it as an en- 
tering wedge for other business. 

Mr. Slawsby used to inventory 
homes himself, arguing that every in- 
sured should have one. Insured wants 
one but is too busy after a long day to 
tackle the chore and seldom gets 
around to it. 

Mr. Slawsby did it the hard way. He 
wrote everything in longhand at the 
prospect’s home, took the inventory 
back to the office and then dictated it 
for typing. Premiums were calculated, 
credits allowed, and then came the 
final sale. The inventory was taken 
exactly except for linens and clothing. 
The linens were estimated at so many 
dollars worth per bed, and knowing 
his prospects he had a good idea of 
what their clothing values were. He 
always added $100 for money and $250 
for blanket jewelry, in order to get an 
adequate premium. He always sold on 
the 40-30-30 installment basis and in- 
dicated that this was the way the 
coverage was for sale. 

e . * 

The care that went into the making 
of the inventory impressed the house- 
wife. Mr. Slawsby pointed out that 
these lovely possessions warranted the 
finest protection, coverage that was 
not sold from door to door because 
there is everything in the contract but 
a blank amount signed check. 

The prospect was invited to buy as a 
select group. It worked. 

The agency finally hired a man who 
had been an underwriter for 16 years 
and hadn’t sold but wanted to. In five 
years he has resurveyed every PPF 
risk on the agency’s books. The agency 
keeps copies of inventories and on each 
renewal the new man brings them up 
to date. It’s a big job—but not too time 
consuming when making revisions at 
renewal time. 

He has gone Mr. Slawsby one better. 
He carries a Dictaphone with him 
when he goes to the scene. He is not 
high pressure. He usually calls on the 
housewife during the day, Mr. Slaws- 
by then sees the master of the house 
with the finished inventory neatly 
bound. Closing after this kind of pre- 
selling is simple. 

The agency makes an average of one 
new inventory per week, and one new 
sale a week. The persistency of the 
business is the best of any line in the 
office. In three years the agency has 
lost two PPFs. 

This line is a door opener for other 
lines. The agency places its marine 
business in companies which permit it 
to adjust and pay claims. It issues 
drafts up to $100 and in amounts 
larger than that after getting telephone 
permission. 

Mr. Slawsby once broke into three 

(CONTINUED ON PAGE 18) 
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Homeowners Policies 
Given Ohio Approval 


COLUMBUS—Home owners policies 
A, B and C have been approved in 
Ohio as of Oct. 3. Filings of Multiple 
Peril Insurance Rating Organization 
have been approved by the insurance 
superintendent and many of the com- 
panies which have acquired multiple 
line powers under the new ML bill in 
Ohio are expected to write a very sub- 
stantial volume in homeowners almost 
immediately. 

It is noteworthy that the approved 
filing includes an installment payment 
plan. Insured will be able to pay one- 
third of the three-year payment plus 
10% initially and a straight one-third 
at the beginning of the second and 
third years. Ohio insurance men have 
resisted installment arrangements on 
fire business for a number of years 
and there was considerable speculation 
over the chances for an installment 
plan for homeowners. Even the most 
arduous opponents of installment rules 
have been heard to admit that sales 
possibilities for homeowners would be 
seriously curtailed in the absence of 
such provisions. Many producers, how- 
ever, were prepared to arrange premi- 
um financing if necessary. 

_ . . 

Approval of the installment payment 
rules also necessitated approval of a 
special short rate cancellation table. 
This has been done. 

A significant territorial variation in 
homeowners A and B for Ohio is a 
mandatory endorsement providing that 
5% of the coverage on buildings is to 
apply to foundations. 

Concurrently with approval of the 
MPIRO filing, the insurance depart- 
ment put an OK on the identical filing 
made by Transportation Insurance 
Rating Bureau and on the similar fil- 
ing of North America. The so-called 
“hand-in-hand” filing has also been 
approved. This is the arrangement 
under which homeowners policies, 
rules and premiums are filed by the 
local fire rating organization, Inland 
Marine Insurance Bureau, TIRB, Na- 
tional Bureau of Casualty Underwrit- 
ers and Mutual Insurance Rating Bu- 
reau according to the recommendations 
of Interbureau Insurance Advisory 
Group. It is understood a number of 
independent filings along homeowners 
lines are still under consideration. 

. . . 

Interbureau’s comprehensive dwell- 
ing policy became available in Ohio 
last March under a special arrange- 
ment which required that there be both 
a fire company and a casualty insurer 
involved in each policy. Ohio got ML 
legislation through a few months later 
and ML powers for companies which 
requested them became effective early 
in September. However, as of the 
present, the running-mate arrange- 
ment for the CDP stands. 

It is believed CDP will be put on a 
ML basis in Ohio at the same time im- 
portant changes in that contract—now 
in force in a substantial number of 
states—are approved there. The dual- 
company set-up will probably be re- 
tained for the benefit of Ohio insurers 
which do not take advantage of the 
new ML laws. The CDP changes re- 
ferred to are those which included an 
increase in the fire and allied discount 
from 15% to 25%, addition of the spe- 
cial (all risks) building form to the 
optional features for CDP and exten- 
sion of the eligibility rules to make a 
version of the contract available to 


tenants of residential quarters. 
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WAB Fire Prevention 
Department Reports 
on Year's Activities 


The annual report of the state fire 
prevention associations in the midwest 
and the fire pre- 
vention depart- 
ment of Western 
Actuarial Bureau 
shows that 88 
town inspections 


were conducted 
during the year 
(July 31, 1954- 


Aug. 1, 1955), with 
523 addresses gi- 
ven to civic groups 
comprising a total 
audience of 135,- 

R. E. Vernor 040. In the 33 
years town insvections have been held 
under the aegis of WAB, 2,427 of them 
have been conducted. 

Richard E. Vernor, manager of the 
fire prevention department of WAB, 
notes in the report that Indiana led 
with the most town inspections and 
made 22% of all individual property 
inspections in the 20-state territory. 
Nebraska had the best exhibit and most 
active booth, at the Omaha sports and 
vaction show, at which 15,000 persons 
registered. A town inspection manual 
was written in Missouri and as a re- 
sult of the inspection at Trenton, 95% 
of all school recommendations were 
complied with. 

In the showing of leading states from 
the standpoint of town inspections, 
number of risks inspected, risks crit- 
icized and total recommendations, 
Indiana took first place in all cate- 
gories. Other leaders in town inspec- 
tions were Illinois, Michigan, Missouri, 
and Oklahoma, and for risks inspected 
the four states following Indiana were 
Michigan, Okahoma, Iowa and Mis- 
souri. Michigan, Oklahoma, Iowa and 
Missouri followed in order in number 
of risks criticized, and for total rec- 
ommendations the states after Indiana 
were Michigaan, Oklahoma, Iowa and 
Illinois. 
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In all, there were 88 town inspec- 
tions, 16,886 risks inspected, 13,483 
risks criticized and 45,259 total rec- 
ommendations. 

Michigan was the leader in the num- 
ber of talks to students at town in- 
spections, its total being 66 before an 
audience of 13,067, but in Indiana the 
total student audience was 23,124 for 
62 talks. Other leading states in this 
classification were Arkansas, 39 talks 
before 9,659 students, Illinois 37 and 
8,311, and Oklahoma, 36 and 8,182. 

Rocky Mountain Fire Prevention 





BOND H. 0. 
CLAIMS MANAGER 


For a man with a heavy back- 
ground in Bond Claims. A large 
eastern company has a top open- 
ing for a man to head up this 
department. Salary $12,000 to 
$15,000. 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
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Assn. held first place for the number 
of talks to adults with nine and an 
audience of 344. Indiana gave eight 
talks before an adult audience of 918, 
Michigan eight and 867, Missouri eight 
and 667 and Oklahoma eight and 1,076. 
The total was 523 talks to an audience 
of 135,040. 


During Fire Prevention Week the 
field men and the staff of WAB gave 
352 addresses to a total adult audience 
of 138,537 and 616 addresses to a 
student audience of 205,050. This pro- 
duces a totaal of 968 talks before 
343,587 persons. In addition to this, 
the WAB staff gave 40 fire prevention 
addresses to a total audience of more 
than 10,000 including such groups as 
a regional civil defense council, Mil- 
waukee fire prevention school, Inter- 
national Assn. of Fire Chiefs, Inter- 
national Fire Waste Council, Fire 
Underwriters Assn. of the Pacific and 
Fire Apparatus Manufacturers Assn. 

Local radio stations were used by 
association members in 15 town inspec- 
tions. In Missouri the members partic- 
ipated in seven radio broadcasts and 
six TV programs. During Fire Preven- 
tion Week the field men made 63 radio 
talks and 39 TV appearances. 


Emmett T. Cox of the WAB staff 
was on the radio 28 times and on TV 
eight times, and Harry H. Wolff made 
five radio and two TV appearances. 

The WAB film library supplied films 
on a loan basis for 448 showings, and 
the pictures were viewed by some 
50,000 persons at 104 locations in 15 
states. 

The U. S. Chamber of Commerce 
inter-chamber fire prevention contest 
handled by National Fire Waste Coun- 
cil, was vigorously promoted in WAB 
territory. Mr. Vernor is national chair- 
man of the council’s contest committee, 
and the states in the midwest pro- 
duced 52% of the contestants in the 
national contest. 

One of the big promotions of the 
WAB fire prevention department is the 
fire department instructors conference 
at Memphis. This year’s conference 
was conducted Feb. 22-25. Originally, 
the conference was composed of those 
interested in basic fire department 
training, but it has now become a 
national institution presenting the lat- 
est techniques in training, fire fighting 
and fire prevention and protection. 
Mr. Vernor acts as chairman and is 
assisted by Mr. Cox as vice-chairman 
and Mr. Wolff as secretary. 

The report also includes a review of 
the advances made in fog spray in fire 
fighting. Messrs. Cox and Wolff assisted 
in supervised full scale tests of this 
technique in nine states, these tests 
involving 112 fires. There has been a 
rapid increase in the use of fog or spray 
patterns, with remarkable savings in 
both time and water use in extinguish- 
ment, the report notes. 


C. H. Anderson Heads 
Manchester, Conn., Agents 


Clarence H. Anderson has been elec- 
ted president of Manchester, Conn., 
Assn. of Insurance Agents. A director 
of Excelsior, Mr. Anderson has been 
in the business in Connecticut for about 
30 years. 





Opens Houston Claim Office 


Northwestern Mutual Fire has 
opened a district claim office at Hou- 
ston with Thomas W. Hughes as man- 
ager. Mr. Hughes has had four years 
of multiple line adjusting experience 
in Texas. He joined Northwestern Mu- 
tual in 1952. 
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Fire claim was paid 


without question...in full 


“Our claim was settled last week,” writes a midwestern client, * 
“and you'll be interested to know that your appraisal figure 
was allowed in full. The adjuster had no questions after exam- 


ining your report.” 


© 


An American Appraisal report compels acceptance because 
it is complete in every detail; because it is supported by factual 
evidence; because it represents valuation principles that com- 


mand respect. 


Since 1896, The American Appraisal Company has been the 
leader in its field, chosen by thousands of firms to provide 
appraisal service for insurance placement, rating, or proof of 
loss. We’ll gladly show you how this service can help you pro- 
vide your clients with better insurance protection. 


*Actual case from our files 


Send for our valuable booklet 
“How You Benefit by American Appraisal 
Service.” It’s yours for the asking. 


Home Office: Milwaukee 


Atlanta Kansas City 
Baltimore Los Angeles 
Boston New Orleans 
Buffalo New York 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland St. Louis 
Detroit San Francisco 


Washington, D. C. 
affiliated: 


Canadian Appraisal Company, Ltd, 


Montreal and Toronto 
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Pacific Indemnity Company 











ANNOUNCES... 


the establishment of a 

SOUTHEASTERN DEPARTMENT 

in the Fulton National Bank Building, Suite 1618 
ATLANTA, GEORGIA 

Telephone: LAmar 2651 





...and the appointment of 
WALTER P. DODD as Manager 
and 

RICHARD F. BLACK as assistant 
Effective: 

October 1, 1955 

















With admitted assets of $51,156,821 and surplus to policyholders 
of $18,884,902 as of June 30, 1955, Pacific Indemnity is one of the 
insurance industry's leading multiple line carriers. Established in Los 
Angeles in 1926, it has long been a top writer in Pacific Coast states. 
Currently also operating in various Southern, Southwestern and Mid- 
western states, the opening of the Atlanta office is a step in ex- 
panding facilities to producers and policyholders in the Southeastern 
states. 


PACIFIC INDEMNITY COMPANY 


Home Office: Los Angeles 
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Ask Writ of Court 
in Juror Ad Case 


The U.S. Supreme Court has been 
asked by Ardy V. Barton, Los Angeles 
attorney, to review the judgment of the 
second district appeals court in the 
case of Barton vs American Automo- 
bile and Associated Indemnity in 
which the insurers are charged with 
attempting to influence a juror through 
advertisements which dealt with ex- 
cessive jury awards. 

The questions presented by Mr. Bar- 
ton for review are: 

1. Whether the constitutional guar- 
antees of free speech and press im- 
munize one against the charge of fel- 
oniously attempting to influence a jur- 
or in the following circumstances: 

Where the accused is an automobile 
casualty insurance company constant- 
ly and widely engaged in personal in- 
jury jury trials, and where the accused 
intentionally and deliberately attempts 
to influence a juror with respect to his 
verdict in such a case by the following 
plan—the accused places an advertise- 
ment in a national magazine having 
one of the highest circulation figures 
in the U.S. with the expectation and 
purpose that the juror will read it. In 
the advertisement the accused address- 
es the juror as a juror and tells the 
juror that the more he awards the 
plaintiff—the more it is going to cost 
said juror in higher prices and premi- 
ums. A juror, Hazel Engelman, re- 
ceives the advertisement-message, 
reads it, and is so moved thereby that 
she takes it to the jury room in the 
personal injury case which she is then 
trying and pins the advertisement- 
message on the wall. All the jurors 
read and discuss it and then render 
a verdict in the said case. The only 
purpose of the accused in publishing 
the advertisement and causing it to be 
sent through the mails to regular sub- 
scribers and purchasers is to influence 
the juror with respect to his verdict 
in personal injury cases. There is no 
conflict of evidence. 

2. Whether it is necessary to make 
a showing of clear and present danger 
in such a case. 

3. Whether such a case makes a 
showing of clear and present danger. 

4. Whether a fine, or penalty or re- 
straining order constitutes a prior re- 
straint against the accused in such a 
case. 

A statement in the petition explains 
this is an action begun on the relation 
and information of Mr. Barton. The 
attorney general of California brought 
an action in quo warranto against the 
charters of two insurers for violating 
the laws of the state. This is a civil 
suit and not a criminal action. 

The cause of action, however, de- 
pends upon whether the insurers have 
violated the laws of the state. The ac- 
tion was filed in state superior court 
Nov. 13, 1953. The insurers filed a 
demurrer, which was sustained, on the 


grounds of constitutional protection 
of free speech and free press. The com- 
plaint was amended to show, among 
other things, that the insurers at. 
tempted to influence a specific juror 
in a specific case. This amended com- 
plaint was again demurred to on the 
same grounds as well as no clear and 
present danger shown and the action 
constituted a prior restraint. The de. 
murrer was sustained again by super. 
ior court. The petitioner refused to 
amend and appealed. There was no 
trial on the facts. All the facts were 
deemed true as alleged and the case 
was determined purely as a matter of 
law on the pleadings. 

The appeals court sustained the judg- 
ment of the lower court, stating that 
the insurers were protected by the list 
and 14th amendments of the Constitu- 
tion, that there was showing of clear 
and present danger, and that the action 
constitituted a prior restraint. The 
petitioner applied for a_ rehearing 
which was denied. An application for 
a hearing in the California supreme 
court was also denied. 

The appeals court’s opinion says that 
in the first amended petition in quo 
warranto; plaintiff alleged that the in- 
surers did cause to be published in 
various nationally distributed maga- 
zines, including Life and Saturday Eve- 
ning Post, advertisements relating to 
the subject of excessive jury awards. 

It was charged in the petition that 
these ads as well as an article in Shop 
Talk—a publication apparently spon- 
sored by American-Associated group— 
that dealt with a campaign being con- 
ducted “to combat the important pro- 
blem of unjust jury awards” amounted 
to a contempt of the judicial process 
and a conspiracy formed with the in- 
tent to corrupt jurors. 

The petition asked for a restraint 
against further publication of said or 
similar matter or forteiture of the 
companies’ corporate rights in Cali- 
fornia or that they be fined. 

The defendants filed a general de- 
murrer on the grounds that the peti- 
tion sought to violate and supress 
their rights of freedom of speech and 
of the press guaranteed by the Con- 
stitution and that the facts alleged 
were insufficient to show a violation 
of the state penal code, a contempt of 
the judicial process or a conspiracy or 
intent to corrupt jurors, or grounds for 
a proceeding in quo warranto. The de- 
murrer was sustained with leave to 
amend. Plantiff declined to amend and 
a judgment of dismissal was entered. 





Ohio Casualty Opens 


2 New Offices in East 


Ohio Casualty has opened two new 
branch offices in the east to serve 
northeastern Pennsylvania and south- 


ern New Jersey. The Scranton, Pa.,, | 


office is at 502 Glen Alden building 
and the New Jersey office is at 210 
Vest Atlantic avenue, Haddon Heights. 
Managerial personnel of the new of- 
fice formerly were at the Philadelphia 
branch of the company. 





223 West Jackson Blvd. 





OSBORN-LANGE-STEPHENSON, INC. 
INSURANCE 


Lloyd's, Li of 


Ask us about Sonic Boom Insurance 
Telephone WAbash 2-7620 
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With A&H Problems so Great, How Can Top 
Management Ignore Them? Furey Asks 


To sell the idea that company man- 
agement should take a deep interest 
in an A&H program, W. Rankin Furey, 
president of Berkshire Life, used his 
company’s experience in the field as 
an example in his talk before the 
Bureau of A&H Underwriters’ annual 
meeting at Bretton Woods, N. H. 

If Berkshire did anything really wise 
before entering A&H, it was when it 
decided, in the late 1940s, that a group 
of company men would visit a large 
number of companies with a prepared 
list of questions on A&H, he said. 

Among the things the group noted 
was that there existed a rather general 
stepchild relationship between the A&H 
department and the rest of the company 
in both life and casualty organizations. 
It was usually accompanied by moder- 
ate success in building the A&H bus- 
iness, most often completely out of 
proportion to the great success the 
companies were having in other lines. 

A few life or casualty companies 
had completely organized their A&H 
activity, but here the degree of in- 
tegration between their other lines 
and A&H varied widely. In a few 
instances it was almost completely 
a separate company or organization. 
One fact did stand out, however— 
where top management was interested, 
the program was succeeding, Mr. Furey 
said. 

In various technical phases or prob- 
lems there was marked difference of 
opinion as to the correct approach or 
solution. There was a complete lack 
of tabular standardization such as is 
common in the life business—in pre- 
miums, loadings, morbidity tables, ex- 
pense arrangements, commissions, etc. 

This lack seemed to be encouraged 
by a completely different type of reg- 
ulation by state insurance departments. 
In the life business, particularly for a 
company operating in New York, there 
is tight and detailed regulation, and it 
seemed that such regulation was not so 
rigid for the A&H business. Mr. Furey 
said he does not think the A&H busi- 
ness needs regulation of this type—he 
doesn’t think it’s good for the life 
business either. But freedom of reason- 
able action is left to the companies and 
with it must go responsibility for pro- 
per performance. 

There was, at that time, a great un- 
rest within the business, a growing 
interest by federal and state govern- 
ments in the conduct of the business, 
and, he said, he noted some growing 
dissatisfaction. There were many new 
plans for future business. And, the 
study group noted, there was a con- 
siderable gap between the protection 
the public ideally needed and the re- 
sults that the companies had achieved. 

The group of Berkshire Life men 
were a little surprised at what they 
believed was a low percentage of pre- 
mium dollar being returned to the 
policyholder in benefits and a rather 
high percentage used for expenses, re- 
serves or profits. Also, the group 
noted some merchandising going on 
that did not seem compatible with their 
standards. 

Mr. Furey said that they were a 
little astounded at the difference in 
price that could exist under policy 
forms or contracts which at first glance 
Seemed to cover about the same thing, 
but, which on closer analysis, did not 
do so, due to differences in wording, 
Clauses, or provisions of the contracts. 

The group also noted a substantially 
increasing percentage of the total .bus- 


iness done by life companies—in 1954 
it was up to 83% —as opposed to a low 
percentage in prior years. The best 
reason they could find for this was 
that in life companies there is an 
ideal fit which does not exist in cas- 
ualty companies. Life companies con- 
sistently deal with people about their 
personal problems of dying too soon, 
or living too long, of having emergency 
money, into which insurance for per- 


sonal loss of time is a natural and 
complete fit. On the other hand, he 
explained, in a casualty company, un- 
less the A&H division were set up as a 
complete operating entity, it seems 
that the same contact and approach 
that deals with property insurances and 
liabilities does not so naturally lead 
into discussion of a man’s personal 
problems. 

He said the group was surprised, 
particularly in the life companies, at 
the large volume of business and pre- 
miums being developed from cash 
reimbursement coverages, and at how 


little they had done in the fields of 
long term disability, long term loss of 
income, economic death by disability, 
into which their service naturally led 

“If the problems are this numerous 
and this important, how would it have 
been possible for us to reach any con- 
clusion other than that top management 
would get into the act and stay there?” 
he asked. 

When Berkshire decided it was de- 
sirable to enter the field, it determined 
to offer the protection ultimately as a 
completely integrated process, slowly 

(CONTINUED ON PAGE 24) 





Odor Control Is A Profit Builder! 


No Fire Sale Losses Here! 


Fire in an adjacent restaurant filled a Long Island de- 
partment store with dense smoke and heavy fuel oil 
odors. An inventory of over $160,000 was threatened by 
the strong odors. It was feared that the store would be 
closed for three weeks with heavy loss of customer 
yatronage. Business Interruption loss was estimated at 
$40.000. However, none of these losses was suffered! 
Airkem Smoke Odor Service vaporized special odor- 
control formulations in the premises and completely 
neutralized all traces of smoke and fuel oil odors. Within 
three days, the store had reopened. Total cost of the 
\irkem service was less than $1,500... and no fire sale 
was held! 


Smoke is just one of the many odor problems solved by 
Airkem factory-trained experts. Airkem uses over 100 
special compounds to counteract odors at their source, 
whether in the air, on a surface or 
in a product. Airkem odor control 


Odor Control is a Profit Builder 
for stores, hotels, hospitals, 
theaters, paper mills, smelters 
and many other types of in- 
dustries and institutions. 





makes the air seem more pleasant and more breatheable 
in stuffy offices, workers happier and more efficient. It 
reduces air conditioning costs by permitting greater use 
of recirculated air. Hotels and restaurants are more 
attractive to customers when Airkem kills cooking and 
cigarette odors. Industrial plants are better accepted 
by their communities when process and product odors 
are neutralized. Airkem, the true odor counteractant, 
remedies all these odor conditions, and many more, 
safely, permanently and inexpensively. 

Mail in coupon for free confidential survey or for addi- 
tional information. There’s no obligation! 

Cg a eee EEE — eer 
Airkem, Inc., 241 East 44th Street, New York 17, N. Y. 


Send me more information on [] Smoke Odor Serv ice 
- Air Conditioning Service [7 Product Odor Control. 
LJ E J 


7 Please have Airkem Field Engineer call. 


Name and position ode 





Organization = 





Address NU 10-55 
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Discusses Proposal for Adoption of 
Comparative Negligence Rule in N.Y. 


A proposal for the adoption of a 
comparative negligence rule in New 
York was discussed by Justice Walter 
R. Hart of the New York supreme 
court at the meeting of the insurance 
law section of New York State Bar 
Assn. at Syracuse. 

He said that in following articles on 
the subject of comparative negligence 
he could not recall a single instance in 
which anyone attempted to justify the 
continuance of the doctrine of contrib- 
utory negligence as a bar to recovery. 

Mr. Hart asserted that one of the 
most brilliant arguments ever ad- 
vanced against comparative negligence 
was contained in a report in the asso- 
ciation’s bulletin on a talk given before 
the lawyers at their summer meeting 
by Frederick S. Benson of Lumbermens 
Mutual Casualty, New York, in which 
he said that the person in New York 
state who is denied a recovery against 
another under the present system is 
not entitled to collect and should be 
made by society to bear the burden of 
his own wrongdoing. Mr. Hart agrees 
that every person should bear the bur- 
den of his own wrongdoing, defendant 
as well as plaintiff. 

Mr. Benson argued that comparative 
negligence increases litigation. Mr. 
Hart commented that no one should be 
denied the right to sue if justice re- 
quires a remedy for a wrong done him. 
Mr. Benson also contended that it 
would increase the cost of insurance. 
Mr. Hart said this may or may not be 
a sound argument. 

It is pointed out, however, Mr. Hart 
said, that in Wisconsin, where compar- 
ative negligence has been in effect 
since 1931, the rate of insurance has 
not increased to a greater extent than 
in the neighboring states which do not 
have such a doctrine, but the argu- 
ment begs the question because “we 
must have justice regardless of cost.” 

In fact, with the necessary modifica- 
tions of the doctrines of the last clear 


chance, the active and passive negli- 
gence distinction and the compulsory 
joinder of all joint tortfeasors, as here- 
inafter suggested, the verdicts and the 
cost might well be diminished. 

It is argued that comparative negli- 
gence is complicated. Mr. Hart said it 
has been demonstrated that where the 
accident occurs in a jurisdiction which 
has a comparative negligence rule, the 
juries have to pass upon the question 
of the negligence of the plaintiff and 
the defendant and compare each of 
them. 

It is likewise true, that where an 
accident happens under circumstances 
which bring the admiralty law into 
play, juries have to pass upon the same 
question. Mr. Hart believes they do 
their job admirably and with apparent 
understanding. 

Mr. Hart said Mr. Benson had cited 
instances in which there might be third 
party complaints and stressed the dif- 
ficulty which juries might have in such 
cases. But, Mr. Hart said, “we have 
third parties and even fourth and fifth 
parties, plaintiffs and defendants now. 
I concede that some consideration will 
have to be given to a revision of the 
law relating to joint tortfeasors, the 
doctrine of the last clear chance and 
active and passive negligence.” 

If comparative negligence is adopted 
in New York, a plaintiff who fails to 
bring in every person who might be 
responsible for the accident, after serv- 
ice of demand to do so, runs the risk 
of having the jury decide the propor- 
tionate liability not only of the plain- 
tiffs and defendants before the court 
but also any joint tortfeasor who is not 
before the court, and the plaintiff’s 
recovery shall be limited accordingly. 

Mr. Hart said Mr. Benson argued 
that in practice “we have comparative 
negligence today.” If this is so, Mr. 
Hart asserted, why not make it legal? 
He said Mr. Benson stated that every 
adjuster worth his salt settles cases 
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regardless of the contributory negli- 
gence of the plaintiff, though at a re- 
duced figure; and Mr. Benson stated 
that judges and juries in the past have 
applied the doctrine in pre-trial. Why 
should it not be applied in the actual 
trial of cases? Mr. Hart asked. 

Mr. Benson’s last argument was “our 
people are different,” in which he re- 
ferred to the psychology of the people 
of New York, especially of New York 
City. But Mr. Hart said he believed 
that the people in New York City are 
no better or worse than citizens else- 
where. 

Mr. Hart said that it is exceedingly 
difficult for a judge to face a jury and 
tell its members they must deny re- 
covery to a plaintiff who has inad- 
vertently stepped off the sidewalk with 
the lights against him and is perma- 
nently crippled by a drunken driver 
operating his car the wrong way on a 
one-way street at 80 miles an hour. 

The metropolitan view on this one 
subject is, he said, that what is good 
for the victim of negligence aboard 
ship is likewise good for the victims of 
negligence on the sidewalks, the high- 
ways and byways of New York City. 





Insurance Problems 
of Atomic Age on 
Conference Agenda 


Insurance problems in the develop- 
ment of nuclear power will be dis- 
cussed by a panel at the National In- 
dustrial Conference Board’s conference 
on atomic energy in industry Oct. 26 
at the Waldorf Astoria hotel in New 
York city. 

James L. Madden, 2nd vice-president 
of Metropolitan Life, will preside over 
the panel, whose participants will in- 
clude Charles J. Haugh, 2nd vice- 
president, compensation and _ liability 
department, Travelers; W. J. Satter- 
field Jr. of atomic energy commission 
and Arvine E. Upton, Washington at- 
torney. 





Six Texas Local Boards 
Elect New Officers 


Corpus Christi, Tex., Insurance Ex- 
change has changed its name to Cor- 
pus Christi Assn. of Insurance Agents. 
Bert W. Roscoe is president, James 
Carlton, vice-president and L. J. Tuck- 
er, secretary. 

Several Texas local associations have 
elected new officers, and they are: 

Brazoport association—President, G. 
C. Hardman; vice-president, W. H. 
Barbour, and secretary, Ina Sansom. 

Dennison—President, Glen A. Han- 
non; vice-president, Guy Cooke, and 
secretary, Russell W. Oden. 

Plainview—President, Eldon Smith; 
vice-president, James W. Davenport, 
and secretary, Land D. Wall. 

Temple—President, W. G. Bailey; 
vice-president, William Skelton, and 
secretary, Maude Swink Land. 

Beaumont—President, Fred M. Grif- 
fin; vice-president, F. D. Broussard, 
and secretary, Mark Moore. 


Hasselwander Heads Agency 

Joseph E. Hasselwander has been 
elevated from vice-president and trea- 
surer to president of the George Diet- 
rich agency in Rochester, N. Y., suc- 
ceeding the late George Dietrich. 
Other officers are William Z. Johnson 
and William L. Bennett, former credit 
manager, vice-presidents; John W. 
Newell, who has been office manager, 
treasurer, and Dorothy M. Henderson, 
secretary. Leslie G. Loomis, former 
district sales manager in Buffalo of 
Liberty Mutual, has been named 
agency manager. 


Leominster (Mass.) Board of Under- 
writers has elected William J. Whitton 
president, Hugo S. Padavano vice- 
president, Harold B. Farwell secretary 
and Nelo Tocci treasurer. 
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Deviations of 16 
Insurers are Given 
Approval in N. C. 


Sixteen insurers have filed with 
Commissioner Gold of North Caroling 
deviations which have been approved 
for use during the next 12 months. 

The companies and their deviations 
are: 

Allstate, 20% auto BI and PDL, 10% 
auto PHD, except collision, 20% col- 
lision; American Fire & Casualty, 10% 
fire; American Druggists, 20% fire and 
allied lines; Church Fire, 20% fire and 
allied lines on Episcopal church prop- 
erty; Nationwide Mutual, 25% auto 
liability and PHD; Nationwide Mutual 
Fire, 10% fire and allied lines; Gov- 
ernment Employees, 25% auto liability, 
30% auto PHD excluding fleets; Har- 
leysville Mutual Casualty, 10% auto 
liability, burglary and glass, 15% gen- 
eral liability. 

Home Mutual Fire, Binghamton, N. 
Y., 20% fire and extended coverage, 
15% auto PHD; Mutual Auto Fire, 
Harleysville, Pa., 15% auto PHD; 
North Carolina Farm Bureau Mutual, 
20% auto liability, 25% auto PHD ex- 
cluding fleets; Reciprocal Exchange, 
Kansas City, 15% fire for bottling 
works and breweries; State Farm, 
10% fire and allied lines on dwellings 
and apartments not exceeding four 
families; State Farm Mutual Auto, 
25% auto liability and PHD excluding 
fleets; Utica Fire, 15% fire and allied 
lines, 20% auto PHD; Vigilant, 15% 
burglary and glass, 20% auto PHD. 





Claim Denied in 
Floating Car Case 


An unusual claim arising out of the 
recent floods involving a floating car 
that allegedly caused a building to 
collapse is being denied. 

The claim is based on the motor 
vehicle damage part of extended cover- 
age. A business man whose building 
was set on I-beams and located over 
a flooded river claimed that an auto- 
mobile floating down the river hit 
the structure and caused it to collapse. 

A considerable amount of money is 
involved. 


Abbott Manages Buffalo 


in Western New York 


Buffalo has named Leo J. Abbott 
manager of the office in Buffalo which 
serves the seven western New York 
counties. Since 1946 he has been with 
Loyalty group, in production and un- 
derwriting capacities. 











New chairman of the governing com- 
mittee of Bureau of A&H Under- 
writers, Berkeley Cox, general counsel 
of Aetna Life, left, and Frank S. Van- 
derbrouk, president of Monarch Life 
and chairman of the governing com- 
mittee of H&A Underwriters Confer- 
ence, chatting at the annual meeting 
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Navarre Analyzes 
Changes in Mich. 
State Fire Fund 


LANSING—Commissioner Navarre 
of Michigan has prepared an analysis 
of the operation of the state fire fund 
over the past 39 years to justify the 
1955 legislature’s action in reducing the 
amount to be maintained in the fund 
to $250,000. Under the old law, the 
minimum balance was $1,750,000. 

According to the commissioner’s fig- 
ures, the gross annual cost of the fund, 
including losses paid and administra- 
tive expense, for all fires affecting 
state property in which losses amounted 
to less than $500,000, was $80,658. 
Gross average cost of fires in which 
damage exceeded $500,000 was $82,306 
although there were only two such 
fires, one nearly destroying the Lewis 
Cass office building and the other 
damaged Southern Michigan peniten- 
tiary at Jackson, both within the past 
five years. Thus the state’s cost has 
averaged about $158,000 annually, de- 
ducting the annual interest earnings on 
the fund, amounting to about $10,000 a 
year. 

Commissioner Navarre said a de- 
partmental survey showed that self- 
insuring losses under $500,000 and 
buying catastrophe cover for larger 
amounts would have boosted the aver- 
age cost to around $240,000 a year. 
That would have meant $3,000,000 
higher cost to the state over the period 
but the payoff on the two big losses 
probably would have far exceeded that 
amount, although comparisons are dif- 


ficult to make because neither of the 
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After the annual dinner of Bureau 
of A&H Underwriters at Bretton 
Woods, N. H., at which veterans of the 
business were honored, A. B. Hvale, 
assistant secretary and consulting act- 
uary of Continental Casualty, left, one 
of those honored, got together with 
John P. Hanna, managing director of 
H&A Underwriters Conference, a 
guest at the meeting. 





A&H 


men talked over 
problems at the annual dinner-dance at 
the meeting of Bureau of A&H Un- 


Company 


derwriters at Bretton Woods, N. H. 
Shown here, from the left, are Charles 
G. Daugherty, 2nd vice-president of 
Metropolitan Life, George E. Light and 
R. J. Sullivan, secretaries of Travelers, 
and Dr. W. J. McNamara of Equitable 
Society. 


damaged structures was rebuilt to re- 
produce its original condition. That 
fact Mr. Navarre considers important, 
inasmuch as the new law leaves it to 
legislative discretion to rebuild heav- 
ily damaged structures perhaps mod- 
ernizing them at the same time. 

Under the existing law, extra-haz- 
ardous risks can be and are insured, 
including the liquor control commis- 
sion’s warehouse stocks, the department 
of health’s serums and laboratory sup- 
plies and the state libraries’ books. 
These items could not well wait for 
new legislative appropriations in event 
of losses, it was noted. 

Insurance also is carried on the new 
Stevens T. Mason office building which 
was built with funds borrowed from 
the state retirement funds. In order to 
protect that investment, private cov- 
erage was regarded as essential. 

The commissioner questioned the 
wisdom of the legislature’s action in 
transferring control of the fire fund 
from the insurance department to the 
department of administration but con- 
sidered that change less important 
than the general improvement in status 
of Michigan’s insurance program for 
state properties with the release for 
other uses of the large sum previously 
tied up in the fire fund. 





N. Y. Agents Conducting 


Series of Regionals 


New York State Assn. of Insurance 
Agents is holding a series of regional 
meetings, at Garden City Oct. 18, 
Grossinger’ (Liberty) Oct. 20, James- 
town Nov. 1, Batavia Nov. 2, Syracuse 
Nov. 3, and Troy Nov. 4. 

The series started at Pottsdam. 

At Garden City the morning will be 
devoted to a panel on homeowners. 
Participants are Edward Ryder, inland 
marine manager of St. Paul F. & M. 
group at New York; W. Arthur Quick, 
assistant general adjuster of Home, and 
the following local agents: Myron W. 
Bergin of Easton, Pa., George A. Ward 
of Far Rockaway, N. Y., and George 
Homer of Mt. Vernon, N. Y. J. Fred 
Waldron of the host region will be 
moderator. 

In the afternoon speakers will be 
Arthur L. Schwab of Staten Island, 
president of the state association; Rob- 
ert J. Stearns of Poughkeepsie, presi- 
dent Dutchess county association; Ben 
Hemler of Jamaica, David S. McFalls, 
New York, Joseph A. Neumann of Ja- 
maica, past president of NAIA; J. G. 
Mayer, executive secretary; Kenneth 
W. Haslam, Rosedale, and H. Clay 
Johnson, deputy U. S. manager of 
Royal-Liverpool. 





Republic Indemnity Names 


Underwriter: Two in Field 


John F. Heller, field representative 
for Great American for seven years, 
has been named underwriting manag- 
er of the newly-organized fire division 
of Republic Indemnity of Ohio. Reed 
F. Warburton and Robert V. Collins, 
formerly of Mill Mutuals of Ohio, have 
been named to Republic Indemnity’s 
field staff. 


Blake Named Balboa V-P 


LOS ANGELES—John T. Blake has 
been elected vice-president of Balboa. 
Mr. Blake, who has been with Gulf at 
Los Angeles since 1953, started in in- 
surance in 1937 at the home office of 
Royal Indemnity. After the war he 
was with Royal at Los Angeles, and in 
1947 he went with an agency. Later 
that year he joined Security of New 
Haven at Los Angeles, and was at 
Louisville before joining Gulf. He has 
also been elected vice-president of the 
affiliated Arrowhead, another Sea- 
board Finance insurer. 








Evelyn Sewell, for the past 10 years with 
the insurance department of Henry Broderick, 
has joined Alpha Services of Seattle. 


Says Comparative 
Negligence Rule 
Would Hike Rates 


The adoption of a comparative neg- 
ligence rule in New York would result 
in judicial manpower being taxed even 
more than it is now and insurance 
premiums would rise to almost pro- 
hibitive rates, Justice William E. Mc- 
Cluskey of the New York supreme 
court told the meeting of the insurance 
law section of New York State Bar 
Assn. at Syracuse. 

He said it is urged that a compara- 
tive negligence rule will reduce exces- 
sive verdicts and give to both litigants 
a better break. The basic assumption 
of such a thesis is that there is a rash 
of excessive verdicts. That is not true. 
If there is at any time and place such 
a situation, some personalities are at 
fault and not the present theory of 
negligence. 

Mr. McCluskey said that while it is 
true that some states have adopted 
the comparative negligence theory, it 
does not follow that the thickly popu- 
lated, highly industrialized state of 
New York should follow suit. Will it 
expedite the administration of justice? 
Mr. McCluskey doubts it, for a salutary 
deterrent to bringing doubtful actions 
today is the penalty of costs, should 
one be contributarily negligent. 

The population of the states that 
have adopted comparative negligence 
is nowhere near equal to that of New 
York City. The theory does not appear 
to him to be as good either abstractly 
or practically as the theory of proxi- 
mate cause with its subsidiary ad- 
juncts of negligence and contributory 
negligence. 





Name Two Special Agents 


for Traders & General 


Traders & General has named Don- 
ald F. Morrin a special agent in charge 
of its San Diego office and Silvon L. 
Dover a special agent for Colorado. 

Mr. Morrin, who will have head- 
quarters in the Spreckels building, San 


Diego, has been in the local agency 
business in Chula Vista, Cal., for the 
past nine years. Mr. Dover, who will 
have headquarters in the Gas & Elec- 
tric building, Denver, will service the 
company’s Colorado agents outside 
Denver metropolitan area. For the past 
four years Mr. Dover has owned and 
operated Matterhorn Co. agency, Den- 
ver. 


Gregory IBM Manager 
for Aetna Fire Group 


Aetna Fire group has named George 
Gregory manager of the IBM proces- 
sing department in the home office, 
succeeding Thomas W. Lennox, trans- 
ferred to the planning and methods 
department where he will be associ- 
ated with Assistant Secretary Ragnar 
E. Anderson. 

Mr. Gregory has been superintendent 
of the tabulating department of the 
western department for three years. 
He joined the group in 1936 as a book- 
keeper in the western department. Mr. 
Lennox joined the group in 1940 as 
supervisor of the tabulating depart- 
ment and became supervisor in 1942. 





Fireman’s Fund Offers 


Field Service at Peoria 


The casualty department of Fire- 
man’s Fund is now offering resident 
field service for central Illinois agents 
whose business clears through Peoria. 

Special Representative Lynn C. Miles 
has been transferred from Omaha to 
Peoria. 


Anchor Casualty Has Open 
House for H. O. Addition 


Anchor Casualty formally opened the 
“ow $500.000 addition tc the home of- 
fice with an “open house” for em- 
ployes, their families and friends. More 
than 500 persons toured the new three- 
story fireproof addition which increas- 
es home office space to 55,000 square 
feet and makes possible a more effic- 
ient arrangement of departments. 


Lamb has been 


John J. elevated from 
general manager and treasurer to president of 
J. W. Dillon agency of Barre, Vt., succeeding 


the late James Sector. Allan R. Johnston be- 
comes vice-president and George E. Milne a 
director. 








Sales are moving targets that won’t stand 
still. “On Target” today—“Off Target” 
tomorrow. To sell and keep selling, you 
have to keep prospects within range. 

Don’t fallinto theerror of thinking your 
market is relatively stable. Here are the 
facts: Over 36 million people will move 
from one city to another this year; 70% 
of all families move from one town to 
another at least once every 10 years. Or 
to pinpoint one entire industry, a three 
year study revealed that 56% of all com- 
panies placed new men in one or more 
top positions. 





BOS’N DAN— 
THE ANCHOR MAN 


HELPS PUSH 
YOUR BU: NESS! 








Ancuor 


Casuatry 


Promotions, deaths, retirements and 
transfers keep today’s buying targets on 
the move. So when making your plans, 
remember: At any time, perhaps 25% 
of your potential customers never heard 
of you before. 

Look to Anchor as a company who 
can help you stay “On Target”—keep 
pace in 1955. New ideas, new methods, 
improved coverages all add up to help 
you meet the challenge in today’s chang- 
ing market. Tie in with Anchor! 


MULTIPLE LINE FACILITIES 
Workmen’s Compensation 
Automobile—Misc. Gen. 
Liability—Allied Lines 
Burglary—Plate Glass 
Fire & Allied Lines 
Fidelity & Surety 


Goasany Inland Marine 
ST. PAUL 4, MINNESOTA 
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A DEPENDABLE MARKET 
FOR DIFFICULT LINES 


As Underwriting Representatives of Lloyd's London, we are enabled 
to furnish immediate binders, and our daily cable service expedites 
placing unusual risks, such as: 


Mortality-Livestock, 
Race Horses, 
Zoo Animals 
Motor Truck Cargo 
Non-Appearance 
Oil Drilling Equipment 
Personal Property Floater 
Products Liability 
Professional Entertainers 
Public Liability & P.D. 
Reinsurance-Facultative- 


Abstractors Liability 
Accident & Sickness 
Normal & Sub-Standard 
Accountants Liability 
Accounts Receivable 
Auto Excess B.1.&P.D. 
Auto Racing Liability 
Aviation-Hull, Liability 
& Accident 
Boiler & Machinery 
Bonds-Fidelity & 3D 


Burglary Treaty & Excess 
Chattel Mortgage Replacement or Depreciation 
Non-Recording Retrospective Penalty 


Collapse of Building 
Contractors Equipment 
Doctors Disability 
Errors & Omissions 
False Arrest 


Fire & Supplementals- 
Excess & Surplus 


Fire Legal Liability 

Fire Theft & Collision 
Furriers Stock 

Hand Disablement 
lilinois Liquor Liability 
Marine-Inland & Ocean 
Malpractice Liability 


Riot, Civil Commotion 
& Vandalism 

River Craft 

Salesman’s Floater 

Solicitors Indemnity 

Travel Accident 

Twin Insurance 

Warehousemen’s Legal 
Liability 

Water Damage 

Workman’s Compensation 
(Excess Per Accident 
& Aggregate) 

Yacht—Hull & P. & I. 


Servicing Agents and Brokers Exclusively 


for over 25 years. 


Underwriting Representatives of Lloyd’s London 


135 S. LaSalle Street 70 Pine Street 
Chicago 3, Illinois New York 5, New York 
STate 2-1285 BOwling Green 9-0882 
Teletype: CG-1026 Teletype: NY 1-2823 





Newhouse & Hawley, Inc 

















Marsu & McLENNAN 


INCORPORATED 


Insurance Brokers 


CONSULTING 
AVERAGE 


ACTUARIES 
ADJUSTERS 


Chicago New York San Francssco 
Boston Los Angele Toronto Pittsburgh 
St. Louis Indianapolis Montreal 
Portland Buffalo Atlanta Calgary 
New Orleans Phoenix Milwaukee 


Detroit 
Vancouver 
Duluth 

Tulsa 


Havana London 


Washington 
i ea 
Clevelana 
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Investment Firm Sees 
Somewhat Unfavorable 
Period for Stocks 


Merrill, Lynch, Pierce, Fenner & 
Beane, large New York investment 
firm, in a recent survey of the invest- 
ment outlook in major fields of activity 
terms the market prospects for fire- 
casualty insurance relatively unfavor- 
able. Fire-casualty insurance stocks 
will be increasingly influenced by 
competitive rate and sales problems, 
which are becoming more important 
than favorable portfolio and liquidat- 
ing value trends, the survey states. 
However, investment standing is high 
for the major fire-casualty stocks, and 
price risk is about average. 

Fire-casualty underwriting experi- 
ence to date in 1955 has been mixed, 
with fire losses running slightly ahead 
of last year, the firm states. Invest- 
ment income and liquidating values 
are up. The emphasis of many stock 
companies on developing fully into 
multiple line organizations, thus add- 
ing to competition among themselves, 
has led them to ignore the more serious 
competitive problems posed by not 
only direct writing companies but also 
several large agency companies. 

These companies are forcing changes 
in rate and merchandising methods, 
the report concludes, particularly in 
fire and auto lines. Investment should 
be directed toward these stock compa- 
nies which appear to be moving to 
protect themseves—and which by so 
doing may within a few years secure 
a considerably larger portion of the 
business. 





Iowa Insurer to Install 
Safety Belts in Its Fleet 


Employers Mutual Casualty will in- 
stall safety belts in the front seats of 
all its fleet automobiles. 

The company operates about 110 
automobiles, most of them driven by 
field and claim personnel in 30 states. 





Mutual Company-Agent 
Meet Set for Raleigh 


The annual company-agent relations 
meeting sponsored by North Carolina 
Assn. of Mutual Insurance Agents will 
be held Oct. 27 at Raleigh. 

The meeting is designed to offer 
agents and company executives an 
opportunity to consider the specific 
problems and objectives of the mut- 
ual agency business. 

On the company portion of the agen- 
da committee are Milford Landis, 
counsel of Central Mutual; T. L. Os- 
born Jr., vice-president of American 
Manufacturers Mutual; John D. Cox 
Jr., vice-president of Berkshire Mutual 
Fire; William H. Marquess, secretary 
of Harford Mutual of Maryland, and 
Fred Greenwood of Lumbermens of 
Mansfield. 

The agency portion of the agenda 
committee is composed of Dwight 
Stephens of Charlotte, Hugh H. Mur- 
ray Jr. of Raleigh and Paul S. Cash 
of Morganton. 


W. Va. Doctors Can Get 


Group Malpractice 


Members of West Virginia State 
Medical Assn. have been notified by 
Dr. Charles A. Hoffman of Huntington, 
insurance committee chairman, that 
arrangements have been made with 
Buckeye Union Casualty for group 
malpractice coverage on a statewide 
basis. 

The physicians and surgeons already 
have group A&H, a plan in which 61% 
of the members participate. Dr. Hoff- 
man also suggested to members that 
they carry premises liability coverages 
at the same time and with the same 
company. 
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Part of Commercial 
Union Operations 
in N. Y. Integrated 


Fire and casualty operations of 
Commercial Union-Ocean group ip 
central and eastern New York have 
been integrated with headquarters at 
Syracuse. The group’s operations in 
that area will be under the supervision 
of C. L. Newman, manager, who will 
be located at 1002 Hills building. 

Mr. Newman previously supervised 
territories in both central and eastern 
New York. He has spent his entire 
business career with the group. 

Mr. Newman will be assisted by 
Robert L. Hughes and Stanton Fay, 
special agents for central New York, 
and L. A. Langer, special agent for 
eastern New York. 


Moves Offices in N. Y. 


The metropolitan department and 
marine office of Commercial Union- 
Ocean group in New York city have 
been moved to a new modern, air- 
conditioned building at 156 William 
street. 


: Service Guide 


The LAWRENCE WILSON COMPANY 
Managing General Agents 
“Unexcelled Insurance Facilities" 
SERVICE TO LOCAL AGENTS 
AND BROKERS EXCLUSIVELY 
First National Bank Bldg., Tulsa 3, Okla. 


























Consultants 


in Marketing and Management 
for the Insurance Business 





FRANK LANG and ASSOCIATES 


1 NORTH LA SALLE STREET 
CHICAGO 2, ILL. FRANKLIN 2-2795 
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Arnold Chait 


150 BROADWAY 
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“Placing the Unplaceable” 














ROBERT I. BUSHNELL 
Consullant lo 
Insurance Compantes 
MULTIPLE LINE COORDINATION 
AND WORK SIMPLIFICATION 


HOY DENS HILL ROAD-FAIRFIELD, CONNECTICUT 








INSURANCE STOCK SPECIALISTS 
Wood, Struthers & Co., Inc. 
Established 1905 
J. William Middendorf 


30 Wall St., New York 5, N. Y. 
Telephone - WHitehall 3-7474 














“Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 


111 John Street, New York 38, N.Y. 
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Urges Joint Public Relations Effort: 
Says Agents’ Apathy Aids Direct Writers 


Two main factors responsible for 
the large volume of business being done 
by direct writers 
are the apathy of 
the established lo- 
cal agent and the 
modern merchan- 
dising methods di- 
rect writers use, 
John C. Stott of 
Norwich, N. Y., 
public relations 
committee of Na- 
tional Assn. of In- 
surance Agents, 
told the annual 
meeting of the 
New Hampshire association. 

It is his judgment that agents, either 
through apathy, selfishness or self- 
satisfaction, have failed to recognize 
and take advantage of their proper 
position in the business. Agents are 
not servants to themselves; they must 
be servants to the insurance buying 
public. 

Mr. Stott, a past president of Na- 
tional association, said the agency sys- 
tem will rise or fall in the direct pro- 
portion to the intelligent, economical 
and honest service it renders to the 
public. It would be well for agents to 
engage in a little self criticism and de- 
termine how they may meet the test 
if they are to survive. 

The test will be whether or not 
agents so conduct their business that 
when they speak they truly speak for 
and in behalf of the insurance buying 
public and they become universally 
recognized as the latter’s representa- 
tives. 

Agents must also accept the leader- 
ship and responsibility of telling the 
public what they are, who they are 
and why the service they render is 
vital to the national economy. If the 
agency system is to be_ preserved, 
its forces must clearly demonstrate, 
through efficient operation and un- 
selfish service to the public, that the 
system can do a much more outstand- 
ing insurance job than can any direct 
writer. 





John C. Stott 


Mr. Stott asserted that it matters 
little whether that direct writer be in 
a store that sells pants, farm machin- 
ery and insurance—or one that spends 
$600,000 of its policyholders’ money to 
change its name and at the same time 
charges its policyholders $5 to $15 to 
belong to its club and doesn’t even 
give the members a clambake in the 
fall. 

The greatest thing that the agents 
have to fear is fear itself. He said he 
fears that the fear agents fear is that 
they do not have the ability to combat 
the price cutting of direct writers, but 
this isn’t so. Price cutting is not the 
major reason direct writers are putting 
so much business on their books. 

In discussing the two main factors 
contributing to the success of the di- 
rect writers—the apathy of the agents 
and the merchandising methods of the 
direct writers—Mr. Stott pointed out 
that in Texas all companies writing 
automobile BI and PDL use a level 
rate for the initial premiums. In other 
words, all companies charge the same 
premium. Yet one of the largest direct 
writers wrote an enormous volume in 
1954 in Texas; it wasn’t rate of pre- 
mium that sold the insurance—it was 
the merchandising method. 

He wondered if the fear he discussed 
hadn’t induced a complex in many 
agents. “Aren’t we prone, when we 





lose a policy to a direct writer, to throw 
up our hands and say ‘we can’t meet 
that competition’ and then refrain 
from finding out how we can meet it?” 
he asked. 

He also asked the agents if they 
were delivering their renewals or 
mailing them. “You say you can’t af- 
ford to deliver them. I say you can’t 
afford not to. There’s gold in those 
deliveries—money-gold when you de- 


liver and public relations gold for the 
years ahead.”, 

The agents were advised that when 
insured reports a loss they shouldn’t 
tell him that it will be reported and 
an adjuster will see him. The agents 
should go see insured. They were also 
warned to watch their public relations; 
to keep it above the danger line. 

Mr. Stott maintained that there 
wasn’t too much wrong with the busi- 
ness that a few more hours a day 
spent at it—a little more shoe leather 
used to earn the commission and ap- 
plication of intelligence cannot solve. 


The producers are looking, perhaps 
to a greater extent than in the past, 
for a magic formula to dissolve current 
problems in the business and to insure 
its future. “It is within ourselves that 
the solution rests,” he asserted. 

He predicted that a mild revolution 
in the long established procedures in 
the business lies ahead. It will be a 
pleasant revolution for the agents if 
they resolve themselves into the true 
representatives of the insurance buy- 
ing public and if they seek to initiate, 
by leadership, new thoughts and ideas 

(CONTINUED ON PAGE 2%) 





A Million Small-Business Prospects 
Need This Insurance... 








...and most don’t have it! 












i igen a good look at the smaller stores and offices in your 
community. Consider the huge potential in those with 
less than eight emplovees. 


Comparatively few of these people need complex surveys. 
The great majority aren't getting competent insurance 
advice. Agents and brokers don’t knock on their doors 
twice a week. Yet if vou offer them a multiple-coverage, 
single-premium package that fits their needs, they'll buy 
it and be grateful to you. 

Storekeepers Burglary and Robbery 

This policy was just recently broadened and improved. 
It’s easy for the prospect to understand — and easy for you 
to rate and write. It covers against inside robbery, outside 
robbery, kidnapping, safe burglary, theft from residence or 
night depository, burglary outside business hours, robbery 
of watchman, and damage caused by such crimes or attempts 
at them. The basic contract provides $250 coverage for each 
of the seven perils involved. $500 on each peril costs 50% 
more, and $1,000 costs only 214 times the basic charge. 


Send for Free Sales Bulletin 





SECURITY-CONNECTICUT COMPANIES 


Please mail me, without cost or obligation, a copy of your new Agency 
Sales Bulletin on the Storekeepers Burglary & Robbery Policy. 


Sales and Promotion Plan 

A new issue of Security-Connecticut’s Agency Sales Bul- 
letin contains a complete selling plan with many valuable 
tips on this newly revised policy for which there are hundreds 
of good prospects in the average community. The Bulletin 
has special selling tips that help make this contract easy to 
sell. There’s a new, attractive, three-color folder that can be 
used not only for pre-call mailings, but also in the interview 
to help vou make the contract crystal-clear to your prospects. 
There’s a suggested letter to prospects that will help you 
get more, and more favorable, interviews. There's a table 
that will help vou judge how many prospects there are in 
your community, both for the storekeepers policy, and the 
corresponding office policy, largely for professional men. If 
you follow the plan suggested in this new Bulletin, you'll not 
only sell these policies, but you'll discover good prospects 
for many other lines, personal and commercial 


Your Security-Connecticut Fieldman 
This is just one of many services your Security-Connecticut 
fieldman is equipped and eager to give you. He’s had years 
of experience in being a useful man-about-the-agency for 
some of America’s finest. both big and little. Our Agency 
Sales Bulletins are typical of the available tools which imple- 


ment the value of these fieldmen’s services. 
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Reappraisal of Product Urged by Stellwagen 


(CONTINUED FROM PAGE 1) 





are a charge on the wise and the 
prudent who purchase insurance. The 
situation is aggravated when certain 
classes of insurers are exempted from 
privilege taxes and license fees im- 
posed upon stock companies. 

Mr. Stellwagen asserted that “we 
must protest vigorously against legis- 
lation which would improperly or un- 
necessarily add to the cost of insurance. 
Such increases in cost discourage the 
purchase of insurance and are inimical 
to our proper objective of securing 
the maximum distribution of our prod- 
uct at proper rates.” 

The threat of compulsory automobile 
insurance, although dormant in some 
jurisdictions, is not dead. The present 
danger in the situation is that “we 
may become weary of the battle and 
so let ourselves be beguiled into be- 
lieving that compulsory is not the evil 
which in our hearts we know it to be. 
For example, the highly dramatized 
problem of the innocent victim is being 
dumped in our laps. 1 don’t think it 
belongs there. Goodness knows, we 
have devised and made available all 
sorts of accident insurance—some tied 
in with our liability policies, others 
not—the purchase of which will com- 
pensate for medical expenses arising 
from automobile accidents regardless 
of fault. We should, and I think we 
will, give constant consideration to ad- 
ditional voluntary coverage which will 
further minimize the problem. 

“Tet us not betray the principles of 
the platform upon which we have 
stocd; let us not forsake the friends 
in and out of the legislatures who have 
seen eye to eye with us. Rather let us 
rededicate ourselves to our opposition 


to compulsory automobile insurance 
which we know to be a bad thing for 
the public whom we are dedicated to 
serve.” 

Scientists have presented the busi- 
ness with a glorious opportunity to 
extend its activities into new and 
limitless fields and “it behooves us to 
grasp it with alacrity and enthusi- 
asm.” The most dramatic of the new 
industrial developments is atomic en- 
ergy and the business is being called 
upon to underwrite the hazards in- 
volved in this field not tomorrow but 
today. It is to be hoped that all com- 
panies and agents may so cooperate 
as to make available an adequate in- 
surance market for the peaceful em- 
ployment of atomic energy. 

Mr. Stellwagen said in the writing 
of atomic energy risks and other new 
and unusual risks, he feels the stock 
companies may rightfully expect that 
the regulatory authorities may be re- 
ceptive to rate making by judgment 
on a risk by risk basis. “If we are to 
keep the government out of this busi- 
ness and if we are to prevent its flow 
to unauthorized insurers, then we must 
be free to apply our best judgment in 
the making of rates and in the con- 
struction of policy forms to the new 
and unprecedented hazards we are 
called upon to cover.” 

He maintained that if the business 
looked back over the past 20 years, 
it would find that the chief concern 
in the area of rating has been the im- 
provement of its procedures for the 
large commercial risk. Graduated ex- 
pense loadings, retrospective rating, 


composite rating, and plan D have en- 
abled the agency companies to deal 
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justly and equitably with the large 
business risks and to maintain their 
position in a highly competitive field. 

“Some of you will say, ‘We are not 
so one-sided as you make out. Many 
large agents and brokers operate per- 
sonal insurance departments.’ Granted, 
but the backbone of such personal in- 
surance production consists of policy- 
holders in the higher income brackets 
including the executives of plants and 
businesses on the producer’s books. Of 
course, we write a good volume of per- 
sonal casualty risks. By and large we 
are not geared to attack the huge mass 
market of personal risks.” 

In short, agency companies are spe- 
cialty writers in the insurance of the 
business and industrial risks of Ameri- 
ca. That is their central role today and 
they play it well. 

But the business is now being con- 
fronted with other and different spe- 
cialty writers—specialists in the writ- 
ing of the mass market of personal 
risks. Certain companies have found 
the way to manufacture and to distrib- 
ute automobile insurance to millions 
of private passenger car owners in the 
U.S: 

He said that that insurance was lost 
—temporarily at least—to the agency 
companies. 

“What should we do about it?” he 
asked. “Shall we imitate our competi- 
tors? Shall we streamline our policies 
which is a euphemism for paring the 
coverage? Shall we cut rates? Shall we 
devise some novel scheme for the dis- 
tribution of our policies?” 

In his opinion, the answers to these 
and other questions which the problem 
poses must be consistent with the basic 
objective of stock insurance. The sell- 
ing of quality protection must be con- 
tinued—the brcadest and best that can 
be devised. Agency companies must 
continue to charge proper rates—rates 
which will not short-change the policy- 
holder on any element of service which 
he is entitled to receive. And, finally, 
the companies must continue to seek 
the maximum distribution of their pol- 
icies through independent insurance 
producers. 

. . . 

He said agency companies engineer- 
ing and payroll audit departments 
trained experts in fidelity, surety, 
workmen’s compensation, aviation, and 
general liability fields, and have de- 
veloped facilities for dealing with ca- 
tastrophic loss potentials, all things the 
automobile specialty companies do not 
have. On the other hand, the automo- 
bile specialty companies have built or- 
ganizations with low overhead which 
merchandise their single product to 
the maximum number of potential 
customers. 

Mr. Stellwagen told the agents and 
executives that their type of organiza- 
tion is not geared to specialization in 
the mass automobile market. “If it is 
our desire and intent to play an im- 
portant role in the mass automobile 
market or personal risks, then we must 
organize for that purpose. We must 
organize to deal with a _ profound 
change in the social and economic life 
of this country,” he said, referring to 
the tremendous growth of the middle 
class home-owning population and its 
concentration in the suburbs and new 
housing developments adjacent to the 
large cities. 

He termed this America’s new fron- 
tier and said the stock companies are 
not giving it the attention it demands. 

etail business has seen this change 
and has shifted with it—either through 
decentralization or by complete trans- 
fer to local shopping centers. The 
banking business follows the same pat- 
tern. It is this market which is gradu- 


ally slipping away from the agency 
companies and it is for its recapture 
that they must reorganize. The compa- 
ny with one or two large agents in the 
big city will not get this business and 
the agent with an impressive office in 
the mid-city will not get it. “We must 
place our points of production in those 
areas where people live and congregate 
and do their business.” 

The companies will, he declared, 
have to consider the appointment of 
agents who will develop these areas, 
Agents will have to consider the open- 
ing of small offices in shopping centers 
and the institution of a program of 
personal risk solicitation by personnel 
trained for that task. Considerable 
thought must be given to advertising— 
whether in newspapers, on the radio 
Or Ty. 

The stock companies will have to 
ponder a change in their traditional 
underwriting attitude which has been 
unsympathetic to unduly heavy com- 
mitments in the automobile field, and 
re-appraise their product both as to 
price and form. They may have to use 
a six-month policy or offer easy and 
convenient methods of installment 
payment to keep in step with the buy- 
ing habits of the people, and they will 
have to study methods for simplifying 
the processing of the business. 

Mr. Stellwagen said “we have grown 
fat and have lost the zeal for produc- 
tion which characterized less prosper- 
ous days. The gospel of protection was 
first preached by the independent in- 
surance producers of America. It was 
they who educated the people of this 
country to the need of the protection 
which our policies offer. It is bitterly 
disillusioning to see others gather the 
harvest of the evangelism.” 

He told the agents and executives 
they have heard it said of well 
paid professional athletes, who have 
achieved success in their chosen sport, 
that they are no longer hungry and, 
therefore, unable or unwilling to exert 
themselves as they did at the begin- 
ning of their careers when they had to 
struggle to eat. Can it be that there 
are no longer hungry agents? He di- 
rected the same question to company 
personnel. 

Will the stock companies and their 
agents accept the challenge and meet 
the test? He said he for one was sure 
that they will. 


Mr. Earls said the automobile situa- 
tion is working out and “the under- 
writers don’t have to dye their hair 
any more. The loss ratios have im- 
proved, the market has loosened, the 
business is brighter and we all can 
relax a little.” 

However, he said, in talking with 
top executives he has found a restless- 
ness on their part that stems from 
the fact that direct writers are going 
ahead by leaps and bounds in their 
writing “while our old line companies, 
enjoying a profitable year, have not 
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gency had the same increase in auto pre- business. During World War II many Auto PHD Revised State Farm Makes First 
pture miums.” phrases were coined in Washington— ‘| ; 
mpa- There are rumblings of possibilities mink was a dirty word and five per- In Miss. and Ky. Bow in New England 
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open- rates, in order to garner some of the officials. Mr. Earls said this wasn’t Rates for $50 deductible private pas- 
nters business of the direct writers, he as- true of all officials in Washington be- senger collision are reduced 12% in 
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7 stand. The second feature is the Mr. Earls praised multiple line writ- are down 21%, commerical local haul- 
» and streamlined method of issuing policies. ing and noted that there has been jng collision rates are reduced 7%, 
as to ° . ° tremendous interest in it since his state commerical intermediate and long dis- 
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fying ization to reduce the cost of issuing about it.” For example, he said, “we 564) hauling fire, theft and compre- 
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tie or commission—to an agent they are differentials that exist in the physical .44 long distance hauling fire, theft 
oduc- the same—isn’t the answer either. damage, bodily injury and property nq comprehensive are reduced 35% 
per Strange though it may seem, our rents cover on automobiles.” each. Collision rates for these classes 
Aree have increased, our people need more _iIt always irritates him to have to o¢ commerical vehicles are increased 
it in- take home pay. We are all aware of use two different manuals to rate one 23% 
+ ae that—if we weren’t, we would have car. He is in Western Underwriters 
MS one man agencies today.” Assn. territory in Ohio, but when he 7: 
‘ction To the association the right of pri- does business in Pennsylvania, a neigh- Line Up Schedule for 
tterly vate contract with each of the agents’ boring state, he can scarcely under- ]14 Texas Regional Rallies 
r the companies exist. To Mr. Earls the an- stand some of the terms and words Meetings, places and dates for the 14 
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sport, rather it is a problem that confronts The past two years have brought ™Ore staff members of the board of in- - 7 
and, the agents and companies as a team. with them activity on the part of the SUTamce commissioners and a company Writings were off, commissions drop- 
exert Mr. Earls said the agents’ association i i organization spokesman discussing new ping. But then the Pacific National 
nf s companies which no agent or producer Gevelopments and with association of- sien camel 4 ne pa 
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Convention Dates 





Oct. 3-6, California Assu of insurance Agents 
annual, Biltmore and Statler hotels, Los An- 
geies 

Cct. 9-12) Couference of Mutual Casual, 
Companies, Jefferson hotel, St. Louis 

Oct. 9-13, Neuttonal Assn. of Mutual Insurance 
Gompanies, annual, Jefferson hotel, St 
Louis. 

Oct. 10-12, Federation of Mutual Fire Insur- 
ance Companies, Jefferson hotel, St. Louis. 

Oct. 16-18, Maryland Assn. of Insurance 
Agents, annual, Fort Cumberland hotel. 
Cumberland. 

Oct 17. Rhode Isiand Assn of Insurance 
Agents, annual, Sheraton-Biltmore hotel, 


Providence. 


Oct. 17-19, Nationat Assn. of Mutual insur- 
ance Agents, annual, Netherland Plaza 
hotel, Cincinnati. 

Oct. 17-19, Western Underwriters Assn., an- 


nual, Greenbrier hotel, White Sulphur Springs, 
W. Va. 


Oct. 17-19, Wisconsin Assn. of Insurance 
Agents, annual, Sheraton-Biltmore hotel 
Oct. 21-22, New Mexico Assn. of Insurance 
Agents, annual, La Fonda hotel, Santa Fe. 
Oct. 23-25, Arizona Assn. of Insurance Agents, 

annual, Westward Ho hotel, Phoenix. 
Oct. 23-25, Kansas Assn. of Insurance Agents, 
annual, Town House hotel, Kansas City, Kan. 


Oct. 24-25, Tennessee Assn. of Insurance 
Agents, annual, Andrew Johnson hotel, 
Knoxville. 


Oct. 25-26, Massachusetts Assn. of Insurance 
Agents, annual, Sheraton-Plaza, Boston. 
Oct. 26, Connecticut Assn. of Insurance Agents, 

annual, Hotel Statler, Hartford. 

Oct. 26-28, Insurance Accountants Assn., an- 
nual, Shoreham hotel, Washington, D. C. 
Oct. 26-28, American Management Assn., in- 
surance conference, Palmer House, Chicago. 
Oct 27-28, Nebraska Assn. of Insurance Agents, 

annual, Fontenelle hotel, Omaha. 

Oct. 27-28, Pacific Fire Rating Bureau, an- 
nual, Camelback Inn, Phoenix. 

Oct. 30-Nov. 1, Missouri Assn. of Insurance 
Agents, annual, Muehlbach hotel, Kansas 
City. 


Oct. 31, National Assn. of Mutual Casualty 
Insurance Companies, annual, Edgewater 
Beach hotel, Chicago. 

31, National Assn. of Automotive Mutual 
Ompanies, annual, Edgewater Beach hotel, 
Chicage. 

Oct. 31-Nov. 2, National Assn. of Independent 
Insurers, annual, Sherman hotel, Chicago. 
Oct. 31-Nov. 2, American Mutual Alliance, 
annual, Edgewater Beach hotel, Chicago. 
Nov. 2-3, Michigan Assn. of Mutual Insurance 

Agents, annual, Hotel Statler, Detroit. 

Nev. 7, Fire Underwriters Assn. of the Moun- 
tain States, annual, Denver. 

Nov. 14-16, Indiana Assn. of Insurance Agents, 
annual, Claypool hotel, Indianapolis. 

Nov. 16-17, Iowa Assn. of Mutual Insuranee 
Agents, annual, Des Moines. 


Nov. 20-23, Kentucky Assn. of Insurance 
Agents, annual, Kentucky hotel, Louisville. 

Nev. 27-29, Illinois Assn. of Insurance Agents, 
annual, Edgewater Beach hotel, Chicago. 

Nev. 28-Dec. 2, National Assn. of Insurance 
Cemmissioners, mid-year, Hotel Commo- 
dere, New York City. 

Dec. 14, Eastern Underwriters Assn., annual, 
Biltmore Hotel, New York City. 








Okla. Insurance School 
Scheduled for Nov. 16-18 


Oklahoma Assn. of Insurance Agents 
will sponsor its annual insurance school 
Nov. 16-18, at the University of Okla- 
homa. 

The school will be divided into three 
sections, all under the direction of 
James L. Reinmiller of Hobart. 

William F. Johnson of Newkirk will 
direct the section on automobile cov- 
erages; Miss Pauline Avery of King- 
fisher will direct the workshop section 
on fire policywriting and Wayne A. 
Smith of Lawton will direct the section 
on general liability. 

Students passing examinations in the 
automobile or general liability sections 
will receive certificates toward the 
diploma awarded by the National as- 
sociation. 

Commissioner Hunt will address an 
evening forum on the need for a re- 
vised insurance code for Oklahoma and 
and increased budget for its adminis- 
tration. 

Enrollment blanks may be obtained 
from the director of short courses at 
the University of Oklahoma. 
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Fire and Casualty Insurance 


COMMENTS - TRENDS - OBSERVATIONS 








Claims, Legal Departments Can Nullify or 
Enhance Public Relations Gains of Agents 


An inept or bungling claims or legal 
department of a company can nullify 
the good impression created and main- 
tained by the field force and the 
prompt and continuous servicing by 
the company, Joseph R. Stewart, as- 
sociate general counsel of Kansas City 
Life, said at the meeting of Interna- 
tional Claim Assn. at Lake Placid, 
N. Y¥. 

Claims men are instruments of good 
or ill will and by their handling of 
claims they can encourage and confirm 
in the claimant, his family and com- 
munity, confidence and satisfaction in 
insurance and the company, or destroy, 
by careless handling, or over-emphasis 
on technicalities, the confidence not 
only of the claimant but of his family, 
friends and his association in the 
community. 

He described a small life company 
which has a “benefits” department 
rather than a “claims” department, and 
suggested the changed wording points 
up the thought insurers should be 
trying to foster. It is an affirmative 
rather than a negative approach. The 
manner in which policy obligations 
are handled by the claim and legal 
departments determines largely the 
standing and reputation of the com- 
panies and is reflected either favorably 
or adversely in the attitude of the 
public towards insurance in general, 
he said. 


Claim men and insurance lawyers 
have a sensitive and vulnerable part 
in the business. He said he is sure 
that more than 90% of claims are dis- 
posed of promptly and satisfactorily 
with little or no friction. If the claim 
papers reasonably approach require- 
ments, where only minor discrepancies 
are involved, in the interests of econ- 
omy and good public relations, they 
should be approved. Where doubtful 
or resisted claims are involved, the 
observance of a few simple rules should 
do much to insure a fair and equit- 
able and sensible handling of such 
matters, he said. 

A sound and careful investigation— 
fair to policyholder and company—of 
doubtful or borderline cases often 
provides the answer without further 
fuss or frustrations. It is when the 
companies are content with a skimpy 
investigation or cursory look at the 
facts that the trouble starts. 

For example, a number of years ago, 
Mr. Sewart’s company had a substan- 
tial double indemnity claim in New 
Mexico. A farmer was reported to 
have fallen from his barn roof and 
died of his injuries. An inspection re- 
port was entrusted to a local lawyer. 
The report indicated rather strongly 
that the farmer and his wife had had 
an argument and she had pushed him 
out of the hayloft. Because of the a- 
mount involved, Mr. Stewart investi- 


gated and found a number of neighbors 
who witnessed the whole thing. There 
had been a severe windstorm, damag- 
ing the barn and a number of neigh- 
boring farm buildings, and the neigh- 
bors were inspecting the damage. The 
farmer was on the roof of the barn 
pointing out some damage when he 
slipped and fell. There was nothing to 
do but approve the claim and pay 
the money. 

Afterwards, Mr. Stewart learned the 
lawyer had had trouble previously 
for doctoring up open and shut claims, 
inducing denial, and promptly solicit- 
ing the cases for litigation. That is an 
exaggerated instance, he pointed out, 
but it does show that if an attempt is 
made to get the facts in the first place, 
claims men can save themselves ex- 
penses and headaches and injustice to 
the claimants. 

When a doubtful or borderline case 
is encountered, the investigation should 
encompass all the facts including hos- 
pital records and doctors’ statements 
where possible. If the facts indicate 
fraud, misrepresentation or other rea- 
sons for non-liability, the file should 
contain adequate information upon 
which to base a sound denial of 
liability. 

Essentially, the successful defense of 
insurance litigation depends on a 
thorough investigation in the first 
instance. If facts are overlooked or 
reasonable possibilities not explored, 
the weaknesses will show up at the 
trial and, if serious enough, will result 
in a verdict against the company with 
consequent embarrassment to the 


claims men, the agent, and the worst 
possible reaction from the claimant, 
his family and friends. 

Insurance lawyers are prone too 
often to place all the blame for adverse 
judgements on plaintiff-minded juries, 
Mr. Stewart said. Largely that is true, 
but they shouldn’t overlook the same 
tendency in trial judges, particularly 
elected ones. A number of years ago 
in south central Missouri an old trial 
judge had his own homespun theory 
on a life insurance lawsuit, Mr. Stew- 
art said. He didn’t believe in the nice- 
ties of the law on fraud and misrepre- 
sentation, the non - payment of 
premiums, or policy coverages. He 
only wanted to know—“did he have a 
policy?” and “is he dead?” 

One company met similar reactions 
at a higher judicial level—the Su- 
preme Court. It had a suicide-accident 
case in which insured, suffering an 
incurable disease and facing criminal 
prosecution, locked himself in the 
bathroom, pushed aside his pajama 
jacket, shot himself below the heart 
with a revolver, then unlocked the 
door and told his wife he had shot 
himself. The Supreme Court said that 
evidence did not overcome the pre- 
sumption of accident since insured 
hadn’t said he shot himself intention- 
ally. Then the court came up with this 
judicial gem, Mr. Stewart said—“The 
shot was fired on the Fourth of July. 
We take judicial notice of that date 
and its significance to the American 
people and because of that fact fire- 
arms are frequently discharged in 
celebration.” It failed to discuss the 
appropriateness of a locked bathroom 
for a Fourth of July celebration, he 
commented. 


An over-emphasis on technicalities 
(CONTINUED ON PAGE 64) 





























“THIS PANEL IS STRICTLY UNREHEARSED, IMPROMPTU 


AND SPONTANEOUS.” 


Vacation-Rain Cover 
in Europe Is.Popular; 
Experience Is Bad 


Three years ago German Ins. Co. 
Allianz introduced a new type of in- 
surance involving rainfall. It differed 
from common past forms, as particu- 
larly known in Great Britain, in that 
it was specifically designed to cover 
vacationers. The protection introduced 
by Allianz was rated uniformly at 5 
or 6% with indemnity payable only in 
those cases where the rainfall in the 
area visited by insured exceeds the 
normal for the particular area for the 
particular period of the year involved. 
The indemnity is payable in varying 
amounts depending upon the extent to 
which the rainfall exceeds the normal. 
For instance, 15% of the amount of 
insurance is paid if the excess rainfall 
is relatively moderate, 50% is payable 
if the excess rainfall is quite serious, 
and 100% of the insurance amount is 
payable if the rainfall at the time and 
place is wholly abnormal. 


The new form met with considerable 
acceptance and it already has devel- 
oped a large premium volume in its 
first couple of years in Germany. A 
contributing factor to this initial suc- 
cess may have been the fact that rain- 
fall conditions in central and southern 
Europe during the two years were 
abnormally high. As a consequence, 
losses both years exceeded premiums 
to a very marked degree. 

During the two years the insurance 
covered only vacations within the 
country where it was marketed. In 
1955, however, thanks to the establish- 
ment of an informal association of 
insurers in several countries marketing 
the rain insurance, it has become 
possible to obtain coverage anywhere 
in the several countries where the 
companies operate. Coverage thus can 
be obtained in Germany, Italy, Switz- 
erland, Austria, France, Holland, 
Belgium and the Scandinavian coun- 
tries, including Finland. Under this 
inter-country cooperation the indi- 
vidual company belonging to the 
association in each country issues 
policies to the citizens or residents in 
that country covering vacations do- 
mestically as well as in any of the 
countries wherein association insurer 
operates. 


Within limits the companies in the 
individual countries can formulate 
their own insurance conditions and 
other general provisions, but in broad 
outlines the coverages are uniform. 
At least for the time being, insurance 
can only be taken out on the condition 
that insured will spend his entire 
vacation at a place where there is a 
weather station. This has the effect, 
at least in those countries where the 
net of such stations is relatively thin, 
to limit the marketability of the 
coverage. 








18 


HieNATIONAL UNDERWRITER 


October 6, 1955 





ots 


Nevada Agents Get Sales 


Suggestions from Slawsby 
(CONTINUED FROM PAGE 6) 
large commercial lines by issuing a 
single draft in a customer’s living room 
for $4,800. The fact that a mink coat 
written on an “insured for and valued 
at’ basis accounted for most of the loss 
was one thing, but the agency had 
checked police records and had per- 
mission to issue the draft cleared be- 
fore Mr. Slawsby called on insured. 

This gentleman and his family were 
so impressed that he told all of his 
friends how pleasantly the agency paid 
its losses. He dug up three commercial 
accounts for the agency. 

On dwelling business, the agency 
adds additional extended coverage au- 
tomatically, with an accompanying let- 
ter. The agency uses a series of letters 
now on the special dwelling forms. It 
has used other letters for other pur- 
poses with marked success, adding 
broadening riders without order on an 
approval basis. Obviously, the proper 
letter is the answer, he said. If the 
agent adds the riders at an appropriate 
time, at renewal, say or when insured 
moves, he isn’t increasing his overhead 
materially and it pays off. 

The agency always has pushed busi- 
ness interruption because it is basically 
an industrial and mercantile writing 
agency. Factories are easy to sell U&O. 
The agency’s total industrial accounts 
are large in number and Mr. Slawsby 
can’t recall more than two accounts 
which don’t carry the coverage. 

Selling merchants used to be harder. 
But now the agency analyzes its pros- 
pect’s business, that is, if it is seasonal 
or steady. If it’s jewelry, furs, or gifts, 
it’s highly seasonal and it figures out 
the 80% gross earnings rate. If it’s 
steady, it figures the 50% gross earn- 
ings rate. Then it calls on the prospect. 

This looks like a social call. Mr. 
Slawsby comments on the prospect’s 
nice home, new car, kids, good life in- 
surance program, good credit, invest- 
ments. All of these good things come 
out of the earnings of his store, don’t 
they? What would happen if he were 
awakened on Dec. 1 (jewelry or furs), 
or March 1 (ladies ready to wear), or 
June 25 (summer camps, tuition fees), 
or May 1 (hardware stores and garden 
shops) and was told that the store was 
gone? What would he do if he missed 
his season? 

“You’re trying to sell me that insur- 
ance that covers profits, aren’t you— 


that U&O stuff—it’s too expensive. It’s 
okay for big factories but it’s too much 
money for me. No, sir!” Mr. Slawsby 
at the office already has found out his 
volume of sales, and knows his approx- 
imate markup and what the three year 
premium is. He also knows the cost of 
insurance on his car for BI and PHD 
including collision. He knows that one- 
third of three year premium for 50% or 
80% gross earnings is less than the in- 
surance on his car. So he says, “It 
isn’t expensive. The protection costs 
less than it costs you to insure your car 
(or truck).” 

Now he has forgotten the size of his 
auto premium because he is used to 
paying it and at this moment it doesn’t 
seem too expensive. Mr. Slawsby asks: 
If I am right, and the insurance is 
less than it costs you to insure your car 
will you buy it?” He will usually say 
“ves,” he will sometimes say, “I don’t 
know where I got the idea that I 
couldn’t afford it.’ The sale is made. 


FCIC Losses on 
Tobacco Estimated 
at Over $400,000 


Federal Crop Insurance Corp. esti- 
mates that its loss on the Connecticut 
valley tobacco crop as a result of 
flcods attributed to Hurricane Diane 
will be between $425,000 and $430,000 
net over premiums. The losses in Hart- 
ford county, Conn., total $400,000 and 
in Hampshire county, Mass., $25,000 
to $30,000. 

FCIC is also faced with heavy loss- 
es on its program in 14 other coun- 
ties, chiefly in the southwest. Officials 
estimate these and other losses this 
year will total between $4 million and 
$5 million. FCIC estimates it will be 
left with $12 millicn or $13 million in 
capital funds at year end. 

FCIC has indicated it is pleased 
with the work local agents have been 
doing in cooperating with the govern- 
ment crop program, although some 
reduction in the number of agents par- 
ticipating has been reported. 








At Dallas tor Employers of Wausau 

Richard H. Keese, sales manager at 
Wausau since 1954 for Employers Mu- 
tuals of Wausau, has been named sales 
manager at Dallas, succeeding Ray- 
mond H. Bohl who has been transferred 
to Milwaukee. 

Mr. Keese joined Employers in 1949 
as a salesman at Oshkosh and between 
1951 and 1954 represented the com- 
pany at Menomonie. 
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North British Gives 
New Posts to Linn, 
Dyer and Hubbard 


Herbert P. Linn has been appointed 
assistant U. S. manager of North Brit- 
ish and elected a 
vice-president of 
Pennsylvania Fire, 
Commonwealth, 
Mercantile and 
Homeland. George 
W. Dyer and R. A. 
Hubbard were 
elected secretaries 
of North British, 
Pennsylvania Fire, 
Commonwealth, 





Mercantile and 
Herbert P. Linn Homeland. 
Mr. Linn con- 


tinues as lst vice president of Central 
Surety, recently purchased by North 
British interests. He is now a member 
of the administrative and executive 





George W. Dyer R. A. Hubbard 


staff of North British group at the 


New York home office, integrating 
Central Surety’s casualty and surety 
operations and inaugurating multiple 
line facilities in North British group 
companies nationwide. 

Mr. Dyer and Mr. Hubbard continue 
as vice-presidents of Central Surety 
at its home office. Mr. Dyer heads the 
casualty department and Mr. Hubbard 
the fidelity and surety department. 

Mr. Linn entered the business with 
National Surety, serving in Kentucky, 
Indiana and Florida. From 1926 to 
1930 he was southern manager of 
Southern Surety at Atlanta, from 1930- 
32 manager at Chicago of Southern 
Surety and Home Indemnity and in 
1932 became bond department man- 
ager of Central Surety. He was named 
vice-president and a director in 1935, 
and in 1938 became Ist vice-president. 

Mr. Dyer, with Central Surety com- 
panies since 1929, was an automobile 
underwriter and superintendent of the 
automobile department before being 
elected assistant secretary of Central 
Surety Fire in 1937. He became assist- 
ant secretary of Central Surety in 
1940 and a vice-president in 1943. 

Mr. Hubbard entered the business 
with American Surety at Kansas City 
in 1934, was acting manager at Dallas 
from 1942-45, and manager at Houston 
from 1946-47 when he joined Central 
Surety as an executive assistant. He 
was made assistant secretary that year 
and a vice-president in 1948. 





New Credit Company in Ky. 


LOUISVILLE—Automobile under- 
writing, claim, employment and credit 
reports are available in 15 north cen- 
tral Kentucky and southern Indiana 
counties through Service Reports, Inc., 
with full-time inspector service pro- 
vided in the area. Heading the new 
firm are John D. Morman, president; 
Lewis E. Horn, vice-president, and 
Donald J. Case, secretary-treasurer. 
Mr. Morman will be located at Lex- 
ington. Mr. Horn is in charge of claims 
and Mr. Case in charge of sales. The 
three principals have 20 years experi- 
ence in the inspection business. 





5.1% Increase in 
Compulsory Rates 
in Mass. in 1956 


A 5.1% increase in compulsory in- 
surance rates on private passenger 
cars for 1956 has been reported by 
Commissioner Humphreys of Massa- 
chusetts, who also set $6 per point as 
the surcharge to be added to 1956 pre- 
miums of automobile owners guilty of 
driving infractions. 

There had been some speculation 
that the compulsory rate increase 
would go as high as 10%, particularly 
in view of a contention by insurers 
that a hike of 11.4% was needed for 
them to break even with rising claim 
costs and continued high accident fre- 
quency. 

A rate reduction of 6% had been 
granted for 1955 based on a drop in 
accident frequency in 1953 and par 
of 1954, but the frequency has since 
climbed upward. 

The point surcharges are expected 
to add an average of $33 to the com- 
pulscry premiums of automobile own- 
ers guilty of driving infractions. 

Attorney General Fingold has ruled 
that the demerit surcharges were pre- 
miums and not penalties. Producers 
have asked that they be paid com- 
missions on the surcharges as well as 
on the basic compulsory premium. 

Under the tentative rate schedule 
disclosed by Mr. Humphreys, Boston’s 
class 1 rate will be $73, an increase of 
$6.50, resulting in Boston displacing 
Chelsea as the highest rates commu- 
nity in Massachusetts. The latter’s rate 
on class 1 will go down $2 to $65. 

He also reported territorial changes 
will move 60 cities and towns to high- 
er rated zones giving them boosts larg- 
er than the 5.1% statewide average, 
while many of the 33 cities and towns 
moved to lower rated zones will not 
have to pay the increase and some 
will have lower rates in 1956. 


Beneficial Standard 


Accepts Consent Order 


Beneficial Standard Life of Los An- 
geles has accepted a consent order of 
the federal trade commission and 
agreed to stop advertising its A&H in- 
surance in a manner the commission 
had charged was false. This is the third 
company to agree with FTC on a con- 
sent order. The order prohibits false 
claims concerning the duration of pol- 
icies, the number of accidents and 
sicknesses covered, the nature and ex- 
tent of cash benefits, health require- 
ments and the date ceverage begins, 
the FTC stated. 

The order represents FTC’s adoption 
of an initial decision by FTC Exam- 
iner Cox approving the consent agree- 
ment. 

Acceptance of the order does not 
constitute an admission by the com- 
pany that it has violated the law as 
charged in the complaint, the FTC 
explained. 


Richardson Moved by GAB 


General Adjustment Bureau has 
named Worthy E. Richardson Jr. as- 
sistant manager at Huntington, W. Va. 
He joined GAB there in 1946, became 
a senior automobile adjuster in 1949, 
and later adjuster of all types of loss- 
es. In 1954 he went to Elmira, N. Y., as 
a senior adjuster. 











Miller Takes Agents to Ball Game 

The J. T. Miller Co. general agency 
of Minneapolis and St. Paul is spon- 
soring a trip to the Minnesota-North- 
western football game Oct. 10 for 300 
agents in the Twin Cities as a prize 
for new business. 
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Propose Merger for 
Crum & Forster Firms 


Directors of Crum & Forster and 
Crum & Forster Securities have ap- 
proved a proposal to merge the two 
firms. The action will be submitted to 
stockholders in a special vote Oct. 31. 

Crum & Forster Securities, whose 
principal assets are stock of companies 
managed by Crum & Forster, will be 
consolidated into Crum & Forster if 
the stockholders approve. Stocks will 
be exchanged on the basis of 1.4 shares 
of Crum & Forster for each share of 
Crum & Forster Securities. 

About 87% of the common stocks of 
Crum & Forster Securities are held by 
Crum & Forster. 


Mutual Agents of N. E. 


Reelects Officers 

President John J. Clarke of West 
Warwick, R. I., and all other officers 
were reelected at the annual meeting 
of Mutual Insurance Agents Assn. of 
New England at Boston. Elected a di- 
rector was Henry Bechard of Nashua,; 
N. H. 





North America Extends 
PHD Endorsement to 
Other Cars, Trailers 


North America has revised and 
broadened its automobile physical 
damage extension endorsement intro- 
duced last year. Thirty-four states have 
approved the revised endorsement. 

The major revision is an option to 
provide use of other private passenger 
automobiles or utility trailers coverage 
for members of insured’s family. Pro- 
tection for the exposure is now avail- 
able at nominal cost. 

The endersement has been reword- 
ed to blend with the new standard 
physical damage policy and the premi- 
um has been reduced. 

Two extensions have been included 
in the endorsement. One part con- 
cerns use of other private passenger 
automobiles or utility trailers which 
goes beyond the protection afforded in 
the policy, since all physical damage 
coverage on insured’s own car—fire- 
theft, comprehensive and collision—is 
extended to such other automobiles or 
utility trailers and not limited to col- 
lision only. Legal liability protection 
is also provided if an insurer of the 
non-owned private passenger automo- 
bile or utility trailer subrogates against 
insured. The other extension covers 
additional expense incurred by reason 
of the loss of use of insured’s own 
automobile from any physical damage 
peril insured by the basic policy. 

The premium for the extension en- 
dorsement, when attached to a policy 
covering fire, theft or comprehensive 
is $1. When attached to a policy cov- 
ering fire, theft, comprehensive and 
collision, it is $1.50. This provides pro- 
tection for insured and spouse, only, 
an additional charge in the same 
amount applies for each additional in- 
sured. 





Camden Fire Declares 
Extra 10 Cent Dividend 


Camden Fire has declared a semi- 
annual dividend of 50 cents per share 
and an extra dividend of 10 cents per 
share payable Nov. 1 to stockholders 
of record Oct. 10. 





Carlson Joins Downey 

Richard E. Carlson has joined the 
John A. Downey Co., brokers, of St. 
Paul, and will direct the engineering 
and appraisal services for fire and 
marine lines. He has been with Fire 
Underwriters Inspection Bureau at 
Minneapolis for seven years. 








The Martin G. Hougan agency of Stoughton, 
Wis., has moved into new quarters at 101 
North Van Buren street. Mr. Hougan is also 
a vice-president of Home Mutuals of Appleton. 


Card Complete for 
Tenn. Agents Annual 


Autcmobile and business interrup- 
tion coverages, premium financing and 
advertising make up the main agenda 
for the annual convention of Insurors 
of Tennessee, Oct. 24-25 at Andrew 
Johnson hotel, Knoxville. 

After greetings from Commissioner 
Northington of Tennessee, the open- 
ing session will feature Joe H. Bandy 
of Nashville, chairman of the casualty 
committee of National Assn. of Insur- 
ance Agents, who will speak on the 
automobile situation. His talk will be 
followed by a panel discussion on the 
subject with Rufus C. Ross Jr. of 
Mount Pleasant and W. P. Deese of 
Knoxville as panelists. 

Speakers at the Tuesday sessions 
will include John C. Cosgrove, secre- 
tary of American, who will discuss 
his company’s farm and family plans; 
Frank H. Reilly, assistant secretary of 
Afco, on premium financing, and M. J. 
Whitmar, vice-president of Dinerman 
& Co., Cincinnati advertising frim, who 
will speak on “Your Answer to Direct 
Writing Competition.” Mr. Whitmar’s 
firm produced last year’s grand award 
winning campaign in the contest spon- 
sored by Insurance Advertising Con- 
ference. 

. . . 

A discussion will be held on busi- 
ness interruption coverages with four 
state agents as panelists. They are 
Jack Elvis of Phoenix-Connecticut, 
Charles P. Lang of Hartford, William 
C. Waller of Hanover Fire, and G. Wes- 
ley Mantz of New Hampshire Fire. 
A film on casualty insurance will be 
shown under the auspices of Insurors 
of Nashville. 

Guest speaker at the annual ban- 
quet at the Deane-Hill country club 
will be William C. Walkup, president 
of Home Federal Savings & Loan 
Assn. of Knoxville. 





Aetna Casualty Ends 
150th Sales Course 


Aetna Casualty has concluded the 
150th session of its sales course, from 
which nearly 5,000 have graduated. 

At the graduation dinner, Howard 
R. Finn, Springfield, Vt., agent and a 
past honor graduate of the course, 
stressed the importance of establish- 
ing a point of difference in approach- 
ing a prospect about his insurance 
program. While coverage or service 
could provide the point of difference, 
he said there are many other ways of 
establishing this advantage. 

It is his practice to attend national 
and regional conventions of the in- 
dustry which is heavily concentrated 
in his community so that he is well 
qualified to counsel local firms on 
their insurance requirements. 

The 150th class was led by Don- 
ald R. Hyten of Wellington, Kan. Oth- 
er blue ribbon winners for high scho- 
lastic standing were Robert K. Scriv- 
ener of Baltimore, William R. Tier- 
ney of Reading, Pa., Paul M. Ford of 
Easton, Pa., Ronald J. Rossi of New 
York City, Peter W. Duble of New 
Haven and William F. Sharpe Jr. of 
Philadelphia. Gold ribbons for demon- 
strating outstanding skill in soliciting 
techniques went to James P. Kyken- 
dall of Ventura, Cal., Mr. Scrivener 
and Mr. Hyten. 


Clallam County Agents Elect 


Arthur Smith of Port Angeles has 
been reelected president of Clallam 
County (Wash.) Insurance Agents’ 
Assn. Merton Davis is vice-president 
and Syd Tozier secretary-treasurer. 


Gosh, | thought EVERY 
insurance firm uses 
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‘When our staff gets overloaded or runs into an emergency, we call -in 
Manpower, Inc., to get us out of the jam.” 

Insurance companies, general agents and brokers had a dramatic 
example recently of the way Manpower, Inc., works. Immediately after 
the hurricane and flood disasters, insurance companies were swamped 
with claims . . . far too many for their own staffs to handle. 

So, from coast to coast, we supplied Manpower, Inc., employees on a 
temporary basis to handle the crisis and get the work done well .. . and 
on time! 


HERE ARE JUST A FEW OF THE WAYS 
MANPOWER, INC., CAN HELP YOU: 


@ Policy Typing (hourly or on piece-work basis) 

@ Systems Installation and Changeover 

@ Calculating @ Filing @ ANY Kind of Office Work 

@ Complete Mailing Service (Direct Mail, Premium Notices, etc.) 

@ Or You Name It 

OUR OWN BONDED, INSURED EMPLOYEES do your work in your office 
or ours. Use them for any length of time. Four hours, a day, week, month or longer. 
We pay them, keep ALL records...saving you the time and expenses of adver- 
tising, interviewing, record-keeping, payroll writing, taxes, insurance, Social 
Security, unemployment comp., etc. All you pay are surprisingly low hourly rates. 


CALL THE MANPOWER, INC. OFFICE NEAR YOU 


Allentown HEmlock 5-8021 Milwaukee . BRoadway 2-0913 St. Louis GArfield 1-5766 
Atlanta Main 1538 Minneapolis Lincoln 0527 —s St. Paul CApitol 4-0710 
Baltimore MUlberry 5-0698 Newark MArket 4-4235 Salt Lake City 4-6561 
Boston Liberty 2-7748 New Haven. UNiversity 5-0551 San Diego BElmont 4-7347 
Buffalo Nadison 7538 New York  (CHickering 4-6947 San Francisco SUtter 1-4352 
Chicago ANdover 3-3949 Niagara Fails 49819 San Jose CYpress 7-0500 
Cincinnati MAin 1-7250 Oakland GLencourt 2-1046 _— Seattle Main 1870 
Cleveland TOwer 1-5471 Oklahoma City REgent 6-8188 Spokane Temple 2132 
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State Farm Mutual 
to Install New IBMs 
in All Regional Offices 


State Farm Mutual has installed 
a new type high-speed electronic 
business machine in its home office in 
Bloomington, Ill., launching an ad- 
vanced electronics program that will 
within a year place one of these ma- 
chines in each of the company’s 
regional offices throughout the coun- 


State Farm will be the first company 
in the automobile or fire field to use 
the IBM type 650 magnetic drum 
electronic data processing machines in 
all its regional offices. A total of 14 
machines will make State Farm the 
biggest nationwide user of such equip- 
ment and a pioneer in the adaptation 
of electronic machines to a decentral- 
ized system of offices. 

Prominent among State Farm’s 
special pioneering uses will be selective 
underwriting. The machine will, with 
a series of tests applying routine 
underwriting standards, accept auto- 
matically the great majority of appli- 
cations. It will thus give underwriters 
more time for discriminating consider- 
ation of the questionable risks indi- 
cated by the machine. Also the under- 
writers will have more time for 
valuable visitation with agents in the 
field. 

The 650 also will do State Farm’s 
premium rating, selecting the rate for 
each coverage according to the limits 
of liability desired, list price and age 
of the vehicle. 

The firm expects to collect more 
complete, useful data, to speed up-to- 
the-minute scheduling. 

Other potential uses anticipated are: 
payroll; agency records and compen- 
sation; accounting functions; and 
actuarial calculations. 

The new electronic machines will 
do some work for the life and fire 
lines, but it will be used chiefly in 
the auto line. 


No. Cal. Buyers Elect 


Northern California chapter of Na- 
tional Insurance Buyers Assn. has 
elected E. C. Lasater of Rosenberg 
Bros. & Co. as president; J. P. Holstein 
of California Packing Corp., vice-presi- 
dent; H. L. Hilleary of Standard Oil, 
secretary, and R. A. Westran of Kaiser 
Companies, treasurer. Phillip H. Small 





of Sonora Products Co. and H. W. 
Pederson, Coast Service Co., are new 
directors. 

The chapter on Oct. 26 will hold a 
seminar at San Francisco on liability 
coverages. This is a continuation of a 
project begun in the spring and for 
which participation is limited to 15 
persons. 





Set California Hearings 
on Proposed Policy Changes 


Commissioner McConnell of Cali- 
fornia has called public hearings on 
proposed amendments to the rules and 
regulations governing blanket dis- 
ability and tuition refund policies. First 
hearings will be in San Francisco Oct. 
17 and in Los Angeles Oct. 20. 


Ratterman Named V-P 
of Ohio Consultant Group 


George W. Ratterman has been elec- 
ted vice-president of Pension & Group 
Consultants, Inc., whose home office is 
in the Earls building, Cincinnati. 

Mr. Ratterman, whose financial in- 
terests include Ratterman & Co., Cin- 
cinnati investment securities firm, 
will serve as greater Cleveland area 
representative of the consultant fir’. 

Now completing his final year of 
law studies preparatory to taking the 
Ohio State bar examination, Mr. Ratt- 
erman is scheduled later to go to 
Cincinnati with the firm’s executive 
staff, where he will become full-time 
head of the profit-sharing department. 








Southwest General Names 


Chapman at Austin 


H. Carter Chapman has been appoin- 
ted special agent in Texas for South- 
west General with headquarters at 
Austin. Mr. Chapman started with 
Texas Insurance Checking Office and 
has had company experience. Most re- 
cently he has been with the Steck Co., 
insurance printers. 





Wyle Named Special 
of Boston in N. C. 


Jerome J. Wyle Jr. has been named 
casualty special agent at the Raleigh, 
N. C., office of the Virginia-Carolina 
department of Boston and Old Colony. 

He has been a special agent of Glens 
Falls group in North Carolina. 


Security National of Dallas has been 
licensed in Washington and will write 
participating fire policies. It is a whol- 
ly owned affiliate of Trinity-Universal 
and will be represented in the state 
by C. B. DeMille general agency. 


ec 


Travelers Makes 10 
Field Appointments 


Travelers has made 10 appointments 
in casualty, fidelity and surety lines. 

John C. Gellatly, casualty, fidelity 
and surety, Dallas, and Robert M. 
Vincent, fidelity and surety, Louisville, 
have been promoted from field super- 
visors to assistant managers. 

Robert P. Burns, field supervisor of 
fidelity and surety, Boston, has been 
named superintendent of these lines 
at Buffalo. 

Scott C. Dickson, assistant manager 
of casualty, fidelity and surety, Dallas, 
has been transferred in the same ca- 
pacity to Denver. 

Appointed field supervisors were 
Edward Mitchell, casualty, fidelity and 
surety, New York city; James J. 
McMahan, fidelity and surety, Char- 
lotte; Jesse M. Colton, casualty, fidelity 
and surety, Nashville; and Alvin N. 
Ogden Jr., fire and marine, Dallas. 

Field supervisors transferred were 
Austin F. Schall, fidelity and surety, 
from St. Louis to Louisville, and 
H. Craig Knop, fire and marine, from 
Kansas City to Des Moines. 


McCullough Talks on 


Homeowners Policies 


Insurance committee of Young Men’s 
Board of Trade of New York city heard 
Roy McCullough, manager of Multiple 
Peril Insurance Rating Organization, 
speak on the homeowners policies. 

In taking inventory of some of the 
multiple line developments of the past 
three years, he said one thing learned 
was that simplicity and ease of hand- 
ling are tremendous advantages in get- 
ting a new contract accepted by pro- 
ducers. Another important thing is the 
value of getting a good short name 
for a contract that gives the buyer 
some idea of what it is supposed to do. 

Mr. McCullough said that on the 
whole the new package policy forms 
have been suecessful and further im- 
provements are planned in this field. 


Gold Rejects Filing 
of St. Paul F. & M. 


Commissioner Gold of North Caro- 
lina has rejected St. Paul F.&M.’s re- 
quest to write all airline equipment 
under an all-risk inland marine floater 
policy. He said that the state’s statu- 
tory definition of IM does not cover 
much of the property the company 
sought to reclassify. 








Seven Promoted by 
Kemper Companies 


M. P. Luthy has been elected vice- 
president; G. M. Butters, W. H., 
Heineke and C. L. R. Nichol, resident 
vice-presidents; M. F. Griffith and 
G. R. Pahlman, resident secretaries, 
and Chase M. Smith secretary of 
Federal Mutual of the Kemper com- 
panies. Mr. Nichol also was elected 
resident vice-president and Mr. Pahl- 
man resident secretary of American 
Manufacturers Mutual. 

Five of the new officers are branch 
managers—Mr. Butters for New York, 
Mr. Heineke for the eastern depart- 
ment, Mr. Luthy for New England, Mr. 
Nichol for the southeast and Mr. Pahl- 
man for southern California. Mr. Grif- 
fith is in the Atlanta office, and Mr, 
Smith is general counsel for both com- 
panies. 

Since joining the Kemper organiza- 
tion in 1928, Mr. Luthy held sales pro- 
motion and executive positions in the 
home office before becoming manager 
of the New England office. 

Mr. Butters joined the group as an 
adjuster in Chicago. He was produc- 
tion manager at Syracuse before being 
named New York manager. 

Mr. Heineke began with the organi- 
zation in 1933 as a payroll auditor. Be- 
fore being named eastern manager, he 
was in charge of the New York city 
office. 

Mr. Nichol has been in insurance 
for nearly 40 years. He also joined the 
Kemper organization in 1933, and was 
named manager of the southeastern 
department earlier this year. 

Mr. Griffith is a 20-year-man with 
the Kemper group. He is in charge of 
fire insurance underwriting at Atlanta. 

Mr. PahIman joined the companies 
in 1933. He was a safety engineer, a 
district manager and production mana- 
ger before becoming manager of the 
southern California office. 

Chase M. Smith has been with the 
organization since 1920. 





Airline Liability 
Increase Is Voted 


International Civil Aviation Organ- 
ization voted to increase the liability of 
airlines for each passenger from $8,291 
to $16,000—in American currency— 
at a meeting at The Hague, The 
Netherlands. The increase was pro- 
posed by the U. S. 
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Says Direct Writer Competition Can Be 
Met Without Violating NAIA Principles 


It is easier to talk on the automobile 
situation today than in the “panic pe- 
riod” of 1953 and early 1954, but there 
are still problems to solve, Joe H. 
Bandy, Nashville local agent and chair- 
man of the casualty committee of Na- 
tional Assn. of Insurance Agents, said 
at the annual convention of New 
Hampshire association at New Castle. 

One year of profits by the principles 
of the agency system does not solve 
the automobile situation, he said. 
Though less than 12% of the automo- 
bile liability business goes to the three 
largest writing specialty companies, 
that is entirely too much; it is more 
than they deserve. However, this 
leaves a large share of business for 
orthodox companies. Agents, together 
with their companies, must find a way 
to increase this share. 

A new type of operation has made 
its appearance on the horizon. It might 
be called the Safeco type. Safeco, 
owned by General of Seattle, is pos- 
sibly the most widely known company 
using the plan on a nationwide basis. 
Fire & Casualty uses it in Florida, 
Boston Indemnity is planning to use 
it in New York only, American Liberty 
of Birmingham has a plan which con- 
tains some of the Safeco features, and 
there are many smaller companies 
using it. 

The typical plan calls for a signed 
application, cash in advance, a con- 
tinuous policy, company billing, and a 
reduced commission. The plan varies, 
however, and not all of the companies 
mentioned use all of these ideas. Most 
of them violate three of the principles 
which NAIA has affirmed. It has 
stated honestly and emphatically “no 
continuous policies, no direct company 
billing, and no unilateral commission 
reduction.” In affirming these princi- 
ples NAIA has been accused of taking 
a negative approach, Mr. Bandy said. 
But, each can be changed to a positive 
approach without changing the mean- 
ing—“we believe that the public is 
best served by policies with a definite 
expiration date, we believe that each 
agency should do its own billing, we 
believe that each agent should have 
the right to make his own commission 
contract.” 


. e se 

Without offering any excuse for 
those companies that have adopted the 
reduced commission plan, agents have, 
to some extent, brought it on them- 
selves, Mr. Bandy said. Too many 
agents have been willing to allow the 
companies to do many of the things 
that they, the agents, are paid to do. 
If an agent received the general agents 
commission of 25% on automobiles, he 
is being paid to underwrite the busi- 
ness, write the policies, prepare any 
endorsements necessary and expedite 
the handling of claims. His interest is 
best served by insisting, yes, demand- 
ing, that his company allow him to do 
these things. 

A typical Safeco type application 
reads: “I declare the facts stated here- 
in to be true and request the company 
to issue the insurance and any renew- 
als thereof in reliance thereon.” That 
sounds mighty like a warranty, Mr. 
Bandy said. In fact, Allstate has been 
Successfully able to deny liability in 
several cases on a similarly worded 
application. He believes that if he were 
using such a policy, he would want to 
get a new application completed and 
Signed each six months. 

The reduction in premium is usually 


XUM 


20% with 15% commission paid to 
agents. Under these plans the present 
$50 automobile premium would be re- 
duced to $40, thereby saving the cus- 
tomer $10. On the $50 premium, the 
agent would receive a commission of 
$12.50 while on the $40 premium, he 
would receive $6. Of the $10 the cus- 
tomer saves, $6.50 would come out of 
the pocket of the agent. On the $50 pre- 


When Your Clients Buy 


mium, the company would get a net 
of $37.50 while on the $40 premium 
it would net $34, a difference of only 
$3.50. In addition to this loss in pre- 
mium of $3.50, the company takes on 
the additional expense of writing poli- 
cies and doing the renewal billing. 
They propose, of course, to make up 
this difference by restrictive under- 
writing and denial of liability where 
there is a violation of the warranty. 

He said in his experience with com- 
pany written policies—he has one that 
insisted it write his workmen’s com- 
pensation policies and he finally agreed 


—but he found that he was spending 
more time correcting the errors than it 
would have taken to write them ori- 
ginally so he changed back and again 
writes his own policies. He thinks his 
customer would dislike getting a bill 
from the company for automobile in- 
surance and from his office for dwell- 
ing and household furniture insurance. 
On one of these he could take a little 
time in making payments if need be, 
but he could never be quite sure which 
one it was, Mr. Bandy said. He said 
he is confident with the modern one- 
(CONTINUED ON PAGE 24) 
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The Values in Association Membership 


Those agents who are not members 
of an association sooner or later face 
the issue of whether or not to join. 

When they do, the score on the side 
of not joining is plain to see. The agent 
saves the membership fee and the time 
that will be required for participation 
in association affairs. 

It is a good deal more difficult to see 
the values in association work. The 
values for his business are, many of 
them, long term. Many are indirect. 
In terms of self-development, the val- 
ues have a practical side in equipping 
him to deal with larger insurance situ- 
ations in his own office. But they, too, 
are long term. 

Yet the values are there, and they 
are important. What are some of the 
more important? A few of the princi- 
pal ones are: 

Legislative: To defend the business 
and practice of agent-distribution and 
the private insurance business gener- 
ally against bad legislation; to help 
promote legislation that will tend to 
raise standards and improve product 
and practices. The political strength of 
organized agents seldom has been to 
any degree fully utilized. Yet it is the 
foundation of almost every legislative 
effort within the business, defensive or 
offensive. The successful resistance to 
compulsory auto and the gradual in- 
crease in qualifications for agents’ li- 
cences are good examples. 

Education: Too little has been done 
with this by associations, though more 
and more of it is being done. Probably 
educational work is of the most value 
to association members when it is done 
at the local level and when it contains 
a generous admixture of interpretation 
and application for local peculiarities. 
If it is exclusively the kind of educa- 
tion the prospect for membership can 
get from his field men, companies, or 
one of several good educational] serv- 
ices, the association hasn’t much to sell 
of a distinctive kind—no matter how 
good a job of promoting the education 
the state and local groups do. 

Standards: Here the business and 
the public get a lot of value from as- 
sociations, and members realize long 
term benefits as individual business 
men. However, it is hard to sell this 
difference of association membership 
to the public, even though the 
effort to do sc has been stepped up 
markedly in recent years as competi- 
tion increased. But the individual 
agent who is asking himself if he 
should join the association must take 
most of these values as indirect and 


long term. 
Group action for the individual’s 
benefit: Aside from benefits in this 


category, such as group life, which is 
common to all groups, agents have 
done much to bring to bear on company 
decisions the views of agents. To a 
considerable degree these views reflect 


the interest of the public. Conference 
committees have proved their worth. 
The interchange and inter-effect of 
ideas have been increasingly evident. 
The agent individually gets a current 
“cash” return on this one. 

Another form of group action from 
which the agent debating whether to 
join can also get a “cash” current re- 
turn is local, county and state associa- 
tion advertising. This is proving of real 
general selling value for members, and 
for the agent who is struggling to build 
his business and has little money to 
spend on advertising. This group pro- 
motion can save him the price of mem- 
bership twice over. It produces for him 
identification as an individual agent 
and as a kind of agent who provides a 
distinctive sort of service. 

Group effort is of course the only 
method to get certain results such as 
effective fire prevention, traffic safety 
programs, etc. 

It is surprising what a small per- 
centage of the full time independent 
local agents of the country, who num- 
ber about 225,000, belong to an agents’ 
association. The membership is not 
20% nationally or locally. 

It is surprising because others inter- 
ested in the welfare of the business 
and in the future of the local agency 
system seem to be more aware of the 
worth and usefulness of the association 
than are that great number of agents 
who do not belong to an association 
and who, therefore, contribute little to 
the general welfare of the business. 

Companies know the value of associ- 
ations and encourage them. 

Insurance departments are quite 
aware of their value. They also en- 
courage them. 

It is not surprising that insurance 
departments regard agents’ associa- 
tions with favor. This is not altogether 
because of the political strength of as- 
sociations. It is a recognition of the 
practical usefulness of a sound active 
association of agents who have the best 
interests of insurance distribution as 
their objective and who are seeking 
that objective continuously and in 
various ways. 

The achievement and maintenance of 
standards of performance by agent 
groups reduces the difficulties which 
state insurance departments otherwise 
would have to a quite measurable de- 
gree. Good associations perform an ad- 
junctive service for state regulation. 

Sometime ago the New York depart- 
ment urged the excess lines brokers to 
form an association. The excess lines 
law was comparatively new, the op- 
portunities it created had attracted a 
number of persons into the field, and 
a certain amount of confusion and even 
bad practice had grown up which the 
department believed self-discipline by 
those in that field could substantially 
remedy. 


The department recognized that un- 
less it has the effects of an atmosphere 
of integrity and honest practice in a 
field of insurance, its task of regulation 
is tremendously increased. The sugges- 
tion of the department did not result 
in an association, but the fact it was 
made is testimony to the department’s 
recognition that associations help es- 
tablish and maintain a pattern of good 
practice which exerts a highly bene- 
ficial influence and discipline in the 
field, upon members certainly, but also 
proportionably upon non-members— 
veterans and newcomers alike. 

In some states the association aids 
the departments in formulating and 
giving examinations to applicants for 
agents’ licenses. There are other ways 
in which departments make practical, 
daily use of the associations. In addi- 
tion, state department officials in many 
jurisdictions follow the practice of con- 
ferring with association leaders on 


matters of which they have close 
knowledge and experience. 
Associations themselves probably 


need an occasional discussion of their 
objectives. They sometimes tend to 
narrow to the expression of views of 
a few leaders. There is now in several 
areas a real influx of younger agents 
into association leadership, which is a 
good thing. Objectives need to be re- 
vised occasionally to be sure there are 
more positive than negative ones, that 
there are offensive as well as defensive 
goals. 

Under the impact of competition the 
work of associations is getting more 
practical, as group advertising demon- 
strates. The association idea is always 
more saleable under such conditions. 

This is a good time for associations 
to sell and for agents to buy the idea. 

Perhaps individual agents will come 
to realize that membership is worth 
$100 instead of $10; $500 instead of $50. 








PERSONALS 


Edward G. Robinson of Lancaster, 
who was elected 
president of New 
Hampshire Assn. 
of Insurance 
Agents at its an- 
nual meeting, was 
the first executive 
secretary of the 
association. He is 
a member of the 
agency manage- 
ment committee of 
National  associa- 
tion. He is a grad- 
uate of the ad- 
vanced agency management school at 
University of Connecticut. 





E. G. Robinson 


Lyman B. Brainerd, president of 
Hartford Steam Boiler, is celebrat- 
ing his 25th anniversary with the com- 
pany. He was presented the company’s 
25-year service medal at a surprise 
gathering of employes and was guest 
of honor at a dinner given by his fellow 








officers. Mr. Brainerd joined the com- 
pany in 1930 in the home office. He 
later served as claim adjuster and 
special agent before returning to the 
home office for agency duties. In 1942, 
he was elected a director and vice- 
president in charge of the agency de- 
partment and in 1947 was named pres- 
ident, an office in which his father 
served from 1904 to 1916. 


George J. Margraff, the new 
president of Pennsylvania Assn. of 
Insurance Agents, 
started his career 
in the business in 
Philadelphia with 
Henry W. Brown 
& Co. in 1922. In 
1929 he joined 
Eliel & Loeb of 
Pennsylvania, a 
subsidiary of Eliel 
& Loeb of Chicago, 
as assistant man- 





ager. In 1938 he 
became manager, G. J. Margroff 
and in 1953 the 


name of the agency was changed to 
Eliel & Loeb & Margraff, with Mr. 
Margraff as its head. Mr. Margraff is 
past president of the Insurance Agents 
& Brokers Assn. of Philadelphia & 
Suburbs, he has served as a director 
of Insurance Society of Philadelphia, 
and has been active in Pennsylvania 
Assn. of Insurance Agents for 15 
years. He also is a past cock of the 
walk of The Much To Be Respected 
Order of Loyal Red Roosters of Phil- 
adelphia. 


Howard C. Kalb, special automobile 
rate clerk of National Bureau of 
Casualty Underwriters, was presented 
a wrist watch by General Manager 
William Leslie in honor of his 25th 
anniversary with the bureau. About 
75 employes of National Bureau and 
member companies honored Mr. Kalb 
at a dinner at which William H. Brew- 
ster, automobile division manager, was 
toastmaster and principal speaker. 


E. C. Gordon, vice-chairman of the 
board of Western of Fort Scott, was 
honored recently 
in recognition of 
his 40 years with 
the firm. 

More than 400 
local employes 
of Western and 
over 200 out-of- 
town employes 
joined in honor- 
ing the midwest 
insurance pio- 


neer. 
A surprise cer- 
E. C. Gordon emony was 


staged in Mr. Gordon’s office during 
which L. A. Tonnies, representing the 
men employes of the companies and 
Miss Mildred Hereford, representing 
the women employes, presented the 
executive with a book of tribute carry- 
ing the signatures of all 600 persons 
on the staff. 

Ray B. Duboc, board chairman, pre- 
sided at the regular board meeting the 
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R. J. Wieghaus, Resident Manager. 


CINCENNATI 2, OHIO—420 E. Fourth Street, 


Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; Geerge E. Wohlgemuth, News Editor; 
Arthur W. Riggs, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETRGIT 26, MACH.—502 Lafayette 
Tel. Weodward 1-2344. A. J. Edwards, 
dent Manager. 


Bidg., 
Resi- 


KANSAS CITY 6, M@.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 


Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 38-3958. Ralph E. Richman, 


Vice-Pres., J. T. Curtin, Resident Manager. 


@MAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Ha amel, Resident 
Manager. 


PHELADELPHSA 9, PA.—123 §. 
Reom 1127, Tel. Pennypacker 
Fredrikson, Resident Manager. 
SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J. 
Wheeler, Pacific Coast Manager. 


Broad Street, 
5-3706. E. H. 
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day before. Mr. Duboc and Mr. Gordon 
have worked together nearly 37 years. 

A special sales campaign, sponsored 
at the request of the employes, had 
been launched a week before the cere- 
mony as a compliment to Mr. Gordon’s 
40 years of service. The campaign is 
being conducted through November by 
4,000 agents in 37 states. 

In August, 1915, Mr. Gordon became 
the second man on the staff of Western, 
which was then a five-year-old busi- 
ness operating under the sole guidance 
of its founder, Oscar Rice. In those 
days, the company was housed in a 
small upstairs room on Fort Scott’s 
Main street, writing auto liability. The 
firm was a midwest pioneer in auto 
coverage. 


William B. McKenzie, vice-president 
and treasurer of Illinois National 
Casualty, won the championship of 
Illini club golf tourney in Springfield 
for the seventh time, touring 18 holes 
with a 73 and 68. 


Cecil W. Berkner, newly-elected 
president of Minnesota Assn. of In- 
surance Agents, 
began his insur- 
ance career in his 
father’s agency at 
Sleepy Eye, Minn., 
in 1930. He took 
over the Berkner 
agency in 1934 and 
has continued as 
owner since that 
time. For the past 
two years, he has 
been chairman of 
the farm rate com- 
mittee which 
worked with fire companies and Farm 
Underwriters Assn. to establish the new 
special farm credits and survey plan 
which became effective in Minnesota, 
Aug. 15. He also served as chairman of 
the Minnesota association’s executive 
committee last year. 





C. W. Berkner 


George Walpole, president of W. C. 
Danne & Co. agency of Chicago, has 
become a grandfather for the first 
time. The new grandson is Douglas 
Scott Walpole, the son of Lawrence A. 
Walpole, who is with the Danne & 
Co. agency. 


Louis J. Fischer, 63, vice-president 
of Home at Chicago, suffered a heart 
attack last week at his home there. He 
was taken to Wesley Memorial hos- 
pital where he is making a satsifactory 
recovery. 


Commissioner Joseph A. Navarre of 
Michigan and Mrs. Navarre marked 
their 25th wedding anniversary during 
the final week-end of September. They 
were entertained by relatives and 
friends both in Jackson, their home 
city, and in South Bend, Ind. 


DEATHS 


W. B. LINDSAY, 69, examiner in 
the Florida insurance department, died 
after a heart attack in New York City 
while on an assignment there. His 
home was in Tampa. 


J. EARL SEATON, 55, Jackson, 
Tenn., local agent, died in a hospital 
there. He was vice-president of In- 
surors of Tennessee. 


T. R. ALAKALY, 63, state agent in 
California for Automobile and Stan- 
dard Fire of Hartford died following a 
heart attack in his home in Los An- 
geles. He had been with the companies 
since 1922 and a state agent for the 











past decade. Before 1922 he was with 
North America group for several 
years at San Francisco and southern 
California state agent for the group in 
1920-21. 


FRANCIS G. O'HARA, 52, manager 
at Boston of the local and metropolitan 
fire department of Boston and Old 
Colony, died there. He had been with 
the companies since 1920. He was for- 


merly assistant manager of the ac- 
counting department and aé_ special 
agent. 

GEORGE A. TIERNEY, 77, Middle- 


town, Conn., local agent, died there. 


WILLIAM E. BOYD JR., 68, retired 
assistant superintendent of agencies of 
Travelers and Charter Oak Fire, died 
at his West Hartford, Conn., home. He 
had retired in 1952. He was considered 
an authority on fire and casualty and 
had written a book “Questions and 
Answers on Insurance,’ now in the 
process of publication. 


WILLIAM A. GRAY, 65, New York 
city broker, died at his home at Pelham 
Manor, N. Y. He founded the firm that 
bears his name in 1920. 


LAWRENCE K. PAUL, 58, of J. M. 
Layton & Co., Norwalk, Conn., agency, 
died there. 


WEBB KULP, 82, a local agent at 
London, O., for nearly 40 years, suf- 
fered a heart attack and died as he was 
leaving his office. His son, Allan, was 
in the business with him. 

CHARLES R. RUMBOLZ, 56, an 


examiner with the Nebraska depart- 
ment for eight years, died at Lincoln. 


MISS S. J. MYERS, 81, broker with the 
Charles L. Crane agency of St. Louis, died 
there. 








UNUSUAL OPPORTUNITY 


for 


AN ORDINARY LIFE MAN 


The Position calls for the ability to intelligently discuss 
life insurance problems with successful fire and casualty 
general agencies who now broker their life business. 


The Man who fills it must be young in ideas, health and 
spirit, with a very sound knowledge of life insurance. 
—— must be unimpeachable, his appearance 
good. 


The Company with which he will be associated is a 
leader in the group life, accident and health field, with 
many territories open for exclusive general agency 
appointments for ordinary life and individual accident 
and health departments. Excellent financial statement. 
Operates nationally. 

The Salary will be entirely commensurate with ability 
and experience. 


The Potential is found in the stability of executive per- 
sonnel within the company, and the recorded growth 
of the company. 


Write in Confidence to the address given. Our client’s 
employes know of this advertisement. Send fully de- 
tailed resume of personal and business background. All 
replies treated in complete confidence. 


J. HUELL BRISCOE & ASSOCIATES 


Consulting Actuaries 
175 WEST JACKSON BOULEVARD « CHICAGO 4, ILLINOIS 
Phone: WEbster 9-3413 














Dallas Claim Men Elect 


John L. Freeze, Southwest General, 
has been elected president of Dallas 
Claim Men’s Assn. The other new offi- 
cers are: Vice-presidents, Reo Knowles, 
U.S. F. & G., and Lloyd Baker, Amer- 
ican Auto; secretary-treasurer, Robert 
Maxwell, Travelers. 


STOCKS 


H. W. Cornelius Bacon, Whipple & Co. 











By 
155 S. 











LaSalle St., Chicago, Oct. 4, 1955 
Bid Asked 
Aetna Casualty 250 260 
Aetna Fire . . 64 66 
Aetna Life , 202 212 
Agricultural ee ae ae 37% 
American Equitable = 38 391 
American Auto : . 26% 238 
American, (N. J.) : : 2912 30% 
American Motorists =a 19 2012 
American Surety , 91 94 
Boston _.... acaaeee 39 40 
Camden Fire ... 27 28 
Continental Casualty . ii .. 110 115 
Crum & Forster com. : 65 70 
NS cilctebetccsnscipconcchicasisioccs — 4014 
Fire Association , LOS 54 
Fireman's Fund ..... 67 69 
yl en) a | aa 41 
General Reinsurance .... . 45% 47 
SR | een ceinnan 74 
Globe & Republic ......... 22142 23'% 
Great American Fire ... ; 38 39% 
a a 2, , 144 149 
eT 
Ms COG. Wa): casnitsticibatibandevescresmeniiads 472 49 
Ins. Co. of No. America aisles 112 
Maryland Casualty .........cccccce 38 40 
TE MI ciccicrncsssocecomesmenuenatin 39% 40'2 
National Casualty 51 Bid 
National Fire 99 102 
National Union ... 43'2 45 
New Amsterdam Ca 53 55 


New Hampshire sith 
North River ........ . 40 42 
Ohio Casualty 
Phoenix Conn. 
Prov. Was. cco. 
St. Paul F. & M. 


Security, Conn. 

Springfield F. & M. ............. ee 62 

Standard Accident .........ccccccceeeeees 62 64 

Oo me 88 
70 72 


u“ 

- 
is a desire on the part of 
a@ person or persons to re- 
turn to the people and 
their places of business 
where they have been 
well treated..... it has 
a value”—so decided the 
Supreme Court many 
years ago. 


























The people at Lumber- 
mens, many years ago, 
had a desire to establish 
an insurance relation- 
ship between policy- 
holders, agents, and 
company through which 
each would be adequate- 
ly protected and all could 
profit by the transaction. 


Thus developed the Good 
Will now recognized as 
outstanding in our fields 
of coverage. 


Nen-assessable. dividend paying. yood 
will policies and services have been 
the mainstays of eur grewth. 


We suggest that you join us fer your 
share of the good will—and the profit. 


Write today. 


across the Nation 


“VUMBERMENS 


tual Snsunance C. 


MANSFIELD, 


Good Will policies 


OH!O 
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Sure 
way to 


STRIKE 
OIL! 


Petroleum pipelines cobwebbing the Middle East are easy 
prey for vandals ranging the open desert. 


One time, a single shot from some tribesman’s rifle spilled 
thousands of barrels of oil. There were other costly losses, 
too, before the outbreak of vandalism ceased. 


But these risks had been covered by American International 
Underwriters. Agents for AIU adjusted the claims as fast 
as they were filed. 


AIU representatives are located almost everywhere on 
earth. They deliver on-the-spot American-style service that is 
particularly important to American businessmen with invest- 
ments abroad. AIU policies are written in easily understood 
American terms. And claims are paid in the same currency 
as premiums-—in U. S. dollars if local law allows. 


American business activities in foreign lands are at an 
all-time high. So is your opportunity to insure them. This 
business originates all over our country —some of it probably 
among your own clients. 

Remember, you don’t have to be an expert to handle foreign 
risks. Take them to AIU—and AIU is your expert. For full 
information and literature, write to Dept. E of the AIU 
office nearest you. Or call in person. 











ORLD 
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Wy 
% ) DSR te Be Esai icectscesseisesssiccessolivconaoee 102 Maiden Lane 
Boston 9, Mass.............0... SS caissaaheskie nese 148 State Street 
Washington 6, D. C............. EEE OE 312 Barr Building 
Detroit 26, Mich......... sosscoseeeeeeeeed ree Press Building 
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A. E. Strupwick Ce. 


A. E. STRUDWICK, President 
E. W. BLANCH, Vice-Pres. THOS. M. DARDEN, Vice-Pres. 
810 BAKER BLDG., MINNEAPOLIS 2, MINN. 
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Top Management Can’t 
Ignore A&H Problems 


(CONTINUED FROM PAGE 9) 
switching the basic approach to the 
public to one covering three hazards of 
life rather than two, and not through 
any special permanently unrelated 
organization or department. 

From the start, the company inte- 
grated accounting, premium collections 
and billing, commission payments, and 
such things as advertising and sales 
promotion. At first, the A&H depart- 
ment handled its own underwriting, 
policy issue and claims work. As soon 
as a sound policy issue procedure and 
trained personnel had been established, 
the activity was transferred into the 
general policy issue division. 

More recently, having developed pro- 
per personnel and procedure, A&H 
underwriting has been integrated with 
the regular underwriting division and 
A&H claims have been transferred into 
the regular policyholders service divi- 
sion. The company woke up to the fact 
that it was already partially in the 
A&H business without openly admit- 
ting it. It already had the work on such 
things as double indemnity, disability 
income, and waiver of premiums. But 
both the underwriting and claims work 
have improved by the transferring of 
them to the A&H divisions, he said. 

The company still has problems: It 
has too much cash reimbursement bus- 
iness with its problems of low average 
premiums, high premium frequency 
and high lapses as compared with the 
life business. It has not yet developed 
enough long term income business. It 
started with only the commercial line 
and recently introduced the non-can- 
cellable disability line. But, frankly, 
Mr. Furey said, the company is satisfied 
with the business. It is experiencing 
a steadily increasing volume of bus- 
iness of the type it wants and of the 
coverages it thinks the policyholders 
most need. 

Improvements are still needed in the 
operation of the plan, particularly in 
developing sales material, the training 
program and the education of the field 
forces in the three-way sale, but these 
will work out in time, he said. 





Urges Joint Public 
Relations Effort 


(CONTINUED FROM PAGE 13) 
of the writing of insurance and the 
rendering of more efficient and eco- 
nomical service to their insured. 

If the producers and company execu- 
tives could momentarily forget their 
individual problems and look at the 
business as a whole, they would face 
some startling facts. One thing that 
would stand out above all others would 
be the absolute necessity of creating 


better public relations, internal and 
external, on a business-wide basis. 
Mr. Stott contended that if “we 


could come to the realization that all 
branches of the business committed 
to the principles of the agency system 
should sit down together and discuss 
their problems cooperatively and move 
forward unselfishly to create good 
public relations with our insured, prac- 
tically all our differences of opinion 
would be mole hills and not moun- 
tains.” 

He added that his committee hopes 
soon to meet with a committee of top 
company executives so that all may 
better understand the problems of 
companies and producers and then take 
action to benefit all. 





Ralph A. Dyer Jr., who has been in business 
with his father for the past 20 years, has 
opened his own local agency in Bangor, Me. 


Says Direct Writer 
Competition Can Be Met 


(CONTINUED FROM PAGE 2): 
write policy an agent can produce just 
about as inexpensively as the company 
and much more accurately. The same 
thing applies to billing and renewals, 

This type of policy was first con- 
templated by National Bureau, Mr, 
Bandy said. In early 1953, a special 
committee was appointed by the bu- 
reau to study the automobile situation 
and it came up with suggestions which 
included a continuous policy, a signed 
application, company billing and re- 
duced commission. The report was 
never made public and, to the ever- 
lasting credit of National Bureau, it 
was never approved, he said. 

The other side of the question is 
brought out in a letter Mr. Bandy re- 
ceived from a successful and intelligent 
agent, a CPCU and not inclined to be 
panicky. The letter: 

“In our county there are approxi- 
mately 12,000 automobiles registered 
and I estimate, conservatively, with 
good reason, that all of the stock agents 
in the county do not write the liability 
insurance for 1,500 of these automo- 
biles. 

“We believe the only cure for this 
situation would involve copying a great 
many of the features of the specialty 
company operations, bitter as the pill 
may be. We believe these elements to 
be essential to get our price in shooting 
distance: continuous policies, cash on 
the barrel-head, no flat cancellations, 
direct company billing and reduced 
commission. A signed application or 
signed copy of the policy declaration 
may also be necessary. 

“It seems to us that NAIA often re- 
sists inevitable change. We believe in 
the agency system of operation, but 
we do not believe that you can void 
the laws of economics any more than 
you can the laws of gravity. As meth- 
ods of marketing insurance are dis- 
covered that will save money for the 
public, we believe that we will have 


YOUR CLIENT 


has confidence in 


YOUR counsel! - 


e You'll safeguard his 
interests — and yours 

— when you point out the 
need for a factual 
appraisal as a sound 

basis for determining 

his insurance protection. 


THE 


LLOYD-THOMAS 
Co. 


4411 Ravenswood Avenue, Chicago 40, Ill. 





First for Factual appraisals (game 
since 1910 
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to adjust to those methods whether we 
like it or not.” 

If agents adopted the methods of 
specialty companies, they would be- 
come specialty company agents and 
their customers would receive just 
about the same service and considera- 
tion that the customers of the specialty 
companies receive, Mr. Bandy said. 
Many agents can and do earn the full 
25% commission on their automobile 
business. On the other hand, after the 
first year, he seriously doubts that 
these same agents would earn even 
the 15% paid under the Safeco plan 
and if they do not earn it, they will 
not receive it for long. The average 
commission paid by specialty compa- 
nies is about 5%. Last year, the average 
commission paid by State Farm on its 
automobile business was about 5.2% 
while the average Allstate commission 
was not much higher. Does anyone be- 
lieve that the agency companies can 
continue to compete paying 15% for 
the same work exactly that the special- 
ty companies get for 5%? he asked. 
The specialty companies do not appear 
to have too much trouble getting agents 
at their commission scale and the mere 
fact that agents are operating under 
the agency system does not justify an 
additional 10% commission, Mr. Bandy 
said. 

Many agents are still losing auto- 
mobile business to the specialty com- 
panies and if they say that the Safeco 
type of operation is not the answer, 
they certainly should have some coun- 
ter-proposal. 


Mr. Bandy proposed some changes. 

The free insurance or flat cancella- 
tion evil should be corrected, he said. 
Agents can, and should, work with 
the companies to correct this leak. 
Free insurance is, in his opinion, a 
minor part of it. The policy is issued 
and has to be processed by both agent 
and company. At the end of 30 days, it 
is cancelled flat and the cancellation 
has to be processed. All this work, and 
no premium earned. If agents knew 
there could be no flat cancellation 
after the effective date, they would be 
a little more certain before issuing 
and sending out the policies. 

He would also like to see a change 
in the system of basing the commission 
on the volume produced by an agent 
rather than the amount of work done. 
For instance, Mr. Bandy discussed the 
automobile situation with a rather 
large agent, who said he took orders 
and sent them to his company; if they 
wanted the business, they could write 
the policies and send them to him. Mr. 
Bandy asked if he prepared his en- 
dorsements and renewals and he said 
he didn’t. He also said he kept his 
hands off claims—that was the com- 
pany’s problem. And, he said his com- 
mission was 25%, plus a contingent. 
Mr. Bandy said he wondered what the 
contingent was for but didn’t have the 
heart to ask. 

This is not an isolated case, he said. 
He made an off the record study of 
this situation and found that the sys- 
tem of paying an agent 25% for the 
Mere production of automobile busi- 
ness, with the company doing all the 
clerical work, was rather widespread. 
Customers are paying a higher rate 
because some agents are collecting a 
general agent’s commission doing only 
a solicitor’s work, he said. 

A serious and unprejudiced study of 
branch office costs and a correction 
of the faults found would assist in the 
reduction of cost of automobile insur- 
ance, 

Next is the question of underwriting. 
Hé said he has been told it was unfair 


to ask the agent to underwrite his 
business when he had a financial in- 
terest involved, but he does not believe 
it. He believes many agents do an ex- 
cellent job of underwriting. 

Agents should also attempt to im- 
prove their claim service. That is one 
field in which they have out-classed 
the specialty companies, he said, but 
their service is getting better while 
the agents’ is, possibly, holding its own. 

There is a need for a broader private 
passenger policy. In many cases, agents 
have been asked to sell an inferior 





product at a higher price. That is not 
true of some of the independent com- 
panies, he said. Some of these have as 
broad a policy as there is on the mar- 
ket. The bureau companies have, how- 
ever, been dragging their feet. 

If these suggestions and improve- 
ments do not bring rates within strik- 
ing distance of the specialty companies, 
agents will be perfectly willing to dis- 
cuss other ways and means without the 
necessity of continuous policies, appli- 
cations containing warranties and com- 
pany billing, he said. 


Three More OK'd to 


See Atom Information 


WASHINGTON—The atomic energy 
commission has issued additional per- 
mits for access to classified infor- 
mation to Detroit Insurance Agency, 
Employers Mutual Liability of Wausau, 
and Hartford Steam Boiler. AEC said 
holders of these permits must obtain 
an L clearance to have access to re- 
stricted data classified as confidential, 
and a Q clearance for information 
classified as secret. The permits give 
access to restricted data related to 
civilian uses of atomic energy. 


Soe 30s tea 


No one knows better than we do that “know-how” comes from doing 


things . . . from learning a little more from each job done . . . from being 


willing to look into new opportunities for additional service. 


In the same forward-looking spirit that has always been characteristic 


of Chubb & Son Companies, we are carrying on the tradition of 


service and enterprise that has been responsible for our continued 


growth and our ability to serve the Leaders of American Industry. 
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| NO. 10 OF A SERIES | 


Service does Pay 






Says a Pearl-American Agent in Central North Carolina, This 





is his story: “Why does it pay? Because we are selling an in- 
tangible product with its importance taken somewhat noncha- | 
lantly by the assured until disaster strikes. 


We, of course, do survey rate work and many other things | 
but what we consider our most important service is our follow through on claims. We | 
could, as the ‘hired hand’ agent does, report a claim to the company’s Claim Depart- 
ment and then dismiss it from our mind. Instead we diary the file and periodically 
contact our customer and the adjuster. In that way we at all times keep abreast of the 
progress of the adjustment. Why do we take valuable time to do this? First, because 
we know that if there is ever a time when the average customer feels ‘alone’ it is when 
he has a claim. Second, because we know that if there is ever a time to do our very 
best to make our customer realize that the personal advice and counsel of HIS ‘inde- 
pendent’ local agent is worth far more than any possible ‘saving’ he might make 
through the purchase of ‘cut rate’ insurance, that is the time. 


Twenty-five years in business without a customer dissatisfied over a claim settle- 
ment makes us feel that our efforts have been worthwhile.” 


Every Pearl-American Agent has at his command the facilities of one of the world’s 
greatest companies. We invite your inquiry. 





WE BELIEVE 

the properly qualified ‘‘Independent”’ local agent can best SERVE the 
insuring public. Unlike the ‘‘Captive’’ agent he is free to utilize the in- 
surance facilities of the world. In the present and continuing struggle 
between ‘“‘Independent” and ‘‘Captive’’ agents it is important that this 
capacity of THE ‘‘Independent Local Agent” to SERVE be emphasized 
again and again. This series of twelve actual stories of everyday service 
rendered by ‘‘Independent”’ agents is published in that spirit. Reprints 
are available without cost or obligation. 


a — INSURANCE 


PEARL ASSURANCE COMPANY, LTD. 

THE EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 

HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 
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NAIA Holds Biggest One Ever at L. A. 





Insurers, Agents 
to Tacke PR 
Problems Together 


Stott Reports AIA Has 
Named Top Committee 
to Work with NAIA 


LOS ANGELES—A key point of 
attention at this convention of National 
Assn. of Insurance Agents was the re- 
port of the public relations committee 
headed by John C. Stott of Norwich, 
N. Y., past president of NAIA. The 
need of effective, practical promotion 
of the independent local agent and his 
services in the face of the increasing 
competition is being debated country 
over by local boards and state asso- 
ciations. The Stott committee present- 
ed to National Board of State Directors 
here a constructive piece of work that 
focuses the topic and the problem 
nationally. 

Mr. Stott announced that a commit- 
tee of American Insurance Assn. has 
been appointed to work with the 
NAIA with the objective of finding 
a solution to common problems. In- 
dicative of the importance with which 
American Insurance Assn. regards the 
problem is the personnel of the AIA 
committee. It consists of Manning W. 
Heard, vice-president of the Hartford 
group, chairman; Kenneth Black, 
president of Home, vice-chairman; 
and J. Victor Herd, executive vice- 
president of America Fore group and 
president of National Board, and 
William E. Newcomb, president of 
Great American group. The PR com- 
mittee of NAIA and the AIA com- 
mittee will hold a meeting soon. 

The Stott committee has been con- 
ducting a survey to learn what PR 
and advertising work presently is 
being done by individual agents and 
local associations throughout the coun- 
try. Sufficient returns are in to pro- 
vide a good picture of the effort in 
these fields being exerted by the local 
agency forces of the country. 

The survey, Mr. Stott reported, in- 
dicates that the average agency mem- 
ber of NAIA during 1954 spent $1,000 
on advertising and the indications are 
that this amount is being slightly in- 


creased during the current year of 
1955. The survey further indicates 
that the associations within NAIA 


spent approximately $1,500 per asso- 
ciation in 1954 for group advertising 
and that in 1955 approximately $2,000 
per association will be spent. 

It is indicated that the type of adver- 
tising done by both individual agents 
and associations is approximately 75% 
in newspapers, 20% in radio and 5% 
on television. 

The survey further indicates that 
40% of the material now being used is 
prepared by the local agency or local 
association itself; 30% is prepared by 
the newspapers, radio and TV stations; 
28% is prepared by advertising agen- 
gies and 2% by the companies. The 
survey indicates that the preference of 
agents and associations throughout the 
business as between local and nation- 
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Kenneth Ross of Arkansas City, Kan., new president of NAIA; George Han- 
son, executive secretary and general counsel, and Joseph A. Neumann, Jamaica, 
N. Y., retiring president, shown at the NAIA convention in Los Angeles. 








Southern Conference Discusses Methods 
of Meeting Factory Mutual Competition 


The special committee on Factory 
Mutual competiton of Southern 
Agents Conference presented its pre- 
liminary report to the conference at 
the meeting in Los Angeles. Frank R. 
Bell Jr. of Charleston, W. Va., chair- 
man of the special committee and vice- 
chairman of the conference, told the 
conference that the committee met 
with Factory Insurance Assn. officials 
in July to discuss the increasing pres- 
sure of Factory Mutual and Improved 
Risk Mutuals competition in the south- 
ern territory. 

The meeting at Hartford with FIA 
was on invitation by FIA to discuss 
vital problems, and Mr. Bell said the 
research studies of the agent group 
was considerably furthered by the con- 
ference. Further meetings are plan- 
ned with the hope of securing a united 
company-agent front to deal with the 
problem. 

“The agent committee believes,” Mr. 
Bell said, “that stock companies must 
take a much more realistic view of 
basic underwriting in the south today 
in order to meet competition. At the 
same time, the agent associations must 
bring to the attention of supervisory 
authorities in their states the extreme 
deviations being used. The committee 
is accumulating case histories and in- 
vestigating the legal status of filings.” 

Mr. Bell noted that many agents 
hold the mistaken belief that FIA is 
for the big agent only. 

Others who participated in the dis- 
cussion of this topic were Louie E. 
Woodbury Jr. of Wilmington, N. C., 
chairman of the conference’s property 
insurance committee; William Walker 
of Richmond and A. L. Schlesinger Jr. 
and Thomas Winkler of New Orleans. 

Hayne P. Glover Jr. of Greenville, 
S. C., presided as conference chairman. 

David J. Brewer of Greenwood, 
Miss., chairman of the casualty com- 
mittee, reported that unsatisfied judg- 
ment cover seems presently a dead is- 
sue. There is no demand in this ter- 
ritory for such cover. He asked that 
agents suggest improvements in the 
seven class auto plan. 

J. E. Schachte Jr. of Charleston re- 


ported that the dates of the annual 
meeting of the conference at Charles- 
ton have been changed to April 5-7. 

Bert Havard Jr. of Gulfport, pres- 
ident of the Mississippi association, 
discussed the Southern Insurance In- 
stitute, its wide geographical charac- 
ter and fine quality of program, and 
urged stronger support of it by the 
NAIA educational committee. 





Private Crop Cover 
Is Being Readied 


Though the crop insurance program 
by private insurers is not in final form. 
The statement of principles by the 
American Insurance Assn. committee 
is being transformed into a multiple 
peril crop insurance policy by Crop- 
Hail Insurance Actuarial Assn., Milton 
W. Mays of America Fore reported 
at the NAIA meeting in Los Angeles. 
He said rates, rules and forms for fil- 
ing and use in a selected number of 
counties are being worked out in time 
for covering certain spring crops of 
the 1956 crop year. 

In general, he said, the multiple 
peril crop policy will follow the format 
of the policy identical with the cover 
of the standard crop-hail policy with 
part one of the regular hail policy and 
part two covering against specified ad- 
ditional perils for a percentage of the 
amount of part one cover. 

Though the program is experimental 
it is on a sufficiently broad scale to 
reveal any cover or rate defects. Mr. 
Mays said if it had not been for the 
interest of NAIA in crop insurance the 
AIA crop study probably would not 
have been undertaken. The study is a 
nice example of cooperation between 
organized agents and companies. In- 
dividual insurer and agent now will 
determine what the program will 
amount to. 





Florida Wins Fire Award 

The National Assn. of Insurance 
Agents’ fire safety award was won by 
Florida. 


Tone Continues to 
Be Constructive, 
Non-Contreversial 


Ross Advances to the 
Presidency; Attendance 
Includes Lot of Family 


By KENNETH O. FORCE and 


JAMES C. O’CONNOR 


LOS ANGELES—A mood of confi- 
dence prevailed at the annual conven- 
tion of National Assn. of Insurance 
Agents here, which reflected the con- 
tinuing climb of local agents to 
position where they have their major 
problems, including that of competi- 
tion in proper focus. The program ot 
the meeting indicated also that agents 
have come to a keener recognition of 
the kind of sound thinking and hard 
working they have to undertake ir 
order to meet their problems success- 
fully and maintain the momentum of 
recent years. 

The attendance established a new 
record. Between 2,500 and 2,600. 
which compares with the previous high 
of 1,913 at Washington, D. C. Many 
agents brought along members of thei 
families, and there were many women 
and children on hand. Many also used 
the occasion of the convention to tak« 
vacations, with side trips over the west 
and to Honolulu. 


Kenneth Ross of Arkansas City. 
Kan., was elected president, and 
Robert E. Battles of Los Angele: 


seemed on Tuesday to have the edge 
in the contest for vice-president. 

Mr. Ross is a_ seasoned, well- 
balanced local agent and association 
leader who believes in hard work and 
solid accomplishment. Consequently. 
his administration is expected to con- 
tinue in the tradition of constructive 
effort which has characterized the 
NAIA for several recent years. 

Mr. Ross began his career in 1938 
with the Crane agency in Arkansas 
City. He entered business for himsel! 
in 1942 and saw army service in 1944- 
45. He was president of his local and 
state association, and served 1950 t 
1954 as state national director. He 
went on the NAIA executive commit 
tee in 1951. He has paid particula 
attention to membership, agency man- 


agement and advertising. 


The showing of the movie,.“Th 
Changing American Market”, b) 


Warren A. King of Life magazine was 


. } . +} } 
Its impressive display of Dotn ta 
} . = > + = sWwrhn4 ci , +} 
changes and the expansion in th 


economy 


tallied with what agents, l 


sf their 





their scrutiny of their own Dusines 
to find the answer to competitive prob- 
discovered for their ow 
r account. 
In general the program 


opportunities 


developme 


the increased 





and what to do with problems 
agency management 

One interesting convention phenom 
enon was the vigorous participation ir 
display and the maintenance of head 
life insurance com- 
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CHICAGO AGENCIES SALUTE 
THE DOTH N.A.1.A. MEETING 








SIXTY-SECOND YEAR 
CONKLING, PRICE & WEBB 


General Agents 


FIRE —- CASUALTY — SURETY 


1423 Insurance Exchange Bldg. CHICAGO Tel. WAbash 2-1220 


FRED. S. JAMES & CO. 


Since 1858 
vgy¥wosgy 


A Nationwide Service for 


American Business and Brokers 
v Vv v 


Financial 6-3000 
ONE NORTH LA SALLE ST. 


CHICAGO, ILL. 
LOS ANGELES SAN FRANCISCO 
NEW YORK BUFFALO SEATTLE 
PITTSBURGH MINNEAPOLIS PORTLAND 














HOMER GWINN & COMPANY 
Just Insurance 
for unexcelled agency service 
in all lines of insurance 


Telephone HArrison 7-8800 


175 W. Jackson Blvd. Chicago 4, Ill. 








EDGAR 0. STOFFELS COMPANY, INC. 


Established 1909 
Insurance Agency 


Board of Trade Building 141 W. Jackson Boulevard 
Chicago 4, Illinois 








ASSOCIATED 
AGENCIES 


(Incorporated) 


1637 Insurance Exchange 
CHICAGO, ILL. 


Telephone WAbash 2-1780 








Wm. C. DANNE & CO. 


GEORGE M. WALPOLE, President 


* INSURANCE—BONDS 


175 W. Jackson Boulevard 
Chicago, Illinois 


CHICAGO 
INSURANCE 
AGENCY 


ARTHUR G. HAILAND 
President 














John Naghten & Co. 


Established 1863 


INSURANCE OF EVERY KIND 


1903 Insurance Exchange Building 
Telephone WAbash 2-1 120 











Srewart-KEATOR- KESSBERGER & |EDERER? 


Surety - Casualty - Fire - Life 
e 


941 Insurance Exchange Building 
Telephone WAbash 2-0173 
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1859 _ 
ESTABLISHED 1859 








Starkweather & Shepley, Inc. 


INSURANCE MOORE-CASE 
Established in 1871 LYMAN & HUBBARD 


Intelligent Service and Co-operation INSURANCE 


AGENT BROKER 
CHICAGO NEW YORK PROVIDENCE 175 WEST JACKSON BLVD. CHICAGO 


TELEPHONE WAbash 2-0400 


GREAT LAKES AGENCY H. DALMAR & CO. 



























































Incorporated (INCORPORATED) 
L. C. Thoelecke Carl E. Herbst Bert F. Jacob Unexcelled Service to Brokers and Agents 
ALL LINES—ANYWHERE FIRE - MARINE - CASUALTY - SURETY 
| Insurance Exchange Building Chicago 208 S. LaSalle St. DEarborn 2-5950 
| > 
| 88th Year 4 ING 
Illinois’ Largest 
ELIEL aw LOEB COMPANY || 8. w. Hosmer | ————\> _ 
& COMPANY Agency Specializing 
in the Development 
AGENTS FOR ; a 
ea ek aaa of Business Through 
Paul W. Oliver 
LEADING STOCK COMPANIES ipeiona Brokers 
INSURANCE 
AGENCY 
2 
PHONE WAbash 2-3961 
1437 INSURANCE EXCHANGE Phone: WAbash 2-3910 A. A LEXA N D E R & C0. 
CHICAGO Insurance Exchange N s 2 R A N C FE 
PHILADELPHIA LOS ANGELES CHICAGO 33rd + 344th FLOORS + FIELD BUILDING - CHICAGO 
mcm. ALMAVON & (CO. : 
* e * 
C. H. TILLMANN, PRESIDENT CLARKSON 
INSURANCE ILLINOIS GENERAL AGENTS é 
ALL LINES | eneral Agents 


pesciincaiitala SERVING AGENTS & BROKERS EXCLUSIVELY 
COVERAGE ° 


FOR OVER 35 YEARS 


Teleph HArri 7-2183 
a A-1630 Insurance Exchange 


Insurance Exchange 


Telephone 
Chicago, Illinois 175 W. JACKSON CHICAGO 4, ILL. 


WaAbash 2-0163 
206 LEHMANN BLDG. PEORIA, ILL. 
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CONSCIENTIOUS CO-OPERATION 














UNITED STATES 
CASUALTY COMPANY 


SIXTY YEARS OF 


WITH AGENTS NATION-WIDE 


HOME OFFICE: 


60 John Street, New York 





Midwest Conference 
Meeting Is Brief, 
Agenda Light 


LOS ANGELES—The Midwest Ter- 
ritorial Conference of National Assn. 
of Insurance Agents as usual drew 
the largest turnout of agents for any 
of the territorial sessions at the an- 
nual meeting here. However, there 
was no newsworthy feature, since, de- 
fying history, the meeting was brief 
and it was one of the first of the ter- 
ritorial conferences to adjourn Mon- 
day afternoon. This could have been 
due to the fact that the midwest- 
erners were decidedly unsold on the 
California idea of holding the terri- 
torial sessions at 4 p.m. Monday in- 
stead of a civilized morning or after- 
noon hour, but probably it was due to 
the determination of L. D. Engberg, 





L. D. Engberg E. L. Lederer 


St. Paul, to smash precedent and make 
this meeting brief, leaving discussion 
of business details to the annual meet- 
ing at St. Paul. 

The major item on the middle west 
agenda was the formation of a farm 
committee to discuss problems on 
coverages with the companies. Mr. 
Engberg brought this out in _ his 
report, and E. L. Lederer, Chicago, 
chairman of the conference commit- 
tee, elaborated on it when he report- 
ed. There was no disagreement on the 
desirability of such a committee, the 
only argument being over whether 
the committee should be relatively 
small, such as having five members, 
or whether it should have one mem- 
ber from each of the 15 states in the 
conference. Mr. Lederer strongly ad- 
vocated a larger committee and, 
though no formal vote was taken, the 
group was overwhelmingly in favor of 
it, so it was left up to Mr. Engberg 
to appoint the chairman and members. 

Mr. Lederer reported that his com- 
mittee had discussed 38 items with 
company representatives and there 
were only five on which the com- 
panies were flatly opposed. Even on 
these, the company _ representatives 
agreed that their minds might eventu- 
ally be changed. Among the success- 
fully ccmpleted items, Mr. Lederer 
mentioned the alterations and repairs 


—. 
— 


permit on blanket forms, the exclu. 
sion in the extended coverage endorse. 
ment of rotating parts of machinery, 
which he said has already been de- | 
leted in Iowa and Kansas and is on its 
way out in the balance of Western 
Underwriters Assn. territory, breach 
of warranty clause and removal per- 
mits. He said the companies have 
agreed that, on mercantile stock loss. 
es, the cost of stacking, shelving and 
labeling goods will be considered as 
part of the actual cash value. There | 
has been an argument about the pro- | 
vision in the replacement cost en- | 
dorsement that the building must be 
restored or replaced at the same site, | 
as a result of which the companies | 
have agreed to waive this for church | 
and public properties. So far, the com- | 
panies have not agreed to this on mer- 
cantile buildings but Mr. Lederer said 
that such coverage is obtainable 
through London Lloyds. The compa- 
nies asked for a $10 per policy or per 
installment minimum premium and 
the agents were happy to go along. 

Asked from the floor about the many 
complaints about there being no pro- , 
vision for scheduling valuable items , 
of jewelry under homeowners policy, 
Mr. Lederer said that this is “in the | 
works” and he thinks it will come | 
about soon. 

Arthur M. O’Connell, Cincinnati, 
past midwest conference chairman and 
now NAIA executive committee mem- 
ber, reviewed the history of the con- 
ference. He emphasized that it has al- 
ways been the strongest conference 
within the national association. He 
also discussed the proposal for a casu- 
alty committee within the conference, 
which he strongly favored. Praising 
the work of J. H. Bandy, Nashville, 
NAIA casualty committee chairman, 
Mr. O’Connell pointed out how region- 
al casualty problems differ. The ma- 
jor matter in the middle west is the 
preponderance of non-bureau stock 
companies. No official action was 
taken on this proposal, but it ap- 
peared certain that it would be a ma- 
jor matter at the St. Paul meeting 
next spring. 








An example of interstate courtesy 
was provided by the informal honorary 
memberships conferred on Leslie Hack- 
ney, Bakersfield, Cal., agent and Mrs. 
Hackney, by Arthur L. Schwab, Staten | 
Island, president of New York state 
association during the NAIA conven- 
tion in Los Angeles. 





Members of the executive committee 
of National Assn. of Insurance Agents 
showed up at the sessions which pre- 
ceded the convention in Los Angeles 
with unusual! ties. Of conservative cut 
and hue, the tie design consisted of the 
fine print in fire policies. They were 
the gift of Milton W. Mays of America 
Fore, who was in Los Angeles to re- 
port to the executive committee on 
crop insurance for American Insur- 
ance Assn. 








Arthur M. O’- 
Connell of Cinci- 
nati; William Cal- 
houn, formerly of 
Milwaukee but 
now an agent at 
Orlando, Fla., and 
Archie Slawsby of 
Nashua, N. H., at 
the NAIA conven- 
tion in Los An- 
geles. 
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Eustern Agents Ask 
NAIA Study of 
Flood Indemnity 


LOS ANGELES—The eastern terri- 
torial conference, at its meeting during 
the NAIA convention here, adopted a 
resolution requesting NAIA to study 
the matter of indemnity for flood dam- 
age and to recommend action to rating 
bureaus. The matter of flood cover was 
debated at some length and the history 
of the discussion of flood insurance 
since Hurricanes Connie and Diane was 
reviewed. 

Chairman Warren A. Bodwell 
Manchester, N. H., presided. 

Companies favor wave wash cover 
but up to now have been unable to 
find a practical method of supplying 
it, Stuart Windsor of Baltimore, con- 
ference committee chairman, stated. 
He also reported that he understands 
that all future filings of EC rates will 
be on a mandatory deductible basis. 
However, he noted that the recent re- 
vision in New York was on an optional 
deductible basis. 

He said that a study is being con- 
ducted of EC experience on contents. 
The catastrophe plan of National Board 
has been greatly improved, he said, 
and he congratulated the board on its 
contribution to solving the catastrophe 
loss problem. 

“Hospitality rooms at agent conven- 
tions should not be eliminated,” he 
said, “but should be continued on a 
modest basis with rooms closed during 
convention sessions and closed for the 
night at a reasonable hour.” 

Frederick W. Doremus, manager of 
Eastern Underwriters Assn., said that 
though mandatory EC deductible had 
been discussed for years, the 1954 hur- 
ricanes showed the need for it. He was 
asked to comment on the effect of the 
mandatory on the business of agents in 
competition with direct writers offer- 
ing full cover. He replied that in his 
opinion the direct writers are just as 
worried as the other insurers are. The 
market for catastrophe cover is tight. 
He said companies may offer a rate 
for a $100 deductible after a study of 
the experience on the $50 mandatory. 

Valmore Forcier, Danielson, presi- 
dent Connecticut association, said the 
fact that agents in his state can sell 
only mandatory and that direct writers 
sell full cover has not hurt agent sales 
or public relations. Agents in Con- 
necticut, however, have done a good 
selling job, he declared. 


Transport of L. A. Asks 


to Issue More Stock 


Transport Indemnity of Los Angeles 
has applied to the California insurance 
department for a permit to issue 59,061 
shares of common stock of $10 par 
value to policyholders and subscribers 
to Transport Indemnity Exchange, of 
record as of last Feb. 1, in exchange 
for their equities in the exchange. 

The company has an _ authorized 
capital of $2 million of which, as of 
last Dec. 31, $803,160 had been paid in. 
As of the same date its assets were 
$10,007,224. Sam A. Simpson is pres- 
ident, George E. Fiore executive vice- 
president, Robert W. Stevenson vice- 
president and _ secretary, William 
Sundahl treasurer, and A. G. Provis 
assistant secretary-treasurer. 


of 








As a personal gift, retiring Presi- 
dent Joseph A. Neumann of National 
Assn. of Insurance Agents presented 
to members of the executive commit- 
tee a set of cuff links and a third but- 
ton for use as boutoniere or tie clasp. 


Seek Simpler Pay 
Plan on Term in 
Far West Area 


Members of the Far West Territorial 
Conference at their meeting during the 
NAIA convention in Los Angeles dis- 
cussed efforts in that territory to de- 
velop a simplified installment payment 
plan for term fire business so there 
will be no need of the annual renewal 
term plan. Three simplifications have 
been suggested, including one by the 
California association. These have been 
submitted to Insurance Accountants 
Society of San Francisco for study. 

Frank C. Colridge, manager of Pa- 
cific Board, reported on the new com- 
mittee system of that organization. 
Membership of committees that work 
with state agents contact committees 
rotates, and for the first time an in- 
land marine man is being included in 
committee membership. 

The William H. Menn public rela- 
tions award went to Honolulu. 


General Agents Hold 
Open House, Meetings 


American Assn. of Managing Gen- 
eral Agents held its usual open house 
and series of executive committee 
hearings during the meeting of Na- 
tional Assn. of Insurance Agents at 
Los Angeles. Headquarters were main- 
tained at the Biltmore, in charge of 
Barney Vanston, Dallas, president, F. 
W. Brundick Jr., Jacksonville, chair- 
man, and Herbert Cobb Stebbins, Den- 
ver, secretary. After a breakfast par- 
ty Monday, the executive committee 
met briefly and on Tuesday had a 
joint meeting with the NAIA execu- 
tive committee. A final executive com- 
mittee session was scheduled for Wed- 
nesday. 





State Secretaries 
Meet, Elect Allgood 


LOS ANGELES—Executive secre- 
taries of the state associations held 
their customary get-together and 
meeting ahead of the National Assn. 
of Insurance Agents’ convention here. 
Richard Allgood of Nebraska was 
elected chairman to succeed Charles 
J. Unger of New Jersey. 

The secretaries discussed particular- 
ly public relations and advertising pro- 
grams. W. Harry Wiley of Connecticut, 
George Goss of Tennessee, Don L. Na- 
bity of Colorado, Drex Foreman of 
Texas and Waldo Hildebrand of Mich- 
igan described the programs in their 
jurisdictions. 

Membership and education also came 
in for discussion. 


Sees Fine Future for 
Insurance, Agent 


Ralph L. Inglis, president of Found- 
ers, discussed the future of the fire 
and casualty business in his talk at the 
NAIA convention in Los Angeles. 
Starting with the expansion theme set 
out in the presentation by representa- 
tives of Life magazine in the film, “The 
Changing American Market,’ Mr. In- 
glis noted that the largest group and 
greatest concentration of wealth is now 
the middle income class—the family 
with an income of $4,000 to $7,500. 

These are the families who will buy 
6 million automobiles in 1956, he said, 
and they will take up the million addi- 
tional housing units needed in each of 
the remaining years of the 1950s. 

He said local agents accounted for 
about 70 of the $10 billion in fire and 
casualty premiums in 1954. He pre- 
dicted that insurance will grow and 
capital stock insurance and agency- 
produced insurance will grow apace. 

Beside the growth in population and 
the expansion in the economy, another 
factor will tend to expand insurance— 
public welfare projects such as work- 
men’s compensation, unemployment 
compensation, disability, etc. When 
lawmakers devise these new social in- 
surance forms, it seems proper in the 
public interest and in the interest of 
the insurance business that the estab- 
lished facilities of the insurance busi- 
ness be relied upon to do the insurance 
job. 


There is bound to be change, also, 
he said. He called attention to multiple 
peril covers and block insurance, and 
said policies including a variety of ex- 
posures in one contract is certain to 
increase underwriting stability because 
such practices mitigate adverse under- 
writing selection. 

One result of multiple peril under- 
writing is development of composite 
rating. Once the number of forms and 
variety of statistics are reduced, the 
need for a variety of rating organiza- 
tions will be reduced, he said. Also, 
insurance is definitely headed toward 
simplification. 

The agent is very much in the 
scheme of the insurance of the future, 
he declared. There is talk he will have 
a new name, but there never has been 
the slightest question but that the in- 
dependent insurance intermediary is 
an integral part of the American in- 
surance business. The agency system 
is unique, the agent should be charged 
with a large part of the insurance job. 

Much of insurance is of a service 
nature: Service to policyholder, to un- 
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Kenneth Ross, 
Arkansas City, 
Kan. the new 
president of NAIA, 
shown with Joseph 
A. Neumann of Ja- 
maica, N. Y., re- 
tiring president, at 
a meeting of the 
executive commit- 
tee in Los Angeles. 





Local Agents Fight 
for Survival, Munz 
Tells Work Session 


Can Win but Only if They 
Get out of Easy Chairs 
and Sell; He Tells How 


The competitive war in the distribu- 
tion of insurance is now on, H. Earl 
Munz of Paterson, N.J.,. chairman of 
the NAIA property insurance commit- 
tee, told the work session of the annual 
convention of National Assn. of Insur- 
ance Agents at Los Angeles. He de- 
scribed the ammunition local agents 
have for the fray and urged selling as 
the only plan of campaign that will 
win for their side. 

7 . . 

The success of direct writers in a 
sense aims at elimination of local 
agents as factors in the distribution of 
insurance, Mr. Munz believes. He 
scored those agency insurers that argue 
that too great a portion of the premium 
dollar goes to producers. Some compa- 
nies, that have introduced schemes to 
meet the direct writer’s price appeal by 
a reduction in premium taken almost 
entirely from the agent’s commission, 
frankly say that if local agents are to 
remain in business, they will have to 
accept these schemes. Mr. Munz says 
he is not giving up so easily. 

Among the assets of the local agents 
are capital stock insurers with which 
agents have worked for many years 
to develop a system of furnishing and 
distributing insurance which has 
placed more protection than any other 
system. Among other assets are Na- 
tional Board, National Fire Protection 
Assn., Underwriters Laboratories, Fac- 
tory Insurance Assn., national adver- 
tising of the local agent and his services 
by scores of companies. Also, the agents 
have a stout National association, and 
strong, healthy state associations and 
local boards. Finally, they have thou- 
sands of hard working, intelligent, in- 
dependent contractors who are proud 
to wear the label of the local agent. 

° . . 

In addition, he emphasized, only a 
local agent can offer complete insur- 
ance protection against all insurable 
hazards. 

The most effective weapon of the 
direct writer is price, he said. Mutuals 
follow the cooperative line with their 
tax advantage, and direct writing mu- 
tuals claim additional lower cost by 
eliminating the middle man, he said. 

Agents cannot afford to overlook the 
strength of direct writers and specialty 
companies. Names have been chosen 
which give them a certain universality 
or catholicity. They call their employes 
local agents, open offices over the 
country, set up claim centers in many 
locations, conduct advertising on a 
large scale, and aim their guns initially 
at automobile and dwelling business. 

Some companies and many agents 
are straddling the fence and cannot 
be counted upon by either side, Mr. 
Munz believes. 

This is a war which cannot be won 
in one great battle but must be fought 
and won in a lot of little battles in 
which the local agents will have to 
depend upon the courage, intelligence 
and initiative of their kind. 

It seems ridiculous to tell local agents 
that in the battle ahead they must be 

(CONTINUED ON PAGE 48) 
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NAIA Committees Perform Another Year 
of Constructive and Effective Work 


Following are summaries of the re- 
ports which committees of National 
Assn. of Insurance Agents turned in at 
the annual convention in Los Angeles. 


MEMBERSHIP 


Sidney A. Singleton of Orlando, Fla., 
chairman of the local board and mem- 
bership committee, reported total 
membership of NAIA as of Sept. 1 as 
32,113, a gain of 448 for the year. Hopes 
for a higher figure were reduced by 
many year end drops. 


The advance in some areas has been 
steady and New York state associa- 
tion’s membership recently passed the 
2,000 mark, which puts three state as- 
sociations in that category. 

There are now 1,055 local boards, an 
increase of 47 for the year, which is 
probably the most significant develop- 
ment of the year, because the local unit 
is the backbone of state and national 








associations. A new territory is now 
represented in the membership, a local 
agent of the Virgin Islands. 

The committee expressly commended 
George R. Cross of headquarters, “who, 
during his first year of work with the 
committee, exhibited a high degree of 
initiative and imagination.” 





FIRE SAFETY 





The program of the fire safety and 
civil defense committee is too impor- 
tant not to have a meeting during the 
year, Simpson Stoner, Greencastle, 
Ind., said in his report. 

The committee has plans under way 
to distribute a brochure to encourage 
local agents and local boards to take 
more active leadership in fire safety 
movements in their communities. This 
brochure is being distributed by Na- 
tional Board, working with James R. 
Mathews, staff secretary to the com- 


mittee. It is planned to distribute a 
copy to the presidents, secretaries and 
ire safety chairmen of each local 
board. 





CASUALTY INSURANCE 


Unsatisfied judgment cover was the 
subject of extensive consideration by 
the casualty insur- 
ance committee, of 
which Joe H. Ban- 
dy, Nashville, is 
chairman. His re- 
port stated that the 
results of the 
questionnaire on 
UJ cover indicated 
an even division of 
opinion among 
agents on whether 
such coverage is 
imperative. In 

J. H. Bandy some areas it is 
essential to combat compulsory. The 
practical difficulties of developing a 
satisfactory coverage are such, how- 
ever, that the casualty committee could 
not recommend to NAIA that as a 
matter of policy it should press for the 
coverage. A subcommittee of the casu- 
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alty committee is currently considering 
the subject. The casualty committee 
recommends that this study be con- 
tinued. 

Because presently National Bureau’s 
retroactive provisions of the effective 
date rule is under criticism by many 
agents, the casualty committee has 
sent to state officers its request for an 
expression of agents’ feelings. When 
these have been completed, the casual- 
ty committee wants further confer- 
ences with National Bureau on the 
subject. 


Other ideas being pursued are sim- 
plification of casualty and automobile 
manuals, the development of a junior 
3-D policy with lower limits and lower 
minimum premiums, the term rule for 
glass coverage, credits for approved 
and non-approved burglar alarm sys- 
tems, elimination of the automobile 
physical damage symbol section with 
a table of rates governed by the 
new cost of an automobile and all of its 
accessories and attachments, and con- 
sideration by National Bureau of pro- 
viding advance copies of filings to the 
NAIA casualty committee to secure 
the suggestions of agents before a filing 
is made. 





AGENCY MANAGEMENT 


For several months the principal 
activity of the agency management 
* committee, headed 
by Deane W. Mer- 
rill of South 
Orange, N. J., has 
been to produce 
some _ uniformity 
among the agency 
cost analyses pub- 
lished by various 
sources. The group 
has taken excep- 
tion to the use of 
the term “net pro- 
— ’ fit” by one publi- 
Deane W. Merrill cation in a way 
that infers a profit of up to 60% for an 
agent with a $125,000 annual premium 
volume. Close scrutiny reveals that this 
figure, as specified in this particular 
analysis, does not include the propri- 
etor’s salary. The true “net profit” is 
closer to 10%, a figure much more 
compatible with the NAIA findings 

Exception also has been taken to the 
inclusion of “other income” for deter- ; 
mining net profit from pure insurance 
agency operations. This tends to give 
a distorted result, since it includes 
non-universal items such as contingent 
or life insurance commissions. For that 
reason the NAIA study kept such in- 
come separate from the operations 
figure. 

A meeting was arranged with the 
interested editorial sources during the 
Los Angeles meeting to resolve these 
differences. 

The project of an agency manage- 
ment workshop resulted in the Wed- 
nesday morning panel of the general 
NAIA program. 

The agency management committee 
is the smallest, in number, of NAIA 
standing committees, other than fi- 
nance. Mr. Merrill and his group feel 
that the operation would be more ef- 
fective with two more members, for 
a total of six. 


ACCIDENT PREVENTION 


The report of the accident preven- 
tion committee, headed by Sidney E. 
Nelson, of Racine, Wis., reflected a 
busy and effective year. The committee 
at Los Angeles emphasized “safety ed- 
ucation for youth” because so many 

(CONTINUED ON PAGE 44) 
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is a “FIND 


And there’s a lot more in it than luck. Em- 
ployers’ four-in-one home protection policy* 
provides all the coverage that previously 
required four separate contracts ... and does 
it at a saving in premium costs of up to 25%. 

The four-in-one HOMEOWNERS POLICY 
gives you protection against fire damage to 
home or personal property ... theft at home 
or away... loss from storm, smoke, explo- 
sion, malicious mischief and a long list of 
other hazards ... and Personal Liability in- 
surance up to $10,000 that covers you in 


*Homeowners Policy not yet available in every state. Ask our agent or your broker. A deductible may apply on certain coverages 


in some states. 
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law suits that might arise from injuries or 
property damage at home or away. These 
coverages are basic but can be broadened 
to cover loss of personal property from 
almost any contingency. 

Talk to “The Man With The Plan” — your 
Employers’ agent or your local insurance 
broker. He'll be glad to analyze your par- 
ticular requirements and work out a plan that 
will protect you without overburdening your 
budget. Look for his sign or write us for 
his name. 


ON HIS WAY TO SERVE YOU — 
Your nearby Employers’ Group agent 
— “The Man With The Plan” — dis- 
plays this sign. It is the symbol of the 
most expert and helpful insurance ser- 
vice you can find. Call him in— for 


ers Group 


Fire, Casualty and Marine Insurance, 
as well as Fidelity and Surety Bonds. 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD 


THE EMPLOYERS’ FIRE INSURANCE CO 


+ AMERICAN EMPLOYERS’ INSURANCE CO. © THE HALIFAX INSURANCE CO. OF MASS, 


This advertisement appears in The Saturday Evening Post, October 1 
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Herndon Reviews 
Action in Capital 
On Major Matters 


The outlook in Washington on mat- 
ters of interest to members of National 
Assn. of Insurance Agents is not good 
as it becomes apparent that more and 
more local agents are being squeezed 
out of participation in federal insur- 
ance, Maurice G. Herndon, D.C. rep- 
resentative of NAIA, said at the annual 
meeting in Los Angeles. 

The issue of what is to be done about 
flood insurance is rapidly coming to a 
head, he said. The Senate banking and 
currency committee plans hearings on 
disaster insurance—-flood, earthquake, 
tidal wave, etc., and President Eisen- 
hower had indicated he would send a 
message to Congress on the subject in 
January. Several Senators and Repre- 
sentatives are preparing legislation on 
idemnification for losses from floods 
and other disasters. Democrats and Re- 
publicans are jockeying for the credit 
of finding a solution. 

The government may set up a disas- 
ter insurance organization with prin- 
cipal funds from Congressional appro- 
priations. Whether the business will be 
asked to administer any such program 
as it did war damage insurance is a 
moot question. 

Blanket bonding of federal employes 
is now a fact. The program worked out 
by insurers for reducing federal em- 
ploye bonding from over 1 million in- 
dividual bonds to 80,000 odd blanket or 
position bonds died, primarily because 
of Post Office opposition. The compa- 
nies more recently had worked out a 
specific program of blanket bonding of 
internal revenue service with 68 blank- 
et bonds. Tentative acceptance of this 
program by IRS was indicated by the 
fact that sample forms had been 
printed. Recently, however, officials of 
these two agencies have presented new 
demands for one bond for each agency. 


As private insurance apparently pre- 
pares to enter the crop field on a limit- 
ed basis, Federal Crop Insurance Corp. 
officials indicate continued approval 
of the operations of local agents who 
are representing FCIC throughout the 
country. Officials at the agency indi- 
cate, however, a slight reduction in 
the number of local agents participat- 
ing. 

With a major personnel change 
among federal trade commissioners, it 
is probable that some major decision 
will be reached soon as to whether to 
taper off FTC’s A&H inquiry or ac- 
celerate the issuance of complaints. 
A new and key figure among the com- 
missioners is former Congressman 
Gwinn, who, while he was in Congress, 
actively participated in the passage of 
public law 15. One rumor is that the 
new officials will cause FTC to return 
to an age of reason in its A&H activities. 


A study of reports and conferences 
with atomic energy eommission officials 
indicates only a slight possibility that 
any NAIA members will find it pos- 
sible to participate directly in this 
field of insurance. AEC officials feel, 
however, that NAIA members can ben- 
efit from the various by-products of 
private industrial use of atomic energy 
through the growth of new industries 
and expansion of old, which will supply 
the needs of those directly using nu- 
clear fission for the development of 
power. 

For those NAIA members who wish 
to make the effort to participate direct- 
ly in atomic insurance, it is necessary 
that they obtain a basic L clearance by 
requesting an application form from 
the division of civilian application, 
AEC, Washington. A $10 fee is charged 
by AEC for processing the application. 

Frequent assurances have been is- 
sued by members of Congress and gov- 
ernment officials that “something de- 
finitely will be done in the next ses- 
sion of the Congress” to bring about 
the tax relief which sections 452 and 
462 would have brought into being. 

A strong rumor is circulating in 
Washington to the effect that the prom- 
ised congressional investigation of how 
well state insurance regulation is work- 
ing may be just around the corner. The 
anniversary date of the end of the mor- 
atorium granted by public law 15 is 
June, 1956. 





RMTC Holds Session 
at NAIA Meeting 


Rocky Mountain Territorial Con- 
ference met during the meeting of Na- 
tional Assn. of Insurance Agents at 
the Biltmore hotel in Los Angeles, 
with Jerry Haggard, Albuquerque, 
presiding. 

An important problem was the de- 
cision of Colorado Insurors Assn. to 
abandon its annual fall convention 
and to hold its meeting in connection 
with the spring conference session at 
Colorado Springs. The schedule was 
worked out with D. L. Nabity, who is 
secretary of the conference and of the 


Colorado association and it was be- 
lieved that any conflicts will be 
avoided. 


Appointments to the nine man com- 
mittee which confers with the com- 
panies in the Rocky Mountain region 
were considered. 
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A group of southerners seen at the NAIA convention in Los Angeles: E. J. 
Seymour, Monroe, La., and O. Shaw Johnson of Clarksdale, Miss., both past 
presidents; C. S. McNew Jr. of Pine Bluff, Ark., and David J. Brewer of Green- 


wood, Miss. 








Past Presidents Have 
Fun at Annual 


Gridiron Dinner 

LOS ANGELES—The annual past 
presidents dinner of National Assn. 
of Insurance Agents held on Sunday 
evening here followed the usual pat- 
tern of poking fun at NAIA brass, 
but was noteworthy for the unusually 
large number of ex-presidents— 
twelve—who attended, despite the re- 
mote location. And the fun _ show, 
was ably arranged by E. J. Seymour, 
Monroe, La., immediate past presi- 
dent, who, by NAIA tradition, inher- 
ited the debatable honor of being host 
and master of ceremonies at this “has- 
been party.” By all accounts Mr. Sey- 
mour performed so brilliantly that 
those in attendance were considering 
an amendment to the NAIA consti- 
tution to make him permanent chair- 
man of the event. 

Mr. Seymour built his entertain- 
ment around a currently popular tele- 
vision show, calling on each member 
of the NAIA “brass” to answer an 
unanswerable and embarrassing ques- 
tion. The jocularity which followed 
was obvious proof of Mr. Seymour’s 
insight into the private lives of his 
victims. 

Past presidents in attendance were 
W. B. Calhoun, 1931, then of Milwau- 











C. Stanley Stults 
of Hightstown, N. 
J., Mrs. North and 
David A. North of 
New Haven, Conn., 
past president of 
NAIA, at the Los 
Angeles conven- 
tion. 














DANIEL NEVER 


HAD 


lati hi 
yr P 





fine Agency-Comp 


you help! 





THE NORTHERN ASSURANCE CO. Ltd. 


Not that Daniel was one of our Agents . . . but our perfect record of 
for over 100 years prompts us to 


say—"'No matter what the situation may be—Northern is there to give 


The NORTHERN ASSURANCE has ptovided 
reliable insurance protection for over 119 years. 


IT SO GOOD! 


FIRE AND ALLIED«LINES, AUTOMOBILE INLAND 
MARINE -:- REPORTING FORM -% FLOATER CONTRACTS 
NEW YORK * CHICAGO * SAN FRANCISCO 





kee, but now enjoying retirment in 
Florida; C. L. Gandy, 1932, Birming- 
ham; W. H. Menn, 1938, Los Angeles; 
D. A. North, 1942, New Haven; F. A. 
Moreton, 1943, Salt Lake City; G. T. 
Warfield Jr., 1946, Baltimore; W. P. 
Welsh, 1947, Pasadena; J. C. Stott, 
1948, Norwich, N. Y.; O. S. Johnson, 
1949, Clarksdale, Miss.; M. J. Miller, 
1950, Fort Worth, and Mr. Seymour. 

The major note of sadness was over 
the inability of C. F. Liscomb, Duluth, 
to attend. Mr. Liscomb, who was elect- 
ed president in 1938, suffered a heart 
attack recently. He is making a splen- 
did recovery and was released from 
the hospital only two days before the 
convention. R. V. Hood, his partner, 
who attended the convention, told Mr. 
Liscomb’s many friends that the out- 
look was very favorable. 





Home States Honor 
Neumann and Ross 


Kansas Assn. of Insurance Agents 
honored the incoming president of 
NAIA, Kenneth Ross and Mrs. Ross, 
at the convention in Los Angeles, with 
a cocktail party. New York state 
association similarly feted Joseph A. 
Neumann, the retiring president, and 
Mrs. Neumann. The Neumanns were 
presented with a tree of yellow roses 
and dollar bills. The bills were in 
answer to Mr. Neumann’s frequently 
expressed belief that money doesn’t 
grow on trees. 

Earliest America Fore Directory 

The annual NAIA convention direc- 
tory of America Fore group appeared 
at the earliest time in history—Tues- 
day morning—and made its usual hit. 
Prepared under the supervision of 
Frank J. Ennis, advertising manager, 
the 1955 directory embodied a new 
type face and arrangement, which 
made it more legible and easier to 
use than in the past. 











Deane W. Merrill of South Orange, 
N. J., past president of the CPCUs, and 
Kenneth L. Nehring of Tucson, at the 
Los Angeles convention of NAIA. 
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TO THE NATIONAL ASSOCIATION OF INSURANCE AGENTS ON ITS 59TH ANNIVERSARY 


Agents, in recognition of their obligation to the public, stand for and firmly advocate the principles of the American 

a Agency System and the sale of sound capital Stock company indemnity. Only through upholding these highest prin- 
reeling ciples of insurance will they enjoy greater prestige and security for capital Stock insurance. 

THE WESTERN MANAGERS whose names appear on this page believe in and endorse the principles of the American 

Agency System and represent companies that, of course, offer only sound capital Stock insurance protection. Through 

their close contact with agents they offer their facilities and services in the proper conduct of the business, and through 


this medium send greetings to the National Association of Insurance Agents. 
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Tye Gives Agents Suggestions for Tax 
Savings in Their Business Operations 


American citizens have no vested 
constitutional right to keep a single 
dollar of their in- 
come, Charles W. 
Tye of Joseph 
Froggatt & Co., 
New York, said in 
introducing his 
discussion of agen- 
cy tax problems 
and planning at 
the NAIA meeting 
in Los Angeles. In 
fact, current tax 
rates ranging from 
22.2 to 92% in the 
case of individuals 
and up to 25% as to corporations, bor- 
ders on confiscation. 

The tax liability of most businesses 
is higher than necessary, due to lack 
of planning, failure to claim proper 
deductions or exclusions, handling 
various transactions in the most costly 
tax manner and frequently outright 
stupidity on the part of those charged 
with the tax responsibility of a busi- 
ness, Mr. Tye went on. These oberva- 
tions include insurance agencies. Mr. 
Tye then pointed out the pitfalls to be 
avoided and recommended proved sav- 
ing features that can be used by a one- 
man agency, the partnership and the 
corporation. 

The revolutionary changes made by 
Congress in the 1954 revenue act re- 
quire agents to reexamine their 
partnership agreements, continuation 
plans, trust arrangements and wills. 

The new revenue law has gone a 
long way towards bringing the tax 





Charles W. Tye 


law into agreement with accepted 
accounting principles, he said. 

The measure changes the definition 
of a business bad debt. This now is 
fully deductible against ordinary in- 
come, but a non-business bad debt is 
considered a capital loss, deductible 
only against capital gains and a limited 
amount of ordinary income. 

Theft or embezzlement losses will 
be deducted in the year in which they 
are discovered. Previously, they had 
had to be deducted for the year in 
which they occurred, and frequently 
the loss was not discovered until it 
was too late to go back and get a re- 
fund. 

Outside salesmen who solicit busi- 
ness full time away from empioyer’s 
place of business will be permitted 
to deduct entertainment and all other 
business expenses to get adjusted gross 
income as self-employed salesmen now 
do. Employes will be permitted to de- 
duct all business transportation ex- 
penses from their gross income. 


Agents were specially interested in 
sections 452 and 462 of the new law, 
which provided for deferral of pre- 
paid income and establishment of re- 
serves for future expenses. These sec- 
tions were repealed, but effort is being 
made to preserve the substance of 
them in order to obtain relief in con- 
nection with term commissions. 

The net operating loss provisions of 
the new law provides a two year 
carry-back and a five year carry-over. 
This could have a considerable bearing 
upon plans to change from a partner- 
ship to a corporation or vice versa. 
Also, of particular interest to corpor- 
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ate agencies is the relaxing of the 
section on accumulating surplus earn- 
ings so that it is not as serious as 
heretofore. This penalty tax is at the 
rate of 2714%4% of the first $100,000 of 
each year and 3844% of the amount 
in excess of $100,000. The new law per- 
mits corporations to accumulate earn- 
ings for reasonably anticipated expan- 
sion plans even though the funds are 
not immediately reinvested. Formerly, 
the penalty tax was imposed on the 
entire earnings for the particular year 
in which it is established that earn- 
ings were unreasonably accumulated. 
Now, the tax is imposed only on the 
amount of earnings unreasonably ac- 
cumulated for that year. In addition, 
the new law permits a corporation to 
accumulate $60,000 of earned surplus 
before the penalty tax is imposed. 


There are also some definitely new 
provisions on taxability of partnership 
income. Partnership is one of the most 
popular forms of agency organization. 


Among the new partnership provi- 
sions Mr. Tye noted the following: 

1. Upon a current distribution by a 
partnership, ordinarily no gain or loss 
will be recognized, and any property 
distributed will retain, in the hands 
of the distributee, the basis it had in 
the hands of the partnership. The 
carry-over basis theory is a departure 
from prior law, which provided that 
distributed property would have as 
its basis, in the hands of the distribu- 
tee, a “properly allocable” portion of 
the distributee’s basis for his partner- 
ship interest. 

2. The basis of partnership property 
may be adjusted to reflect certain gains 
and losses on distributions of partner- 
ship property and certain increases and 
decreases in the basis of partnership 
interests resulting from transfers of 
partnership interests. This optional 
treatment is completely at variance 
with prior law. 

3. To the extent that the partnership 
property consists of either unrealized 
receivables or inventory items which 
have appreciated substantially in 
value, a partner shall not escape pay- 
ing tax at ordinary rates on his pro 
rata share thereof, regardless of whe- 
ther he sells or exchanges his part- 
nership interest or receives distribu- 
tion in liquidation of his partnership 
interest. This represents a departure 
from prior law as to sales and ex- 
changes, but not necessarily so with 
respect to distributions in liquidation. 


One provision of the new code of 
great importance to agency partner- 
ships is section 736 relating to pay- 
ments made to a retiring partner or 
to a deceased partner’s estate or heirs. 
Formerly it was not always clear which 
part of such payments was to be at- 
tributable to the purchase price for 
the capital asset of the retiring or de- 
ceased partner and which part was a 
distribution of partnership profits. 
The spreading of payments as a per- 
centage of profits over a period of 
years did not always determine the tax 
effect. The new code makes it clear 
that control of the tax incidents of 
such payments lies in the terms of the 
partnership agreement. 

The tax incidents are extremely im- 
portant. If the payments are regarded 
as the purchase price of the business 
interest, the retiring partner or the 
estate or heirs of the deceased partner 
will pay only the capital gains tax on 
the difference between the cost basis 
and the amount received for the part- 
nership interest. The surviving part- 


<r 


ners in this situation will not be al- 
lowed to deduct these payments from 
their income tax even though pay- 
ments are made in installments over a 
period of years. 

Conversely, if a portion of the pay- 
ments is regarded as a distribution of 
partnership profits, the surviving part- 
ners will be in a better tax position 
because they will be able to exclude 
from their income tax the payment to 
the retiring partner or successor in 
interest of a deceased partner. The 
recipient must then report «he portion 
of payments which is regarded as a 
distribution of profits as ordinary in- 
come and must pay tax on these 
amounts at ordinary income tax rates 
instead of capital gains rates. 


Under the provisions cf the new tax 
code, payments made for an interest 
in partnership property will result in 
capital gain or loss treatment for the 
recipient and no exclusion from in- 
come for the surviving partners. How- 
ever, section 736 (b) (2) provides 
further that payments for an interest 
in partnership property shall not in- 
clude amounts paid for “good will of 
of the partnership, except to the extent 
that the partnership agreement pro- 
vides for a payment with respect to 
good will.” 

So, the greater portion of the 
amounts paid to a retiring partner or a 
successor in interest of a deceased 
partner will now be, in the absence of 
an up-to-date partnership agreement, 
taxed to the recipient as ordinary in- 
come and will be excluded from the 
income tax of the surviving partners. 

Mr. Tye believes that lump sum 
payment, in absence of a _ newly 
drafted partnership agreement, may 
cause serious hardship to the widow 
or heirs of a deceased partner because 
the greater portion of the payment at- 
tributable to the value of expirations 
(good will) will be taxed to the recip- 
ient under the new code as ordinary 
income at the high ordinary income tax 
rates even though received in a lump 
sum in one taxable year. 


Many purchase-sale agreements con- 
tain a covenant that the seller will not 
compete for a period of time. If under 
the agreement, no part of the purchase 
price is allocated to the non-competi- 
tive covenant, capital gain tax treat- 
ment results. The purchase price is not 
deductible by the purchaser from 
gross income. But if this covenant can 
be segregated and purchase price allo- 
cated to it, the amount paid for the 
covenant is ordinary income and not 
capital gain to the seller. Frequently, 
of course, the covenant is not sever- 
able but merely accompanies the trans- 
fer of good will. In such cases the 
courts hold that the convenant has the 
function primarily of assuring to the 
purchaser the beneficial enjoyment of 
the good will which has been acquired 
and is deemed a non-severable contri- 
buting element to the assets trans- 
ferred. 

The buyer and seller’s tax interests 
conflict in this situation. Accordingly, 
if the agent is selling he should see 
that the contract of sale avoids alloca- 
tion of any part of the purchase price 
to the covenant or he will have to re- 
port such proceeds as ordinary income 
even though the sale may have resulted 
in a capital loss. If he is the purchaser, 
he will want the allocation in the con- 
tract in order to claim a tax deduction 
pro rata over the life of the covenant 
on the theory that the covenant has 
been severed from good will and is 
amortizable. “ 
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We’ve Reshuffled the Deck 
and Now We’re Offering You 


the Best Deal... Anywhere 


We've just completed a modernization program that makes Combined Insurance the leader in accident and 
health protection for 20th century living. 


We’ve spent months studying each and every one of our policies — adding new features . . . writing entirely 
new policies . . . and now we've come up with a line of accident and health contracts that just can’t be 
beat — anywhere! 

Here are the Highlights — 

New Universal Non-Cancellable Disability Policy — The Income Protector with -Can wi gett 

Built-in Satisfaction — Provides WORLD WIDE Protection ond is conspicuous in Non-Can with no “Ifs 

the industry with its LACK OF EXCLUSIONS! 

New Royal Banner Hospitalization — Room and Board up to $15.00 per day ‘ 

and the policy pays for as many as 1,000 days. Miscellaneous expense benefits $15,000+- Hospital Protection 

are blanket and predicated on length of stay in the hospital; $100.00 for first 

15 days, $200.00 for over 15 days and less than 45; and if stay extends beyond 

45 days incidental expenses up to $300.00 are paid. 

New Premier Disability Policy — Income Protection in Open Form: LIFETIME Income Protection Even for Life 

Accident and LIFETIME Sickness (no confining requirement first 24 Mos.) Lifetime- 

One Year; 5 Year-5 Year; or 2 Year-6 Mos. Plans of indemnity are written — 

All on the same policy form, 
And, in addition, our line has also been modernized to include the latest in Franchise and Organizational group 
— Union Labor Group and Medical Surgical Protection. 














et aise a ea silane pscaecibuiie ae 
1 Mr. Jack Olson 
1 Combined Insurance Co. of America 
COMBINED INSURANCE COMPANY of AMERICA =| 2c ’erten Bove: Shissoe Ot 
Pp aan Please send me information about Combined’s: 
resiagen 
. CLEMENT STONE, gs “< 1 (1) Non-Can Disability [[] Regular Open FormA& H | 
HEC 2e & | (1) Union Labor Group [] Franchise & Ass’n. Group | 
me i CD Medical Surgical oO ee j 
5316 Sheridan Road Protection Hospitalization ! 
Chicago 40, Illinois | dees | 
I Address 1 
I 1 
| J 
1 i 
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Shown in front of the Springfield’s covered wagon painting at the NAIA 
convention in Los Angeles: Roy E. Wessendorf of San Francisco, Mrs. Wessen- 
dorf; Charles E. Freeman of the home office; Mrs. R. R. Reutepohler and Mr. 


Reutepohler of San Francisco. 


Mrs. John F. Neville, whose husband 
is former secretary of NAIA and is 
now with American Insurance Assn., 
and Melvin J. Miller of Fort Worth, 
past president of NAIA, shown at Los 
Angeles. 


At the Pacific 
Fire hospitality 
headquarters dur- 
ing the NAIA con- 
vention in Los 
Angeles: S. Grif- 
fing Ammerman, 
of the head office, 
Harold J. Johnson, 
Pacific Coast man- 
ager, and Franklin 
J. Pocquette of 
Chicago. 


Jules Simon- 
eaux Jr., New Or- 
leans; Herbert 
Cobb _ Stebbins, 
Denver, secretary 
American Assn. of 
Managing General 
Agents; Mrs. Steb- 
bins, and Jules 
Simoneaux, New 
Orleans, at the 
general agents’ 
suite during the 
NAIA convention 
in Los Angeles. 


At American 
Assn. of Managing 
General Agents 
headquarters dur- 
ing the NAIA con- 
vention: Mrs. C. J. 
Johnson of Wheel- 
ing, W. Va.; L. H. 
Simonton of Den- 
ver, and Mrs. Si- 
monton. 


Frank Ennis; 
Mrs. Lavonne 
Clark; James Guy 
and Miss Jane 
Breckenridge, 
shown at Los Ang- 
eles working on 
the America Fore 
directory for the 
NAIA convention. 


Gardner C. Waite of Bozeman, Mont., 
and J. Norvell Trice of Richmond, Va., 
seen at the NAIA convention in Los 
Angeles. 

Seen at the NAIA convention in Los 
Angeles: Andrew Wheeler, west coast 
manager of the National Underwriter 
Co., and T. James Carlile, in charge of 
insurance for the Anglo California 
Bank at Los Angeles. 





William H. Menn of Los Angeles, 
past president of NAIA and general 
convention chairman, with Harry Perk 
Jr. of Los Angeles at NAIA convention. 


At the Hartford group headquarters in Los Angeles during the NAIA con- 
vention: Earle L. Matson of Hartford Accident, Los Angeles; A. E. Lampe ‘of 
American Foreign Insurance Association, San Francisco; A. C. Harris, local 
agent at Glendale, Cal., and M. W. Pelletier of Hartford Accident, Oakland. 
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Cal. Agents Elect 
Knapp at Brief 
Annual Parley 


LOS ANGELES—California Assn. of 
Insurance Agents held an abbreviated 
annual meeting at the Biltmore hotel 
here during the meeting of National 
Assn. of Insurance Agents and elected 
B. F. Knapp, Fresno, president, to suc- 
ceed Paul Wolcott Jr. of San Diego. 
Other officers elected were J. P. Ben- 
nett, Los Angeles, vice-president and 
Roger Chickering, Oakland, secretary. 
Under California custom, Mr. Bennett 
will move into the presidency next 
year and Mr. Chickering in 1957. 

Mr. Knapp, a native of Seattle, has 
been with the Shepard-Knapp-Apple- 
ton agency since 1937. He had been 
with United Pacific previously and dur- 
ing the second world war was a cap- 
tain in the army air corps. He served 
the California association on the acci- 
dent prevention and National Automo- 
bile Club committees before becoming 
secretary in 1953, and vice-president 
last year. 


Mr. Knapp was also elected state na- 
tional director, succeeding Robert E. 
Battles, Los Angeles, now NAIA execu- 
tive committeeman and “favorite son” 
choice for NAIA vice-president. 

The major resolution adopted praised 
the members of the California legisla- 
ture for passing a more stringent agent 
licensing law in spite of tremendous 
pressure from opposing insurance fac- 
tions. 

Hugh Coburn, San Francisco mana- 
ger of Boston and Old Colony, present- 
ed Mr. Wolcott with a model fire en- 
gine in tribute to his services to insur- 
ance in California and throughout the 
country. 

The Salinas Assn. of Insurance 
Agents was awarded the William H. 
Menn trophy for outstanding local 
board accomplishments. Jack Riggs, 
president, accepted the award. 

Due to many changes in fire insur- 
ance in the last few years, the fire 
and allied lines committee suffered no 
boredom, J. C. Schroeder, chairman, 
reported. 

As for the new mercantile block pol- 
icy, the committee believes it eventual- 
ly will be on the market as a stabiliz- 
ing influence in its field. At present, 
the rate structure has not been final- 
ized because of the tremendous prob- 
lems in class rating for this type of in- 
surance. The committee feels its actu- 
al use will develop problems requiring 
revisions but will establish some uni- 
formity and assure the ability to re- 
new contracts as they expire. 

Chaotic conditions existing at present 
make it difficult for any agent to 
guarantee renewal at existing rate lev- 
els and to renew the same coverage 
now being offered, the committe said. 

As for the new multiple location 
building and equipment credit plan, 
the committee feels the industry is 
“running when it should be walking.” 


Discussing the headaches of the 
package policy field, the committee de- 
plored the tendency of the industry to 
limit certain coverages which were 
broader in the basic contract from 
which the package policy was derived. 

The committee also reported devel- 
opment of a plan to permit agents to 
use a revised installment premium plan 
as a working tool in their portfolio. 
The plan must be approved yet by var- 


enn 





Shown at NAIA headquarters during the NAIA convention in Los Angeles: 
Geoffry Potter of NAIA headquarters staff, Miss Verial Cook, Los Angeles 
association, and George R. Cross and James R. Mathews of the NAIA head- 


quarters staff. 








ious committees in the industry be- 
fore adoption. 

President Paul Wolcott Jr. in his re- 
port of administration, congratulated 
the various committees for their ef- 
forts and praised the industry and ad- 
ministrations’ efforts to secure renew- 
al of California department of veter- 
ans affairs fire insurance program for 
another five-year period. Members of 
the veterans board had _ suggested 
switching coverage to two mutuals or 
that the state program be self-insured. 

While the outcome is not yet known, 
—association officials are confident- 
ly expecting to keep this program in 
the hands of California agency forces 
despite direct-writer or sebf-insur- 
ance competition. Involved is state- 
wide coverage in excess of $400 mil- 
lion in value and five-year-premiums 
of over $1 million. 

The administration report also as- 
sured the industry that it is well 
aware of repeated attempts to panic 
the agency business into the belief 
that there is too great a spread between 
its rates and those of Allstate, Safeco, 
Farmers, etc., “We are satisfied that 
there are many areas where expenses 
can be materially reduced without 
asking us to lose our status as inde- 
pendent business men. Such attempts to 
destroy our independence will contin- 
ue to be opposed vigorously. We are 
not going to lose it,” Mr. Wolcott said. 





New Safe Gets F Rating 


Mosler Safe Co. has brought out the 
first safe to bear the Underwriters 
Laboratories’ approval for 30-minute 
torch resistance. The new money safe 
qualifies for the F classification on the 
money and securities broad form cov- 
erage and the F rate under the mer- 
cantile safe burglary policy. It is 
labeled TR-30 and contains a relocking 
device and drill and manipulation re- 
sistance. 


NAIA To Pay $2,500 


for Slogan Describing 
the Local Agent 


LOS ANGELES—The National Bo- 
ard of State Directors of National Assn. 
of Insurance agents approved a $2,500 
appropriation as a prize for a name or 
slogan which would best describe the 
independent insurance agent. The na- 
tional association Tuesday afternoon 
received a telegram from National 
Assn. of Casualty and Surety Agents, 
in which the casualty agents offered to 
participate financially in a unified 
advertising program to explain the 
need and services of the independent 
insurance agent. 





Negligent Worker Is 
Ruled Eligible for WC 


Employes injured on the job should 
receive workmen’s compensation even 
if they are negligent and foolhardy, 
New Jersey supreme court has ruled 
in the case of a Trenton garage em- 
ploye. 

The worker had been told to change 
his clothes as they had become soaked 
with gasoline while he was filling a 
tank. Asserting that he was not afraid, 
he struck a match to his clothes and 
suffered severe burns. 





Donate to Driver Training 


El Paso Assn. of Insurance Agents 
has donated $25 to the school system 
for driver education. 





Glatz agency of Jamestown, N. Y., is 
building a new log cabin office that 
will feature a drive-in window and 
parking space for seven cars. Albert 
W. Glatz, in the business for 42 years, 
heads the firm, whose staff includes his 
two sons, C. William and John A. 








Harold’ Bolling 
of Lake Charles, 
La., left, and Ro- 
bert E. Battles of 
Los Angeles, right, 
talking with Mil- 
ton W. Mays of 
America Fore at 
the NAIA Los An- 
geles meeting. 














, = know the advantages in 


offering policies of a well known 
insurance company. For more than 
245 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 
proper protection to fit the ever 


changing needs of the times. 


FIRE AND ALLIED LINES 


SUN 
INSURANCE 
OFFICE 


LIMITED 


SUN INDEMNITY CO. OF N. Y. 


NEW YORK: 55 Fifth Avenue 
Chicago: 309 W. Jackson Boulevard 
San Francisco: Swett & Crawford, Gen’! Agts. 
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Agents Told to Put Less Emphasis on Needs, 
Begin Creating Desires to Get Business 


Although the number of potential 
clients will increase by 35 million in 
the next 20 years and a larger per- 
centage of family units are climbing 
into the middle income group, which 
has the greatest need of the services 
of a local agent, “some drastic changes 
must be made in our present method 
of doing business” before these statis- 
tics can be converted into purchasers, 
A. N. Bushnell Jr., president of Insur- 
ance Assn. of Los Angeles, said at 
the annual meeting of National Assn. 
of Insurance Agents. 

Mr. Bushnell, who spoke at a work 


session devoted to the role of insurance 
in the changing American market, said 
people no longer buy what they need, 
but what they want. “So it’s time we 
stopped putting emphasis on needs and 
began creating desires.” 

An association committee has started 
compiling information on agency ad- 
vertising methods and costs, but even 
if this committee comes up with an 
ideal program it is only half the battle. 
The other half must be solved by the 
insurance companies. Mr. Bushnell said 
he certainly wasn’t the first, nor would 
he be the last, to suggest a company- 
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COMPANY 
OF ZURICH, SWITZERLAND 


Organized 1863 


REINSURANCE 


United States Manager 
J. K. BATTERSHILL INC. 


161 East 42nd Street 
New York 17, New York 
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ACCIDENTAL DEATH 

ACCIDENT AND HEALTH 
Hospital, Surgical and Medical 


Income Replacement U.C.D. 





Independence Can Help You... 


Independence Insurance Company 
offers complete facilities in both Group and Ordinary 


General Agency Enquiries Invited 


“depend Insurance Company 


cf 
727 WEST 7TH STREET he LOS ANGELES 17, CALIF. 


TRinity 3841 
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TERM—Low, competitive rates. 

JUVENILE—Unusval ‘‘Tripler’’ in- 
sured savings. 
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SPECIAL MORTGAGE SECURITY 
PLAN 
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sponsored research program in adver- 
tising methods. 

At present the national association 
and National Assn. of Insurance Bro- 
kers are the only insurance producer 
organizations nationwide in member- 
ship and nationwide in thinking. He 
said he realizes that the management 
of many companies may feel that a 
program is a bold idea,“but I say to 
them in all seriousness, the agents are 
bearing their share of the advertising 
load. We want help—not a handout. 

“If we are to realize the opportu- 
nities of the next 20 years, the agency 
system companies and their producers 
must create in the minds of the public 
a desire to buy their insurance only 
from a well educated, efficient and sin- 
cere local agent.” He would prefer to 
use another name, something more 
closely identified with the agent’s real 
worth to the public. 

Some say agents should be called 
insurance counselors, others insurance 
producers, and there are many more. 
Those in the bargain counter insurance 
business have agents, so do almost all 
direct writers—not to speak of ticket 
agents and theatrical agents. He ad- 
vocated a new national brand name— 
sold and publicized by all companies 
and producers, so that when a member 
of the public buys from the agent he 
knows he is getting the ultimate in 
integrity, competence and service. 

The next step to secure a fair share 
of these limitless opportunties is ob- 
vious. If agents are successful in mak- 
ing their products and services known 
they must be prepared to render all 
of the services they advertise—and 
more. To do so means to educate and 
re-educate themselves constantly and 
persistently, to take advantage of all 
courses offered by the association’s 
education committee and to attend 
advanced agency management courses. 

Progress is change and progress is 
the multitude of forms, policies and 
rating methods in use today, he said. 
He is sure agents sometimes wish 
they could go back to the good old 
days when everything was orderly 
and serene. But they can’t. 


All new insurance forms and ideas 
are created by public demand. Society 
is more complex. New methods of 
manufacture, new techniques, new 
foods, new living standards all demand 
broader and more comprehensive in- 
surance treatment. 


The policy peddler and the paid rep- 
resentatives of companies writing lim- 
ited forms will be “hard pressed in 
this wonderful future to compete with 
our active members who have kept 
step with all new insurance develop- 
ments. 


“But,” Mr. Bushnell said, “educat- 
ing ourselves is not enougk. Billions 
of dollars in business has gone to our 
bargain counter competitors because 
we have been unable to reach all mem- 
bers of this new and expanding popu- 
lation with the message of the worth of 
our service beyond the mere delivery 
of a policy. I’ve repeatedly heard the 
statement that the tremendous increase 
was business we couldn’t have secured 
anyway—it was price buying. I simply 
don’t believe it, any more than I be- 
lieve there are too many insurance 
agents. Too many order takers and 
policy peddlers yes—but not too many 
competent, independent insurance 
agents. We must attract new and virile 
blood to the sale and production end 
of our business.” 

For many years the high schools in 
his area have conducted vocational 
guidance days twice a year when stu- 


dents are invited to request speakers 
on vocations in which they are inter- 
ested. After several years of not be- 
ing invited, Mr. Bushnell said he 
called the principal and let it be 
known he was somewhat hurt. When 
he finished his tale of woe, the prin- 
cipal said, “Why Bill, none of the 
students seems interested in insur- 
ance.” So there’s another selling job to 
be done, he asserted. 

To him no facet of the insurance 
business is more exciting than selling— 
the satisfaction, not only of earning a 
reasonable living, but also of admin- 
istering to the insurance needs of 
friends and business associates. This 
of necessity requires personal contact 
and close attention to detail. There are 
only so many hours in each business 
day and suddenly these are gone—with 
still a large backlog of unmade calls. 
Automation and the transfer of some 
responsibilities to the companies will 
never make these calls, but a new 
young man or woman in an agent’s 
office will. 

e . e 

Local associations of insurance pro- 
ducers can offer the logical start in 
this educational program. They should 
offer their services to both high schools 
and colleges as instructors on insur- 
ance subjects and as counselors to in- 
form the students of the many oppor- 
tunities in the insurance business. 
Then, as the program progresses, both 
company and producer organizations 
should assist in the establishment of 
graduate schools of insurance in the 
many colleges which now do not have 
them. These graduate schools would 
provide the business not only with top- 
notch personnel but also the instrument 
for continued high level research in 
advertising, marketing and _ internal 
operations. 

Mr. Bushnell said if these things 
are done by the end of the next 20 
years, insurance will be recognized by 
the general public as the true profes- 
sion that it is. 

Stating his opinion of the future, he 
said agents will have attained pro- 
fessional status in the eye of the pub- 
lic, developed enough competent people 
to handle all the new business avail- 
able and the insurance counselor will 
have done a number of things to 
eliminate needless operations and ex- 
pense. 


First, he has found that being a re- 
cording agent is not as complicated or 
expensive as he had supposed. Having 
a policy writing department has 
eliminated hundreds of errors, rewrites 
and delays, Collections automatically 
improved because the sooner a policy 
is delivered the sooner it is paid for, 
and this ability to deliver a policy 
immediately to the client without hav- 
ing to order it from the company office 
firmly establishes in the purchaser’s 
mind the professional status of the 
producer. 


He has revised his credit policies, 
realizing that credit is a privilege, not 
an obligation, and because a large per- 
centage of his clients pay promptly and 
there are practically no flat cancel- 
lations, he has negotiated a trade dis- 
count agreement with all his compa- 
nies. Most manufacturers have used 
such a discount for years. Why not the 
insurance business? 

The agreement states that all ac- 
counts will be paid by the 15th of the 
month following inception date and 
all audits will be paid by the 15th of 
the month following billing. There will 
be no flat cancellations and, on can- 
cellations for non-payment of pre- 
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mium, a minimum of $5 will be paid 
the company. 

In return, the company will allow a 
3% cash discount from the net bal- 
ance due on the monthly account. This 
extra 3%, which is in effect a reward 
for conducting an orderly business, 
provides the agent with additional 
funds to improve his advertising 
efforts. 

He has adapted to his uses all of the 
new and most modern office machin- 
ery and conducted an analysis of his 
office operations so that all possible 
detail work could be eliminated or sub- 
stantially reduced. 

On policies subject to audit, he has 
selected all those with a premium of 
between $100 and $1,000 on which 
there is a relatively stable annual 
payroll and, where because of premium 
requirements they formerly required 
quarterly audits, these have now all 
been placed on an annual audit basis 
py the simple expediency of attaching 
an installment premium endorsement, 
charging the first quarter of the esti- 
mated annual premium at inception 
date, and automatically billing 25% of 
the estimated annual audit each three 
months. He has established within his 
office a competent claims department 
and has secured authority from his 
companies to settle all first party 
claims up to $250. The claims depart- 
ment also handles many small property 
damage claims and has the authority to 
take releases and issue drafts. He has 
taken advantage of all the package 
policies available to consolidate his 
client’s insurance coverages and, where 
he thought a new type of package was 
required, he went to his companies and 
convinced them that it should be made 
available. He has made installment 
payment of premiums available to his 
customers that need it. Not by selling 
policies on a three or six-month basis, 
but by arranging credit through com- 
pany-owned insurance finance con- 
cerns or through local banks in his 
neighborhood. 

Mr. Bushnell said all of these things 
the agent has done because he sincerely 
felt it was the best way in which he 
could serve his clients and his com- 
munity. Being independent became 
more than just a word. It felt good. He 
was running a community business 
efficiently and at far less cost than he 
had before. Consequently, he felt no 
need to represent insurers which 
offered to take this work load, which 
was justly his, off his hands, for a 
slight fee, of course. 

The policy he delivered became the 
standard of the profession. Those of the 
policy peddler and department store 
operation, substandard—and _ recog- 
nized as such. 

But the independent agent didn’t 
accomplish all these things by himself. 
Backing him to the limit were those 
many insurance companies the agents 
call close friends—those companies 
that actively support the agency 
System. 

They too made many changes in 
their operation so that expenses could 
be reduced and a better product offered 
to the public at less cost. They elimin- 
ated all fleld force service which dupli- 
cated the services of the competent 
local agent. They eliminated many 
unnecessary endorsements, They con- 
solidated all their rate making organi- 
zations, and while doing so made avail- 
able to them the latest and most 
modern of electronic equipment so that 
rates and classifications could more 
realistically be arrived at. Rating and 
other statistical data was made avail- 
able to the companies bi-monthly by 


use of the new electronic wonders. 
Rates were then adjusted annually 
and could always be considered cur- 
rent. Insurance applications were 
standardized and simplified. All non- 
pertinent data had been dropped. The 
costly item of expiration notices had 
been done away with and the ordering 
of credit reports was almost unheard 
of. The companies revised and simpli- 
fied all rating manuals and adopted 
uniform effective date rules. 

All of these changes, together with 
those just referred to that the agent 
himself had made in his own operat- 


ions, resulted in substantial savings to 
the companies and a corresponding 
reduction in insurance costs to the ulti- 
mate consumer. This quite naturally 
resulted in a percentage commission 
reduction to the agent. The policy- 
holder’s cost had been reduced and so 
was the commission income. 

But this was a commission reduction 
which was smilingly accepted by the 
local agent, because by the moderni- 
zation of his methods, the simplification 
of policy forms and combining of many 
policies into single packages, he had 
been able to reduce his general over- 
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head and could accept this reduction in 
commission income and still provide 
agency system service and also have 
many extra hours of selling time each 
week. 

Mr. Bushnell interjected that “be- 
fore any agent or company man listen- 
ing rises up in righteous indignation, 
just remember I have been looking 
into the crystal ball and even Nostra- 
damus wasn’t always right.” 

He added that to him the future 
holds absolutely no fear if during the 
next 20 years even a few of the things 
he spoke of became realities. 
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Underwriters Are Concerned Over Rising 
Loss Ratios on Coverages for Churches 


With steadily worsening loss ratios 
under both fire and liability insurance, 
underwriters have been growing more 
and more concerned by church busi- 
ness for several years. It would be hard 
to say which of the two coverages have 
produced the most dollar losses for 
insurers. 

While both falls and fires are, to an 
extent, acts of God, abnormally poor 
loss ratios in this field, as in any other, 
stem from failures of a human sort. 
While churches are not particularly 
unsafe places, the upward thrust of 
losses under liability insurance for 
houses of worship comes from increased 
attendance and activities, the difficulty 
of defending claims against institutions 
of this kind, and the willingness of par- 
ishioners to make claims, which may 
not be as surprising as it seems, since 
the church traditionally is a prime 
source of solace and charity. 


As to fire losses, the blame is more 
precisely assessable against the church- 
es and those who are responsible for 
handling their temporal affairs. In ad- 
dition to the fact that churches are 
badly underinsured, which certainly 
doesn’t help the loss ratio, construction 
and maintenance of church structures 
are poor compared with almost any 
other type of building. Too much church 
money goes into appearance, too little 
into sound, safe construction and main- 
tenance. Too, there are more churches 
today than there were 10 years ago, 
and they are worth more dollars. 

The problems generated by poor fire 
experience, inderinsurance and the like 
in this field led Eastern Underwriters 
Assn. in 1949 to prepare “Notes on 
Church Insurance for Clergy and Lay 
Trustees,” which is a discussion of in- 
surance needs and safety suggestions. 
This was taken over for distribution by 
National Board, which presently is in 
the process of revising it. 

Burglary losses of churches also have 
increased in recent years, to such an 
extent that the business is planning, 
for the first time, to keep track of 
church theft experience as a separate 
class, so that appropriate rate revisions 
can be made. 


The liability insurance experience 
of churches has been getting steadily 
worse for several years. National Bu- 
reau figures show that the basic limits 
loss ratio in 1948 was 41.6; in 1949, 
49.8; in 1950, 56.4; in 1951, 63, and in 
1952, 71.3. 

Underwriters and claim men agree 
there are several reasons for the recent 
unfavorable trend. The most important 
is the fact that the liability claims are 
handled on a sympathy basis rather 
than on the legal liability involved. 

Claim frequency is higher as a direct 
result of an increased church attend- 
ance, which has been noticeable since 
the second world war. 

Another major factor in church li- 
ability experience is the tremendous 
increase in the number of social events 
occurring in the church today. The 
church calendar showing events for 
the coming week clearly indicates that 
the church is becoming more and more 
the center of the congregation’s social 
activity. 

Finally, in recent years the so called 
immunity of religious organizations has 
been narrowed considerably in many 
states and in some it is non-existent. 
Even in states with immunity laws, 


courts today are holding that immun- 
ity is no defense to the insurer. 

It is the experience of one company 
that writes a considerable amount of 
church liability coverage that almost 
without exception a parishioner or 
member of the public has no compunc- 
tion against pressing and litigating 
claims involving a church. Several 
years ago, for example, a parishioner 
of a Catholic church insured by this 
company recovered $25,000 as a result 
of injuries sustained in tripping on a 
step immediately adjacent to the com- 
munion rail. The jury determined the 
step represented a hazardous condition 
despite the fact it was not of unusual 
construction, and completely over- 
looked the fact the situation was open 
and obvious and that plaintiff, a regu- 
lar communicant, was familiar with it. 

Immunity to suit in some jurisdic- 
tions may take care of churches but in 
other jurisdictions it may not. In any 
event there is a possibility of the trus- 
tees themselves being sued, and when 
a liability policy is issued to a church 
one insurer advocates adding to the 
policy the board members who are re- 
sponsible for the business operations 
of the church. They are giving their 
time and money, and there is no reason 
why they should be open to the possi- 
bility of suit, and they might be with- 
out this protection. 

This company also strongly advo- 
cates medical payments coverage in 
connection with the public liability, 
as it finds that injuries to members 
of a congregation are difficult to han- 
dle when the contract is purely liabil- 
ity. A reasonable medical payments 
rider represents money well spent. 


One form of coverage that is almost 
entirely overlooked by churches is 
non-ownership automobile liability in- 
surance. Many churches at one time 
or another use donated automobiles 
for various purposes such as canvass- 
ing for funds, boy scout activities, 
picnics, etc. 

There are many cases of liability 
claims against churches paid by insur- 
ers. Some typical ones are set forth 
below. 

A group of boys were playing foot- 
ball in a vacant lot owned by and adja- 
cent to the church. One boy broke his 
leg and was told by the minister that 
the church’s insurance would cover the 
expense. The father of the boy thought 
he had coverage under medical pay- 
ments even though the medical pay- 
ment endorsement specifically excludes 
coverage for accidents arising out of 
any athletic activity. Because of prob- 
able litigation and because of the furor 
created by the insurer’s position in the 
matter, the medical claim was accepted 
for “business reasons.” 

A woman fell down the stairs in a 
church and broke her leg. After a year 
she decided to have plastic surgery and 
wanted the company to pay the medical 
expense, which would necessitate the 
waiving of the one year time limit. 
Pressure was brought by the broker 
and directors, who believed that “jus- 
tice could be done only by the com- 
pany waiving the one year limit.” 

An elderly lady attending a church 
social function fell and fractured her 
hip. The allegation was that the floor 
was unusually slippery because it had 
been waxed that morning. However, 
there was proof that the same wax had 
been used for years and the floor was 


no more slippery than it always had 
been. 

At the request of a nun, a 12 year 
old girl was lighting candles at the 
church altar when her dress caught 
fire and she sustained severe burns. 
The defense was the immunity of a 
religious organization. However, the 
defense attorney found that the judge 
did not feel that such a defense would 
apply because at the time of the acci- 
dent the girl was performing a service 
for the church and could not be con- 
sidered a beneficiary of it. 

A person was struck by the outward 
swing of the rectory door. Action 
against the church was upheld by the 
courts on grounds that construction of 
the door was defective and action was 
not precluded because plaintiff was a 
parishioner. 

An elderly parishioner fell off a 
kneeling platform and though there 
was no apparent negligence on the part 
of the church the parishioner was giv- 
en a sizeable settlement. 

A contractor who was placing flow- 
ers in the church slipped on the altar 
steps. He alleged the area was not pro- 
perly lighted and the steps were of pe- 
culiar construction. 

A claimant fell on ice outside of 
church and sustained a _ fractured 
shoulder. 

Another claimant, attending a funer- 
al, went across an icy curbing to enter 
a funeral car. Her foot slipped on an 
unsanded portion of the ice, she fell to 
the ground and twisted her left leg 
and ankle, fracturing the ankle bone. 

A three year old child was severly 
burned about the legs when the 
church’s janitor left a fire unattended. 
He had raked leaves, deposited them 
in a driveway on the premises abutting 
the rear alley, and set them afire. The 
insurer considered fortunate to settle 
the case for $2,790. 

A 68 year old woman was helping 
prepare for the “coffee hour” to be held 
following the 11 o’clock service and 
tripped over a row of bricks used as 
a marker to outline the walkway. Grass 
was so tall it obscured the bricks. The 
resultant fractured left femur cost the 
insurer $4,954. 

A 10 year old girl attended the pa- 
rochial school which was part of the 
church grounds. In descending the ver- 
tical pipe of a “Jungle Gym” ( a trap- 
peze affair) a ring on her right third 


finger caught on an extended bolt caus. 
ing a trumatic amputation of the dis. 
tal joint. All sorts of complications set 
in and it cost the insurer $5,850 to dis. 
pose of the claim. 

A 64 year old woman fell when, at 
the conslusion of the service, she 
slipped on a highly polished floor. Fric. 
tion tests disclosed it to be unsafe. As 
a result of the fracture to the wrist 
and the trauma to the back and lower 


left leg her ultimate disability amount. | 


ed to a functional loss of 75% of the 
hand, 20% to the leg, and 15% of the 
back. The claim cost $9,670. 

A 60 year old man fell through an 
open trap door in the anteroom abutt- 
ing the auditorium of the parish house, 
Medical expense and_ salary loss 
amounted to $4,522, but because of cer- 
tain liability and medical facets of the 
case the insurer setled for $3,500. 

An 88 year old woman was propelled 
down a flight of steps to the basement 
of the church when the checking mech- 
anism of the door adjacent to the stair. 
way permited the door to close rather 
abruptly. The resultant injuries cost 
the insurer $3,459. 

A 71 year old woman had volun- 
terred her services in the kitchen of 
the rectory where meals were prepared 
for a fund raising affair. She tripped 
over a substantial tear in the rug while 
in the room next to the kitchen. The 
fractured hip which she sustained cost 
$3,435. 

A 62 year old woman fell on the front 
steps of the church after attending 
services, sustaining a fractured hip. 
The steps had a handrail and the rise 
was uneven, as were the leading edges. 
The case cost $3,075. 

A 66 year old woman slipped on the 
church’s private walk on which snow 
and ice had accumulated. The frac- 
tured hip cost the insurer $3,500. 

A 60 year old woman was thrown 
down an outside stairway after attend- 
ing services, when a warped board 
used as a covering for the concrete 
step wobbled. Why these boards were 
ever used is a mystery since there was 
an overhead structure protecting the 
stairway from the elements. 

The premium volume of church theft 
insurance never has been considered 
sufficient to code the experience sep- 
arately. However, one company was s0 
concerned over its own worsening 
church theft insurance experience that 











Among those aboard the special New York state association car enroute to 
the NAIA convention in Los Angeles: back row, Mrs. Herbert Brewer of Lock- 
port; Mrs. Craig Thorne of Hudson; Patricia Mayer, daughter of John G. Mayer, 
executive secretary of the association, and Mrs. Mayer; front row, Candy 





Brewer, Peggy Mayer and Susan Thorne. 
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it made a careful analysis of theft busi- 
ness for 1954. The company found that 
40% of its total losses involved money, 
36% involved church property other 
than money, and 24% was for property 
damage either to the building or its 
contents. 

Thefts of property involved quite a 
variety of objects. For example, items 
stolen from churches and paid for by 
this insurer included motion picture 
projectors, loud speaker amplifiers, 
sewing machines, typewriters, adding 
machines, power mowers, floor polish- 
ers, religious articles with intrinsic val- 
ue, safes, duplicating machines, electric 
fans, clocks, boy scout equipment, choir 
robes, money in safes, unattended col- 
lections (stolen before end of church 
service), and money taken by armed 
robbers on church premises 


In Brooklyn not long ago almost $1 
million worth cf jewels were stolen 
from the crown of a statue. Fortunate- 
ly, the jewels were recovered. 

Because of the concern of insurers 
over rising theft losses, the National 
Bureau burglary rating committee has 
agreed to establish a separate code for 
churches so that in a few years under- 
writers will be able to determine the 
need for a revision in rates for this 
class. 

Among reasons cited by burglary un- 
derwriters for a high frequency of theft 
losses in churches are that the respon- 
sibility for protecting church property 
may be in many hands and church 
money may be in several different 
places before it is finally deposited. All 
the normal arguments as to the neces- 
sity of private businesses carrying bur- 
glary insurance apply with equal if not 
greater force to churches. 

Boiler and machinery underwriters 
say that when this form of insurance is 
carried by churches the limit of liabil- 
ity is very low despite the high values 
which are evident. 

Fire insurance is, of course, almost 
universally carried by churches, but 
very few of them carry enough and 
many are woefully under-insured. 

Serious underinsurance creates an 
economic problem because church fires, 
compared with fires in other properties, 
are more frequently serious and more 
often total. Underwriters strongly urge 
that the church financial committee or 
other responsible official always ser- 
iously consider not only compliance 
with coinsurance requirements but in- 
surance to full value. 


A study by National Fire Protection 
Assn. shows that the average church 
fire loss is considerably higher than 
that of most occupancies; in one 10 
year period it was $4,873, compared 
with an average dwelling fire loss in 
a similar period and in almost the same 
group of states of $591. This study also 
reveals that on an average the build- 
ing constitutes about 85% of the total 
loss. NFPA points out that in spite of 
effort and expense devoted to provid- 
ing attractive and imposing appear- 
ances for church structures, with few 
exceptions little thought has been given 
to fire and safe construction. Fire chiefs 
invariably acknowledge that church 
fires are among the most difficult with 
which they have to contend and that 
the chances for successful control are 
most unfavorable. Few are equipped 
with automatic sprinklers, though 
where they have been installed their 
efficiency is remarkably high in con- 
trolling fires. 


Underwriters also stress the need of 
reliable insurance appraisal. This may 


come from a local contractor who un- 
derstands construction and is familiar 
with values in the locality, or from an 
appraisal firm. Then, with building 
costs still on the increase nationwide, 
continued effort is necessary to keep 
these amounts adequate and in accord- 
ance with the provisions of the coin- 
surance clause. These costs have in- 
creased nationwide in 1955 for all types 
of construction approximately as fol- 


lows: Since 1932, 218%, since 1935, 
171%, since 1940, 152%, since 1945, 
88%, and since 1950, 18%. 


Another weakness found in a study 
of the history of church fires is the 
lack of a consciousness of adequate 
fire prevention. Among the administra- 
tive functions of a church governing 
body, those of fire prevention are as 
important to the community as the 
obtaining of adequate insurance, im- 
portant as this may be. 

A generous supply of fire extinguish- 
ers should be maintained, particularly 
in the more hazardous areas such as 
the kitchen and boiler rcom. The next 
step in fire prevention would be in- 
stallation of an automatic fire alarm 
system connected to fire department 
headquarters and covering the kitchen, 
boiler room, closets and blind attic 
spaces. Certainly every church with a 
steeple should be equipped with light- 
ning rods. The installation of an auto- 
matic fire alarm system would result 
in the early detection of fires and give 
the fire department a chance before it 
is too late. 

In addition to the usual hazards such 
as careless smoking, combustible dec- 
orations, especially at Christmas and 
other church feast days, unsafe use of 
candles in religious exercises, improp- 
er use of cleansing materials, etc., 
churches are subject to some very im- 
portant additional hazards peculiar to 


themselves and common to many 
churches. 

. . . 
1. Church construction: Concealed 


individual roof areas, particularly be- 
tween auditorium ceiling and roof, 
high steeples, and _ non-firestopped 
combustible interior finish make the 
fire inaccessible to fire fighters and 
frequently furnish draft conditions re- 
sulting in the rapid spread of fire. 

2. Heating defects such as overheat- 
ed or defective furnaces, chimneys or 
smokepipes are the principal cause of 
fires. Frequently these heating units 
are forced to heat large areas in a 
short time, therefore, proper installa- 
tion is most important. A cut-off fun- 
nace room is desirable. 

3. Another main cause of church 
fires is defective electrical wiring. Am- 
ateur wiring installations are common 
in churches to accommodate various 
occupancies, and substandard or de- 
teriorated wiring or overloaded circuits 
frequently result. 

4. An unusually high percentage of 
church fires (as opposed to most other 
occupancy classes) are caused by light- 
ning. Approximately 10% of all church 
fires are attributed to lightning, which 
is listed as the third main cause of fires 
in churches. A study of causes reveals 
that in many cases lightning protection 
systems are substandard, and there is 
evidence of poor maintenance of some 
systems. The church building, with 
its high steeple, if not protected by 
lightning rods, is particularly suscepti- 
ble to lightning strikes. When lightning 
strikes and fire ensues, the fire may 
be high in the steeple, a spot inaccessi- 
ble to the fire department. 

5. Incendiary fires in churches are 
not unusual, and many are set by re- 


ligious cranks. Since most churches 
are accessible at all times, they are 
vulnerable to this kind of attack. 

Noteworthy, too, and deserving of 
the study of an interested fire preven- 
tion committee, is the fact that fre- 
quently lack of funds for church con- 
struction and repair leads to the use of 
amateur labor in the performance of 
many tasks and installations, which 
makes for unsafe conditions that may 
prove conductive to the starting or 
quick spread of fire. 

In addition to these and other special 
hazards inherent in churches is the 
fact that almost all churches are un- 
attended and unlocked a _ substantial 
portion of the time, leaving them open 
to the general public. More often than 
not when a fire starts the church is un- 
occupied, which leaves detection of a 
fire to the casual passerby. Naturally, 
such a fire has often reached pro- 
portions of such intensity before de- 
tected that a more complete loss has 
resulted. 

. . . 

Recent experience has shown that 
extended coverage is a necessity. Dis- 
asters like the hurricanes and tornadoes 
of recent years have shown that some 
high-valued church properties were 
not protected by EC. Churches today 
need coverage of damage from wind- 
storm, hail, explosion, riot, riot at- 
tending a strike, civil commotion, air- 
craft, vehicles and smoke. 

Vandalism and malicious mischief, 
to which churches are so often prey, 
may also be written as an endorsement 
to the EC, though seldom is it included. 

Certain church properties also quali- 
fy for marine type coverage; e.g. val- 
uable stained glass windows may be 
insured separately from the building 
by a marine fine arts policy. This type 
of insurance is all risk, with minor ex- 
clusions. In addition, paintings, etch- 
ings, pictures, tapestries and other bon- 
afide works of art, such as valuable 
rugs, statuary, marbles, bronzes, anti- 
tique furniture, rare books, antique sil- 
ver, manuscripts, porcelains, rare glass 
and bric-a-brac, either of rarity, his- 
torical value or artistic merit may be 
insured under a fine arts policy, af- 
fording this type of all risk coverage to 
those important items. Fine arts insur- 
ance should be considered by churches. 

There are other types of losses which 
can occur in addition to actual dam- 
age to church property. For example, 
building or zoning laws may require 
sections of a partially destroyed build- 
ing to be removed. This can be covered 
by demolition insurance. 


A leasehold interest may be lost, re- 
sulting in financial loss if a lease for 
the same type of property would be 
costlier. This can be covered by lease- 
hold interest insurance. 

Six of the larger church fires of 1954, 
with a combined loss of more than $2.5 
million, provide interesting examples 
of fires caused by non-adherence to 
fire safety standards. In all six in- 
stances the fire was detected by outsid- 
ers. Four occurred at night and two in 
the daytime when no one was in the 
building, thus allowing fire to get a 
head start before it could be attacked. 

Poor structural conditions hampered 
fire fighting quite definitely in three of 
the six cases. 

Chronological arrangement of the 
fires points up the continuing trend of 
church fire losses with little apparent 
improvement as 1954 progressed. 

In January at Omaha the First Meth- 
odist Church burned with a loss of 
$444,000. Origin was in the non cut-off 
boiler room, but arson is suspected. At 
Huntsville, Tex., the First Baptist 


Group Agents Form 


National Organization 


CINCINNATI—A new national or- 
ganization was formed in Cincinnati 
by agents who specialize in the associ- 
ation type of group disability. Compa- 
nies writing this specialized form of 
insurance have been asked to submit 
names of recommended agents. Offi- 
cers of American Society of Associa- 
tion Insurance Agents are W. A. Rudd, 
W. A. Rudd, Inc., Cincinnati, presi- 
dent; Harrison Henry, TerBush & Pow- 


ell, New York City, vice president; 
W. T. Rowland, Jr., Bertholan-Row- 
land, Inc., New York City, secretary- 


treasurer. 

During the meeting, a constitution 
and by-laws were drawn up and di- 
rectors elected who elected the offi- 
cers. They will serve until the next 
annual meeting in Chicago, Oct. 3, 
1956. An interim meeting has been 
called for Feb. 17-21, 1956, at Palm 
Beach, Fla., when the initial member- 
ship roster is expected to be compiet- 
ed. Charles Carlisle, TerBush & Pow- 
ell, Schenectady, N. Y., is admissions 
committee chairman. Mr. Rowland 
and Lowell Weaver, Akron, O., com- 
plete the membership of this com- 
mittee. 

Directors, other than officers, are: 
A. C. Bertholan, Bertholan-Rowland, 
Inc.. Philadelphia; William B. Grif- 
fin, Lexington, Ky.; William Lutz, Ru- 
pert & Lutz, Rochester, N. Y.; Charles 
Sellers, Jr., Buffalo, N. Y., and Messrs. 
Weaver and Carlisle. 

A statement issued following the 
formation of the new group said, “It 
is hoped that in the very near future 
its existence will play a major role 
in the future of association group 
disability insurance as well as in its 
newly forming offspring, association 
group life, hospitalization and major 
catastrophe plans.” 








Church burned with a loss of $300,000. 
Cause was faulty wiring with presence 
of non fire-stop wall. 

In August at Toronto, the United 
Church burned with loss of $250,000. 
The fire originated in the auditorium 
and was beyond control before being 
noticed by a passerby at 6:51 a.m. 

In September at Youngstown, O., the 
Roman Catholic Cathedral burned with 
loss of $986,000. Lightning struck the 
spire; the lightning protection system 
was substandard and was poorly main- 
tained. 

In November at Waco, Tex., the 
Methodist Church burned with loss of 
$400,000. The fire originated in a store- 
room with unprotected doorways be- 
tween the auditorium, where fire did 
damage, and adjoining classrooms. 


Unfortunately, this loss trend con- 
tinues into 1955 as shown by the fig- 
ures published by the National Auto- 
matic Sprinkler & Fire Control Assn. 
For February, 1955, alone, the estimate 
on total damage in 20 fires was $2,097,- 
000. 

Unquestionably many of these losses 
were seriously underinsured. 

Fire underwriters point out that one 
cause of failure of churches to insure 
to full value is the lack of understand- 
ing by laymen who are charged with 
the responsibility of placing the church 
insurance. Furthermore, it is difficult 
to place a value on a church, for as a 
building it is of no use unless another 
congregation wants it, and the usual 
standards that might be applied to a 
commercial building are rather diffi- 
cult to apply. 
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NAIA Committees Report on Year's Work 


(CONTINUED FROM PAGE 32) 





local boards and state association acci- 
dent prevention committees have been 
doing good jobs on this activity. The 
committee recommended that during 
the coming year this slogan be adopted 
and members concentrate their efforts 
on the difficult but important task of 
saving the lives of the citizens of to- 
morrow. 

The report touched on other projects, 
including the “Slow Down and Live” 
program, the latest revision of Assn. 
of Casualty & Surety Companies’ 
“Safety Is Good Business,’ S-D Day, 
etc. 


METROPOLITAN AGENTS 


Victor O. Schinnerer of Washington, 
D. C., chairman of the metropolitan 
and large lines 
agents committee, 
reported that 
questicnnaires on 
the installment 
plan were distri- 
buted to more than 
100 agents a year 
ago. The 15 replies 
indicate that the 
operation of the 
installment plan is 











being well han- 

— dled. But the com- 

Victor ©. Schinnerer mittee concludes 

from the lack of response that the 

matter is not of naticnal interest at 
this time. 


Lack of specific problems during the 
year does not mean that metropolitan 
and large lines agents do not need a 
clearing house for matters peculiar to 
their operations, and the report recom- 
mended continuation of the comrnittee. 


RURAL AGENTS 








The rural and small lines agents 
committee, headed by 


Kenneth A. 


Young of Blue Earth, Minn., con- 
ducted a survey of 52 associations, of 
which 49 replied. Of those replying 21 
indicated they had rural and small 
lines committees. Other associations 
name such committees when special 
problems arise. 

Mr. Young’s committee then got in 
touch with all 21 committee chairmen 
to let them know the NAIA committee 
wanted to help. The committee also 
solicited a report of the activities, to 
help build a central storehouse of suc- 
cessful ideas and answers for NAIA 
to use for the benefit of other like 
committees, and solicited the presenta- 
tion of problems with which the NAIA 
group could help. 


PROPERTY INSURANCE 


The property insurance committee 
headed by H. Earl Munz of Paterson, 
N.J., met with the executive committee 
of Inter-Regional Insurance Confer- 
ence in July, and feels this conference 
should be continued as an annual func- 
tion to discuss matters of mutual inter- 
est. 

Many agents have found it difficult 
to sell business interruption insurance, 
chiefly because of the complex forms, 
technical work sheets and the necessity 
of analyzing balance sheets, the Munz 
report continued. The companies cre- 
ated the “earnings” form to provide a 
more easily understood contract for the 
small business man. Insured would be 
compensated for loss of business in- 
come without furnishing or keeping 
such records as were previously neces- 
sary. Unfortunately this “earnings” 
form proved unsatisfactory. 

During the meeting with Inter- 
Regional the agents’ committee strong- 
ly recommended that an all purpose 
simplified U&O form and work sheet 
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be created. The committee is presently 
studying the feasibility of having either 
a single form for both manufacturing 
and non-manufacturing risks or one 
form for each type of risk. The aim 
here is to provide forms and work 
sheets more readily understood and 
that will result in realistic settlement 
of losses. It is not the intention of the 
committee to create additional forms 
but to simplify existing forms. 

The subject will be studied by the 
time element committee of Inter- 
Regional and a report made at the 
next meeting with NAIA representa- 
tives. 

The committee wants reporting 
forms made eligible for the same term 
treatment accorded other insurance on 
contents. The natural tendency of the 
agent is to reduce limits on reporting 
forms and provide most of the cover- 
age on a specific basis because of the 
difference in term treatment. The ex- 
tension of the term privileges to re- 
porting forms using a 2.7 factor has 
not and will not solve this problem, 
according to Mr. Munz. The agent 
must of necessity continue to write 
much of the coverage specifically be- 
cause of the difference in term factors. 

Since many new homes are being 
constructed with improved wood shin- 
gles, the committee thinks fire rates 
should be the same for both approved 
and wood shingle roofs. Inter-Regional 
companies are compiling statistics on 
the different types of roof and will 
report at the next meeting with NATA. 

Agents must issue a “removal 
clause” when household contents are 
moved to a new location. The commit- 
tee has recommended that this be un- 
necessary when household contents 
are moved to a new location within 
the same state. Inter-Regional will 
study this. 

Damage caused by “sonic boom” 
when aircraft break the sound barrier 
has been interpreted as not covered 
under the explosion peril of extended 
coverage. This damage has been inter- 
preted as damage caused by concus- 
sion. The committee recommended that 
Inter-Regional study the feasibility of 
providing coverage for damage caused 
by concussion, as an additional peril. 

The committee has presented a pro- 
posal to amend the personal property 
floater to provide coverage for $1,000 
unscheduled property as presently pro- 
vided under the fire contract. 

Introduction of other dwelling forms 
would be harmful to the agency sys- 
tem, the report declares and recom- 
mends that the companies improve the 
forms now available in order to provide 
the agent with a better product with- 
out introducing new policies or forms. 

In the future the property committee 
will get up a questionnaire to be sent 
to the NAIA members, to secure the 
views of the agents on matters that 
come within committee jurisdiction. 





BONDING 





Blanket bonding of federal govern- 
ment employes becomes effective Jan. 
1, J. Kenneth Cormack of Providence, 
chairman of the fidelity and surety 
committee, pointed out in his report. 
The committee became concerned over 
the role the agency system would play 
in this program. Providing suitable 
blanket bonds through qualified surety 
companies is the business of the agent 
and there should be no direct solicita- 
tion by agency surety companies, the 
report asserts. 

Many conferences on this have been 
held with members of Congress and 
others by representatives of the in- 





surance business including Assn. of 
Casualty & Surety Companies. 

There appears to be grave concern 
as to the size of the “package” that will 
be required by certain governmental 
agencies. As a result, the entire matter 
was in a state of flux as the report 
was written, and a high degree of con- 
fusion exists as to the ultimate deci- 
sions. 

The surety committee of the casual- 
ty association obviously needs support 
in its efforts to produce a proper and 
workable plan for blanket bonding of 
government employes. It appears quite 
necessary that NAIA join forces with 
surety spokesmen to achieve a sensible 
program. 

Though the proposed abbreviated 
bond manual was officially laid in the 
lap of Surety Assn. in 1954, there has 
been no concrete expression of that 
bureau’s intentions. The latter has not 
been able to give the matter the con- 
sideration it requires, which, the com- 
mittee reported, is disappointing to 
agents. 





EDUCATION 


Ernest F. Young of Charlotte, N.C., 
chairman of the educational committee, 
reported that the decision to establish 
an educational award program was the 
most significant event of the year. The 
$1,000 award program runs from June 
1, 1955 to Sept. 1, 1956 and will be 
confined to the activities of local board 
membership using the standard course. 

The need for the introductory course 
for new agency personnel has been 
conclusively proved, the report also 
noted. Though the number of enroll- 
ments has somewhat declined, many 
new discussion groups have been 
formed using this beginners’ course. 
The cumulative number of enrollments 
is 2,068. The same figure for the stand- 
ard course is 4,141. 

An increasing number of states 
are sponsoring short course campus 
schools. These have a cumulative en- 
rollment of 903. 

The committee has adopted a loose- 
leaf method of printing textbooks to 
keep up with constant changes. A new 
textbook on farm coverages has been 
written. 

The committee is continuing to study 
the feasibility of having a textbook on 
salesmanship. This subject was pre- 
sented at the North Carolina short 
course school this year and as a result 
the committee hopes to have a book 
available in the near future. 

The New York insurance department 
approved use of NAIA courses to pre- 
pare prospective agents under the new 
agents qualification laws in that state. 








Conn. Wins Sparlin 
and Bowen Awards 


The Connecticut association won 
both the Sparlin cup and the Bowen 
public relations award and _ were 
appropriately honored at the NAIA 
convention in Los Angeles. 

There was no Woodworth memorial 
award this year. 


Florida won the highway. safety 
award for state associations, and the 
following local associations won 
awards in that. classification: Grand 
Ledge, Mich.; Columbia City, Ind.; 
Winter Park, Fla.; Hobart, Okla.; 
Orlando, Fla.; and Fresno, Cal. 
Marland K. Strasser of. Assn. of 
Casualty & Surety Companies made 


the presentations, which are a part of 
the safety is good business. program 
conducted jointly by the casualty 
association and NAIA. 
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owned insurers; discrimination in 
Sales Expert Sees marine insurance, and support for 
1955 as Best Year— the get-the-government-out-of-busi- 


with Real Effort 


Despite conflicting, contradictory 
and negative predictions about the 
immediate future of American busi- 
ness, there are many favorable factors 
that cffer unprecedented opportunity 
jn 1955 for those who will keep their 
eye on the target and shoot the works 
in better salesmanship, Gene Flack, 
sales counsel and director of adver- 
tising for Sunshine Biscuits, New York 
city, told the annual convention of Na- 
tional Assn. of Insurance Agents in 
Los Angeles. 

Among those favorable factors Mr. 
Flack cited record employment of more 
than 65 million; spendable, disposable 
income, after taxes, of $13 billion more 
than a year ago because of tax reduc- 
tions, increased dividends and other 
factors; and liquid assets of citizens of 
more than $210 billion, almost five 
times 1940. Also, sales in food, con- 
struction, automobile, and retail, out- 
put of electric pewer, advertising bill- 
ings, and furniture orders all exceed a 
year ago. 


Sheldon Reports on 
Chamber Activities 


Because of the years National Assn. 
of Insurance Agents has been a mem- 
ber of U.S. Chamber of Commerce, 
agents have sort of an equity interest 
in it, Walter M. Sheldon of Chicago 
told National Board of State Directors 
in his report as NAIA representative 
on the chamber’s insurance committee. 
Objective of insurance committee of 
the chamber, he said, is not to seek 
solutions to peculiar insurance prob- 
lems but to deal with the issues basic 
to the maintenance of the private com- 
petitive system. 

However, problems in the insurance 
sphere are handled. For example, di- 
rectors of the chamber recommended 
opposition to a compulsory non-occu- 
pational disability benefits in District 
of Columbia. The chamber has noted 
the tendency to consider workmen’s 
compensation insurance as an element 
of income insurance and the tendency 
of labor unions and others to encourage 
a centralization of the problem, either 
through federal legislation or the in- 
troduction of national standards. 

On the work program of the insur- 
ance committee, he said, are the fol- 
lowing objectives: 

. . . 

To assist the insurance business to 
participate with others in the cham- 
ber’s program to conserve the free 
market system under which private 
insurance operates and upon which it 
depends for its existence. 

To promote development of insur- 
ance coverages and services demanded 
by the buyer and to resist government 
assumption of insurable risks. 

To support sound public regulation 
of insurance under state jurisdiction. 

To foster favorable conditions for 
U.S. insurers in foreign countries. 

To encourage conservation of life, 
health and property through effective 
safety programs. 

He said that several insurance asso- 
ciations have developed national af- 
fairs committees as suggested by the 
U.S. chamber, namely, National Assn. 
of Mutual Insurance Companies, Na- 
tional Assn. of Independent Insurers, 
National. Assn. of Mutual Insurance 
Agents, and American Mutual Alli- 
ance. 

On the agenda of the insurance com- 
mittee also are health insurance; un- 
ion welfare funds; foreign government 


movement. 
A special subcommittee on which 
Mr. Sheldon serves was appointed to 
study the latter subject and make 
recommendations to the full committee 
He said he believes that individual 
agents must interest themselves more 
than in the past in governmental af- 
fairs at the national level if they ex- 
pect to maintain private insurance and 
the private competitive system. 


ness 


4 WESTERN INSURANCE POLICIES are subject to 
constant change, meeting the condition of the times 


and providing better protection, always at the best 


Neumann Report 
Voices Optimism 


President Joseph A. Neumann of Ja- 
maica, N. Y., told National Assn. of 
Insurance Agents in Los Angeles that 
besides a record membership of 32,133, 
finances show 100% of allocations paid, 
expenses are well within budget and 
a respectable reserve has been set aside 
for emergencies. The association has 
grown in stature and is acquiring 
muscles, he declared. 


With strength, however, comes the 


possible rate. 


But there is a Western policy, just as important, that 
never changes. For forty-five years we have made 
one of our primary policies that of friendly help- 


fulness to our agents . . . and service second to none. 


This is our unchanging “Policy” for agents! 








EXECUTIVE OFFICES 
916 Walnut, Kansas City 6, Mo. 


Operating In 37 States With Nation - Wide Claim Service 


THE WESTERN companies 


THE WESTERN CASUALTY AND SURETY COMPANY 
THE WESTERN FIRE INSURANCE COMPANY 


responsibility to use that strength ju- 
diciously. That NAIA does, he said, 
even when cautioning those who would 
fast-talk agents into selling their birth- 
right. NAIA’s quiet, peaceful approach 
to problems is no sign of weakness or 
indecision, he asserted. The principles 
upon which the agency system is 
founded, are as basic, as deep rooted, 
as America itself. These principles 
would be meaningless except for agents 
themselves. 


“Dependability,” he said, is the word 
that most aptly characterizes the agent. 





HOME OFFICE 
Western Bldg., Fort Scott, Kansas 
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Inglis Sees Fine Future 


for Business and Agent 

(CONTINUED FROM PAGE 31) 
derwriter and to community. The in- 
dependent agent is in a position supe- 
ricr to that of anyone else to perform 
those services best and most economi- 
cally. He said he is certain that the 
best underwriting job can be done by 
the agent if he will properly prepare 
himself with the necessary training for 
risk selection and rating. 

Policies can be written by machines 
and those machines can do the policy- 
writing very rapidly and very inex- 
pensively. An insurance policy, how- 
ever, is a legal document and its pur- 
pose is to serve a variety of needs. 
Accordingly, it can be written with a 
great deal more precision in the agent’s 
office which is always so much closer 
to the risk than in a machine room of 
a company far removed. 

There has been and continues to be 
controversy as to whether the credit 
and collection functions of insurance 
is not better managed directly by the 
company than by the individual agents. 
On the one hand, this function does 
respond to automation. On the other, 
a degree of flexibility in credit is not 
possible otherwise than by administra- 
tion by the agent in his close contact 
with the buyer. Whatever be the align- 
ment of functions, it is certain that this 
business and the public will be better 
served if there is a firm understanding 
as to who is going to do what and both 
agent and company police the arrange- 
ment agreed upon to see that the duties 
of each are performed and respected. 


In company circles there is anxiety 
that the growth of the independent 
agency forces may not keep up with 
the increasing need for agency serv- 
ices, he said. There is a rather dis- 
turbing lack of recruitment and de- 
velopment of new agents. If that is the 
fact, there are a number of worrisome 
implications. If the independent agency 
system does not expand commensurate 
with the expanding need for those 
services, other means will be found to 
provide insurance. 

If there are not enough independent 
agents and if those agents haven’t the 
time or the personnel to cope with the 
increasing insurance requirements, 
some other marketing and servicing 
arrangement will result, he asserted. 
Once that occurs, it will change the 
insurance buying habits of many peo- 
ple. Once taken away from the Amer- 
ican insurance system, it will be diffi- 
cult to recapture that business for the 
kind of insurance which has served so 
well for so long. The problem of how 
this very real need for planned expan- 
sion of agency forces is a common one 
for the companies and their agents. 
Cooperative effort in the recruitment 
and development of independent agents 
is a certain requirement for the future 
welfare of agents and companies. It is 
rather difficult to generate enthusiasm 
for a program designed to create com- 
petitors. However, better this new 
competition be developed in a manner 
that will make it fairly close to parity 
with the agency system type of opera- 
tion than to let it be created in a radi- 
cally different form. 





Introduces New Policy in Tenn. 


Southern Fire & Casualty has intro- 
duced to its Tennessee agents a pro- 
pertyowner’s comprehensive policy, 
which is a combination of homeowners 
B and C with automobile liability and 
physical damage included. The policy 
has been approved in Tennessee and 
Georgia. 


Ross Named President 
at Los Angeles Meeting 


(CONTINUED FROM PAGE 27) 


tinental Assurance, New York Life, 
Occidental Life and Prudential. Life 
companies are increasing their activity 
with fire and casualty agencies. 

There was plenty of entertainment, 
including the presidential ball Tuesday 
evening and the Wednesday banquet. 
The Los Angeles Blue Goose was host 
at one luncheon to conventioneers, 
with Milton Dunn, special agent of 
Gulf and MLG of the pond, and Robert 
McWilliams, attorney, handling the 
details. 


CTA Pays $891,225 
for 1950 Crash 


Chicago Transit Authority this week 
completed paying $891,225 for personal 
injury and property damage claims 
arising out of the collision of one of 
its street cars with a gasoline trailer- 
truck in May of 1950. The books will 
be closed after one more _ property 
damage claim is settled. 

The accident is one of the worst in 
the city’s history, causing 34 deaths 
and 37 personal injuries plus 78 pro- 
perty damage claims. 

CTA was uninsured for this loss, 
although it carried with London 
Lloyds $600,000 in excess of $250,000 
self-insurance on its elevated-subway 
system. 

The total amount paid for personal 
injuries arising from the 1950 accident 
was $477,076, and there was another 
$4,625 paid to 10 persons who claimed 
injuries as occupants of nearby build- 
ings that were damaged in the crash. 
For death claims, CTA made settle- 
ments totaling $291,618, and the 78 
at $109,062. 

In the explosion of the gasoline 
truck, five nearby buildings caught 
fire and were destroyed. The CTA 
listed an additional cost of $8,874 for 
such items as medical expense and 
probate court costs. 

The collision occurred when the 
street car struck an open switch and 
swerved in front of the oncoming 
truck. 

This week the CTA tried out a new 
high-speed elevated-subway train on 
which it took special insurance pre- 
cautions in the form of an accident 
policy in Lloyds providing over-all 
coverage for $1 million for passengers 
on the test run with a limit of $100,000 
per person. The premium was $550. 





Insurance Courses in Wash. 


Under the sponsorship of Washing- 
ton Assn. of Insurance Agents, insur- 
ance classes have been scheduled in 
Auburn and Yakima. An introductory 
class of 60 hours to meet on Tuesday 
evenings will commence in Auburn 
Nov. 1. Yakima introductory and 
standard classes, both 60 hour courses, 
are set to begin Oct. 17, sponsored by 
the Yakima association in cooperation 
with the Washington association and 
the state board of vocational education. 


Elect at Cedar Rapids 


Ray T. Moore has been elected pres- 
ident of Cedar Rapids (Ia.) Assn. of 
Insurance Agents. Other officers named 
included Lee Wiltz, vice-president, and 
Walter Scherrebeck, secretary-treas- 
urer. 








New Retail Credit Office 


Retail Credit has opened an office 
at Lubbock, Tex., with James F. Nash 
as manager. He has been with the com- 
pany for 13 years, most recently as 
assistant manager at Dallas. 


Idaho Department Tries 
Rebuilding Inland Empire 


(CONTINUED FROM PAGE 1) 


order to protect the interests of policy- 
holders and creditors.” 

The district court at Boise granted 
Mr. O’Connell’s petition for rehabilita- 
tion after the commissioner listed three 
reasons for the present situation of In- 
land Empire as: 

1. Inland Empire reinsured Louis- 
ville F. & M. without the approval of 
the Idaho department. 

2. Three dividends totaling $5,000 
each were paid by Inland when it had 
no surplus from profits or interest on 
investments. 

3. Management of the company was 
so split that handling business was 
hazardous to policyholders and stock- 
holders alike. 


Mr. O’Connell was represented at 
the hearing by Edward Aschenbrenner, 
assistant attorney general of Idaho, and 
Claude Marcus. Mr. O’Connell testi- 
fied he did not learn of the reinsurance 
agreement between Inland and Louis- 
ville F. & M. until after it was reached. 
At first, Mr. O’Connell said, he thought 
the arrangement was to benefit Louis- 
ville policyholders in Idaho. However, 
after a special examination of Inland 
in late August, he found the company 
had assumed “tremendous liabilities.” 
Then there was a hearing on the pro- 
posed merger of Inland and Trans- 
Pacific, which “led us to believe some- 
thing was wrong in the internal oper- 
ation of Inland.” 

After the purchase of Inland by 
Trans-Pacific, Inland Empire’s home 
office was moved from Salt Lake City 
to Phoenix “against the wishes of the 
insurance department,” Mr. O’Connell 
said. 

When agents got word of the diffi- 
culties, they began to cancel policies 
and hold up balances and the company 
is now at the point where drafts are 
not being honored and many suits are 
being filed. 

Willis Sullivan, Boise attorney, rep- 
resenting H. C. Redlich, secretary, and 
W. D. Corbett, president of Inland, 
said the officers did not oppose re- 
habilitation. 

The records of the company are 
spread between Salt Lake City and 
Phoenix, following removal of the doc- 
uments from Phoenix by several of- 
ficers of the company over the Labor 
Day weekend. This has made it im- 
possible for the departments to com- 
plete their examination. 


B. H. Albertson, chief examiner of 
the Idaho department, said at the hear- 
ing that Inland Empire has no earned 
surplus arising out of business from 
which it could have paid any divi- 
dends, and the $500,000 in surplus cur- 
rently shown was gained from sale of 
stock and contribution certificates. The 
company has had no operating income 
and has consistently reflected a loss, 
he added. 

“Cancelled insurance is coming back 
to Salt Lake City by the basket full,” 
Mr. Albertson told the court, remarking 
that since Labor Day he has been in- 
formed there has been a reshuffling of 
reinsurance. 

Now that the Idaho department is in 
charge of the company, the main prob- 
lem is to see whether there is a chance 
for rehabilitation. Additionally, there 
is the problem of determining exactly 
who are the officers and directors of 
Inland Empire. Since Inland Empire 
took over Louisville F. & M. at the 
beginning of 1955 there has been such 


a turn-over of official personnel that 
there is more than one question as to 
who is what. A reduction in the num- 
ber of directors as accomplished about 
45 days ago may not have been in con- 
formity with the by-laws, in which 
case there would be a question as to 
legality of some of Inland’s dealings 
with Trans-Pacific. All of this has to 
be gone into minutely. 

In fact, this could be carried all the 
way back to the reinsuring of Louis- 
ville F. & M., since that did not comply 
with Idaho law and techncially was 
never legally consummated. However, 
it is understood the Idaho department 
is not going to start its protest from 
that point, taking the position that that 
much at least is water over the dam. 


Mr. Albertson has gone to Salt Lake 
City to try to get things organized at 
the home office of Inland. 

Probably no other insurer in the 
United States history has ever gotten 
into trouble with such discordant fan- 
fare as Inland Empire. Right in the 
middle of a convention examination 
three of the company’s officers took 
responsibility for removing the records 
from Phoenix to Salt Lake City. This 
disrupted the examination and caused 
panic in the agency force. Immediate- 
ly, open letters began circulating, most 
of them addressed to various insurance 
commissioners and sent out by direc- 
tors, officers, former officers, attorneys 
and anyone else who could be said to 
have a hand in the matter. Most of 
these communications were exciting 
reading, but they did less than nothing 
to clarify the situation. 





Fireman's Fund Joins 
in UM Cover Pending 
Okay of Its Program 


Fireman’s Fund has filed and se- 
cured apvroval for use of the new un- 
insured motorist endcrsement recent- 
ly approved in New York as a tem- 
porary measure pending approval of 
its filing of a program called innocent 
victim insurance. 

It advised its New York agents that 
the UM endorsement has been de- 
signed to alleviate, to a degree, the 
problems created by uninsured motor- 
ists but is available only to insured 
car owners. The innccent victim in- 
surance program, the company ex- 
plained, which is now in use by Fire- 
man’s Fund on the Pacific coast in- 
cludes a separate policy which may be 
purchased by non-car owners. A sim- 
ilar program filed by the company 
with the New York department about 
two months ago will, if and when 
approved, enable the company to offer 
similar protection to the 3 to 4 mil- 
lion persons in New York who do not 
own automobiles and therefore cur- 
rently are not able to obtain this type 
of cover. 

The temporary UM endorsement, the 
company explained, will be available 
at the regular charge of $3 on new 
and renewal business. 





R. E. Shaw Manages Kan. Agency 


Robert E. Shaw has become general 
manager of Lightner agency in Wich- 
ita, Kan. He has been a special agent 
for Royal-Liverpool at Minneapolis 
and a salesman for two years for 
Dulaney, Johnston & Priest agency, 
Wichita. 





Sheehy Transfers to Boston 


Henry G. Sheehy, who has been 
vice-president of the Pacific coast de- 
partment of Massachusetts Bonding, 
has been promoted to an executive 
post in the home office. 
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At NAIA convention in Los Angeles: Robert B. Maxwell of Texarkana, Carle- 
ton Fisher of Providence, Dave McKown of Oklahoma City, and Louie E. Wood- 


bury of Wilmington, N. C. 








Insurers, Agents Face 
PR Problems Together 


(CONTINUED FROM PAGE 27) 
al advertising is 58% for local adver- 
tising and 42% for national advertis- 
ing. 

The survey indicates that one-third 
of the agents and local associations of 
this country would be willing to con- 
tribute an unspecified portion of their 
commission income to a nationwide PR 
and advertising program. 

The survey further indicates that 
two-thirds of the agents and local 
boards want some symbol or seal adop- 
ted to set the independent local agent 
apart from the respresentatives of 
direct writers and cut-raters. 

The answers to the questions, how 
many of agency members favor a pro- 
ducers’ advisory council, showed 60% 
would favor such a council. 

Mr. Stott said his committee be- 
lieves that the appointment of the 
outstanding committee by American 
Insurance Assn. together with the 
information obtained as a result of 
the survey, places the NAIA comrnittee 
in an ideal situation to begin dis- 
cussion on specific programs that will 
lead to the results desired by com- 
panies and producers. 

There has been a tremendous change 
in the past year in the approach that 
the companies have taken toward pro- 
motion of the independent local agent, 
Mr. Stott said. He urged agents to ex- 
press their appreciation for company 
efforts. 

. . . 

Basically, any problem agents face in 
public relations and advertising is also 
a problem with their companies, Mr. 
Stott said. Among the problems the 
committee will have for discussion in 
the coming months are: 

1. Should there be activated within 
the business, perhaps within American 
Insurance Assn., a division to act as a 


clearing house for advertising pro- 
grams and public relations material? 
This organization would design pro- 
grams of every type for use at the 


local level to suit the needs of the 
particular local agent or local board. It 
is believed that local agent local 
association using this material should 
become responsible for the cost of us- 
ing the material locally. 

2. The committee has many sugges- 
tions for a nationwide service program 
aimed at indicating the superior ser- 
vices rendered by the independent lo- 
cal agent. One suggestion that stands 
out is reactivation of the automobile 
identification certificate which NAIA 


or 


designed in 1927. Perhaps this certifi- 
cate should be made into an identifi- 
cation card available to all the insured 
member agencies. 

3. At one conference with company 
leaders, many of them indicated their 
belief that a program should be spon- 
sored that would bring more new 
blood into agency ranks. Many new 
arrivals in the business are being 
trained and subsidized by direct- 
writing companies. There seems at the 
present time to be a lack of continuity 
in many of the older established local 
agencies. 

4. The NAIA committee during the 
past year has had many conferences 
with advertising agencies that have 
prepared, or are in the process of pre- 
paring, insurance advertising programs 
for newspapers, radio and TV. This 
information will be available for the 
joint thinking of the American Insur- 
ance Assn. committee and NAIA 
representatives. 


Premium Financing 
Has Many Advantages 
Over Deferred Pay 


Use of deferred payment plans avail- 
able through the fire and casualty 
companies is growing and is having 
injurious effects on agents and com- 
panies, David Gray of Afco told 
National Assn. of Insurance Agents’ 
workshop in Los Angeles. 


To the extent agents use these plans, 
they do at least five times the work 
formerly done without a corresponding 
increase in income, he declared. With 
the rising cost of clerical help, agents 
are trying to decrease the amount of 
such work done, not increase it, and 
have to spend too much of their time 
in the office rather than out producing 
new business. Also, deferred payment 
plans, which require agents to make 
collections, do not improve relations 
with insured. 

An agent receiving a 25% com- 
mission collects only 75 cents (three- 
fourths of 1%) on a $100 five-year 
term premium written on a 78% in- 
stallment basis to handle four collec- 
tions, or less than 19 cents for each 
collection, he noted. Thus the more 
business he converts from prepaid to 
installment, the less his profits. 

A national premium budget organi- 
zation, to which the entire industry 
can subscribe, enables insured to pay 
fire and casualty premiums in small 
and convenient payments, monthly, 
quarterly, semi-annually or annually. 
This benefits agents, insured, and in- 
surers. It will finance all insured’s 
fire and casualty premiums. It can 
develop standard practices nationwide 
and does not offer competitive ad- 
vantages to any one agent. 

Among advantages Afco offers the 
agent are sale of more adequate cov- 
erage because of easy payment, more 
time in the field to sell and to serve 
policyholders, acquisition of all of 


insured’s business because the pro- 
gram applies to all of his premiums, 
elimination of collection problems, 
getting full commission without delay, 
reduction in capital requirements by 
not carrying insured, and reduction of 
flat cancellations and free insurance. 





Neumann Presents 
Nine Local Agents 


with Citations 

LOS ANGELES—Nine local agents 
were honored by President Joseph A. 
Neumann of National Assn. of Insur- 
ance Agents at its opening general ses- 
sion here. 

Presidential citations were awarded 
by Mr. Neumann to the following indi- 
viduals for bringing prestige and cred- 
it to the agency system during the past 
year through accomplishments in busi- 
ness, civic or personal activities: 

David J. Brewer, Greenwood, Miss., 
state national director and a member 
of the NAIA casualty committee, and 
past president of the Mississippi asso- 
ciation. 

John L. Ebaugh Jr., Birmingham, 
Ala., vice-chairman NAIA property in- 
surance committee. 

Valmore H. Forceir, Danielson, presi- 
dent Connecticut association 

Howard N. Fullerton, Wichita, past 
president Kansas association and im- 
mediate past chairman of Midwest 
Territorial Conference committee. 

Joseph Gelcher, San Diego, vice- 
chairman of the NAIA casualty com- 
mittee. 

Sidney E. Nelson, Racine, Wis., 
chairman NAIA accident prevention 
committee. 

Charles J. Schoen, Mount Vernon, N. 
Y., member NAIA casualty commit- 
tee. 

J. Norvell Trice, Richmond, member 
NAIA educational committee. 

Posthumous award: M. L. “Mud” 
Burg, Billings, Mont., member NAIA 
educational committee. 











SCHIRMER ENGINEERING CORPORATION 


| OFFERS INSURANCE AGENTS A NATIONAL 
| ENGINEERING SERVICE SECOND TO NONE 
® 








Our nation-wide organization provides inspection service on all types 
of mercantile, industrial and manufacturing risks including consulting 
service on all fire protection problems. We are equipped to render 
| service on all special hazard protection including automatic sprinkler 


| layouts and specifications and municipal code interpretation. | 














| Robert W. Schirmer, President 
| D. I. McGonagle, Supervisor of Inspections 


Chester 


1791 Howard Street, Chicago, Ill. * Telephone AMbassador 2-6138 


‘‘Resident Engineers in the Principal Cities”’ 


W. Schirmer, Vice President 
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Munz Tells Local Agents 


of Fight for Survival 


(CONTINUED FROM PAGE 31) 





equipped with knowledge of the insur- 
ance business and a willingness to 
work. Yet, Mr. Munz observed, many 
of the gripes about competition come 
from those unequipped with these 
strengths. There is simply no excuse 
for ignorance today, he declared, and 
while he believes that most local agents 
have acquired a good working knowl- 
edge of the business and are willing to 
learn more, the lazy agent is another 
thing. Unless agents get out of their 
easy chairs and really work, at least 
occasionally, they had better find an- 
other job or prepare for retirement. 
For the next few years are going to 
reward the worker and penalize the 
drone. Local agents have had it too 
easy too long. 

When the new dwelling forms were 
introduced, Mr. Munz did not like them, 
he said. He resented having to learn 
something new. He had heard no great 
public demand for them. He felt that 
perhaps something as simple as pack- 
age could be sold in a vending machine. 
However, they came closer and closer 


to home, and he finally tackled the job 
of understanding them. 

His next step was to take current 
renewals in his office, check customer 
accounts and see whether or not it 
would be worthwhile to suggest one of 
the new package policies. 

He was amazed. Almost every ac- 
count he looked at was missing one or 
more of the required coverages. It 
might be burglary and theft or com- 
prehensive personal liability. But in 
some cases Mr. Munz did not even 
have the fire insurance on the furni- 
ture, in others he did not have the 
dwelling. 

He has been busy ever since, he de- 
clared, trying to catch up with the 
prospects developed by this effort. He 
can recall only one instance where he 
failed to complete the sale of a dwell- 
ing package and even then he wrote a 
CPL and increased the amount of fire 
insurance. He found a number of cus- 
tomers without CPL whom he could 
have sold before if he had tried. One 
customer had burglary and theft, CPL, 
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ation of its responsibility for the dangers of the 
road— physical and economic. 
Agents must do their part in 
each community to bring 
safety on the highway and 
sanity in the jury box. 


public's lack of appreci- 








and fire, EC and additional EC on fur- 
niture—but no insurance on her $20,- 
000 dwelling. 

In this process, Mr. Munz has called 
on customers he had not seen for years. 
He met and became acquainted with a 
host of new prospects all because he 
was knocked out of his lethargy by a 
new gadget to sell. It is going to be 
difficult for a direct writer of automo- 
bile insurance to get that business from 
any of these accounts because these 
people have recently seen and talked 
to their local agent and they are 
pleased with the service he has ren- 
dered. 

“You do not do enough selling,” Mr; 
Munz asserted. “Too many of us insure 
the house and the car and mail the 
renewals every year. We come to life 
only when the loss of one of these 
staple lines is threatened. We give our 
attention to the big risks and neglect 
the gold mine of personal accounts. 
Let’s cooperate with that special agent 
who has been trying to tell us about 
all the policies we have at our dispos- 
al,” he urged. “Let’s start now to sell 
our customer complete protection—not 
a policy.” 

e e . 

When a certain mail order house 
with a number of retail stores decided 
to go into automobile insurance several 
years ago, many of Mr. Munz’ merchant 
friends continued in business in spite 
of the fact that this competitor sold 
similar merchandise at a lower cost. 
Though Mr. Munz said he is a champi- 
on of the middle man and had never 
bought anything from a mail order 
house or one of its retail outlets, he did 
need a pair of blue jeans not handled 
by a local store. He went to the local 
retail outlet of the mail order house. 
The young woman behind the insur- 
ance counter came out to wait on him 
at the blue jean counter. She said she 
also sold pants, and she wrapped up a 
pair for him. With the package she 
handed Mr. Munz an automobile insur- 
ance brochure and asked if he carried 
automobile insurance. When he ex- 
plained he was an insurance agent, 
she asked what company and when he 
told her the Hartford, she said that is 
a good company too. 

Thus the representatives of the mail 
order house are asking people to buy 
insurance. 

However, before Mr. Munz left the 
store, he learned that the salesgirl did 
not have fire insurance on her furni- 
ture so he sold her a policy and col- 
lected the premium. The commission 
paid for the blue jeans. A few days 
later a man came to Mr. Munz’ office 
to purchase fire insurance. He had 
been directed there by the agent of the 
mail order store insurance company. 

Mr. Munz has sold a number of 
jewelry and fur floaters, fire policies, 
and, until recently, a few CPLs to peo- 
ple sent to his office from the same 
source. 

He says he has lost one or two auto- 
mobiles to this insurer, but he has no 
fear of holding his own with it in al- 
most every case. That insurer reaches 
a number of people that he would 
never reach, but it simply does not 
have as much to offer as he does. 

He noted that anything sold on a 
price basis alone becomes a target line 
and will be lost to a lower bidder at 
the next renewal. The way to meet 
competition is for the local agent to do 
his job so well it will be very discour- 
aging to his competitor. No one can 
win all the time, but for every one he 
loses, Mr. Munz said, there are a dozen 
or more prospects who need what he 
has to sell and are waiting for some 
good agent to come and sell them. 


Vincent Tells How 
Work of National 
Board Benefits All 


The insurance business is in a period 
of intense development—so “let’s eval- 
uate our position,” 
National Assn. of 
Insurance Agents 
was told at its 
annual meeting at 
Los Angeles by 
Lewis A. Vincent, 
general manager 
of National Board. 

He said the busi- 
ness can be thank- 
ful it is competi- 
tive; its method 
of operation is 
exemplified by 
the agency system, and, by any mea- 
sure, capital stock companies which 
operate through the system represent 
the most popular and best insurance 
service. Among such measurements 
are volume of business, facilities for 
technical aid, the services of the local 
agent, and complete adjusting facilities 
for those who suffer loss. 

National Board was the first of the 
great business service organizations, he 
said. It performs services for insured 
which in turn contribute to the welfare 
of community, state, and nation. 

National Board supresses incendiar- 
ism and arson, one of the original pur- 
poses for which it was formed. Ob- 
viously the community benefits here. 
In recent years the board has been 
called upon to expand this service 
to include thefts, burglaries and hi- 
jacking. Insured benefits from a reduc- 
tion in losses, which reflects favorably 
in lower cost of insurance. The public, 
insured or not, benefits. 

For more than 50 years a corps of 
specially qualified National Board 
engineers has been making periodic 
surveys of municipalities, analyzing 
their conflagration hazard and study- 
ing their fire fighting facilities, he 
said. The results of these surveys are 
of value to member companies in un- 
derwriting and are furnished munici- 
pal authorities for improvement of 
community fire defenses. This work is 
done in more than 500 cities of the 
U. S. with populations of 25,000 or 
more. Local boards and bureaus do 
similar work for the smaller communi- 
ties. . 

In the recent floods in New England, 
records and plans of city water sys- 
tems which had been damaged by the 
floods were replaced from maps and 
reports of the engineers representing 
their companies, he explained. 

National Board constantly is study- 
ing new methods, materials and haz- 
ards as they develop. The plastics 
industry has been an important new 
field and now the industrial use of 
atomic energy demands constant at- 
tention. 

He called attention to the board’s 
catastrophe plan. 

The story of National Board service 
gets to the public by means of the 
board’s public relations. The public 
is apprised of prevention material and 
good practice requirements for safe- 
guarding life and property; and it is 
told of the services of the local agent, 
Mr. Vincent said. Material specifically 
designed and made available for the 
agent’s use include posters, newspaper 
mats and display materials, tying in 
with the advertisement which appear 
in leading national magazines. He said 
he hoped the agents will be able to 
use it effectively. 





Lewis A. Vincent 
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Increased Liability 
of Shipowners Asked 


Conventions dealing with increasing 
shipowners’ liability in general and in- 
creasing owners’ liability toward pas- 
sengers were adopted by international 














Marion Mutual of San Antonio, writ- 
ing fire and allied lines. 

Santa Fe Ins. Corp. of America, 
Austin, writing fire and auto PHD with 
capital of $100,000 and surplus of $50,- 
000. 

Sentinel Indemnity of Dallas, a 
multiple line insurer with capital of 





Loss Seen on School 


Contract Failure 


A building contract for a $3.1 mil- 
lion junior high school in the Spring- 
field Gardens section of Queens, New 
York city, was ordered forfeited by 


but the companies declined assistance, 
it was reported. 

The construction contract is for 
$1,996,630 and the board adopted a 
resolution to charge the entire expense 
of completing the work to the contrac- 
tor. The school was to have been com- 
pleted next February and is now about 
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Landlord's 
Lament: 








Owners, landlords and tenants are in a precarious position 
where they do not carry adequate public liability insurance. 
So many mishaps can occur around any building and there 
are so many possibilities for negligence. 

There will be those exposed to these dangers in your 
community for whom you cannot obtain proper Owners, 
Landlords and Tenants coverage from your customary 
sources. In such cases, Illinois R. B. Jones can place this 
business in the London market for you with professional 
speed and friendly efficiency. 














Ilinois fh. 6. Jones Ine. 


175 W. Jackson Blvd., Chicago 4, Ill.- WAbash 2-8544 
C. Reid Cloon, President 


1401 Peachtree St. N.E., Atlanta, Ga. + Emerson 2584 
William E. Lersch, Vice-President 


REPRESENTING 


Lloyds London 
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Fair, equitable and prompt claim pay- 
ments are just a few of the necessary 
ingredients that make for successful 
agent-company relations. 

Local agents who represent Houston- 
American will attest to our fine 
reputation for quality and prompt, 
efficient service in all phases of under- 
writing, safety engineering and claim 
adjustments. If you have any prob- 
lems, call us. We will be happy to 
work with you. 





Operating in: 


Texas - 
Tennessee - 


Arkansas - New Mexico - Oklahoma - Louisiana - Utah 
Kentucky - Indiana - Wyoming - Nevada - Montana 


yonston Aanerloay 
Insuranee Company 


An Agency SO 


4606 South Main Houston, Texas 





Program Readied 
for Oct. 26 Meet 
of Conn. Agents 


Connecticut Assn. of Insurance 
Agents will have a panel on everyday 
problems of the average insurance 
agent following the business session of 
its annual meeting Oct. 26 at Hotel 
Statler, Hartford. The program starts 
at 10 a. m. 

William N. Woodland, editor of The 
Standard, will be panel moderator. 
Participants and their topics are Her- 
bert R. Bland of R. C. Knox & Co., 
Hartford, automobile BI and PHD; El- 
zey Walters Jr. of Stamford, compre- 
hensive general liability coverages; 
William M. Foord Jr. of Litchfield, 
homeowners package policies; H. Sage 
Adams of Guilford, office manage- 
ment; E. Kenneth French of Harold 
Holcomb agency of Hartford, surety 
bonds, and John B. Crosson of G. B. 
Fisher Co. of Hartford, time element 
coverages. 

David Gray, assistant to the presi- 
dent of Afco, will then speak on more 
production and less expense through 
premium financing. 

Following lunch, Senator Bush of 
Connecticut will speak on reflections 
from the Washington scene. Maurice 
H. Herndon, Washington, D. C., repre- 
sentative of National association, will 
talk on “The Federal Influences Are 
Showing” and Ellis H. Carson, presi- 
dent of National Surety and vice-pres- 
ident of Fireman’s Fund group, will 
have as his topic “Quality Is Our Di- 
mension.” 

A cocktail party will be held at 5:30 
p. m., followed by the annual banquet 
at 7 at which Commissioner Spellacy 
will install the new officers. There will 
be entertainment. 





Public Education, 


Reasonable Policies 
Urged by Killion 


Education of the public and an af- 
firmative obligation to be reasonable 
on the part of insurers are the main 
answers to the problems of the A&H 
business, Raymond F. Killion, 3rd vice- 
president of Metropolitan Life, said in 
his address at the annual meeting of 
Bureau of A&H Underwriters at Bret- 
ton Woods, N. H. The business has 
already shown ample evidence of its 
readiness to assume an affirmative 
obligation through the many examples 
of cooperative effort with regulatory 
officials and voluntary improvement in 
policy terms and conditions. 

The concept of what is reasonable is 
undergoing continual change. In the 
long run, reasonableness will not be 
determined solely by insurance techni- 
cians but in a larger measure by the 
combined voices of the policyholders 
influenced by whatever education the 
insurance industry has been able to 
bring to bear, he said. Practices and 
procedures that might possibly be con- 
sidered by policyholders as not reason- 
able must be anticipated. Where im- 
provement can be made, it should be 
done well in advance of legislative 
compulsion. But where a practice is a 
necessary element to the sound conduct 
of the A&H business, insurers should 
act aggressively to educate the policy- 
holders to understand that the practice 
is fair and reasonable. 

The immediate subjects for a new 
look at reasoniableness suggest them- 
selves in the report on a complaint 
survey by the A&H committee of Na- 
tional Assn. of Insurance Commission- 


ers. These are pre-existing conditions 
provisions of policies, delay in settle. 
ment of claims, complaints involving 
agents and claim representatives, and 
non-renewal and cancellation. 


A successful educational program to 
bring about policyholder understanding 
of the reasonableness of excluding pre- 
existing conditions can be expected to 
have a corollary in eliminating com- 
plaints on claim handling, Mr. Killion 
said. 


The policyholder should understand 
the policy exclusions and limitations 
just as thoroughly as he understands 
the benefit provisions. It is the insurer’s 
responsibility to do everything possible 
on its part to provide him with the 
means to understand. It will not be 
acceptable to take refuge in placing 
the major responsibility for misunder- 
standing on the policyholder. A well 
trained and responsible agent is an 
answer to the problem of providing an 
understanding to the policyholder. 

More specific information on the 
extent and nature of the complaints 
involving non-renewal is badly needed. 
Lack of detailed knowledge has per- 
mitted exaggeration of the non-renewal 
problem and, even worse, may mis- 
direct corrective efforts. 

Of all the possible reasons for non- 
renewal the one that stands out as most 
subject to question is non-renewal on 
account of the deterioration of the 
health of the policyholder. Mr. Killion 
believes that deterioration in health 
is insurable, subject to proper pre- 
miums and reserves, and furthermore 
that it can be done in a commercial 
form of A&H policy while at the same 
time retaining the right to refuse re- 
newal under other circumstances which 
clearly justify that action. This can 
be done through the use of policy pro- 
visions to delineate adequately the 
company’s limit of liability in relation 
to any one sickness or disability. A 
recurrent claim clause is an example 
of such a provision, he said. Several 
companies are working on that ap- 
proach and their experience may be the 
basis on which others may adopt sim- 
ilar procedures. 

A great many companies are under- 
taking to experiment in other direc- 
tions. Some have entered the field of 
purely non-cancellable and guaranteed 
renewable A&H. One of the most note- 
worthy developments in recent years 
has been the principle of guaranteeing 
renewal subject to the company’s right 
to adjust premium on classes of insured 
thereby guaranteeing renewal to in- 
dividual policyholders. Other types of 
renewal guarantee have been intro- 
duced or will be shortly. 

The most important point and one 
which cannot be over-emphasized is 
that the companies are demonstrating 
their willingness to experiment. Con- 
tinuing experiment by individual com- 
panies along lines already commenced 
will, in the long run, produce the type 
of A&H best fitted to provide important 
coverage to the greatest number of 
people at the lowest possible cost. 

At least one company is about to 
offer a policy at a level premium which 
will become fully paid at age 65 to 
provide a hospital and surgical expense 
benefit thereafter without age limit. 
No insurance underwriter would con- 
sider the aged population an attractive 
market in hospital and surgical expense 
insurance from a financial standpoint 
and yet important companies are pre- 
pared to meet that social need, he said. 





James F. Carpenter has joined Alan 
H. Bonito & Co., New York city agency, 
as assistant secretary in charge of the 
fire and automobile departments. 
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KNOWLTON WARNS: 


—_—_— 


Congress Can Change 
State Regulation to 
Federal Control 


State regulation, since the decision 
in the South-Eastern Underwriters 
case, is only by sufferance of Congress, 
Commissioner Knowlton of New Hamp- 
shire warned Bureau of A&H Under- 
writers at its annual meeting at Bretton 
Woods, N. H. It is only because of the 
provisions of the McCarran act that it 
can be argued that states have retained 
exclusive jurisdiction over insurance, 
he said. 

By virtue of this act, Congress gave 
its consent to the continued regulation 
by the states over what the Supreme 
Court had decided to be interstate com- 
merce. This consent can be withdrawn 
and there have been some rumbles 
lately that certain members of Con- 
gress feel it should be withdrawn. 

Mr. Knowlton said when he stated 
that the problem might become a polit- 
ical one, he did not mean political in 
the sense it was taken but that it may 
become one of policy. Whether or not 
the time will come when Congress 
considers changing the policy that reg- 
ulation by the states is in the public 
interest, the business should remember 
that such a move could happen and 
conduct itself accordingly, he advised. 
The only way to avoid a change in 
policy is for the business to so police 
itself and cooperate with state super- 
vision to the end that the business will 
be conducted on a high, ethical plane, 
thus removing the occasion for federal 
supervision, Mr. Knowlton said. 

The only area in which the federal 
trade commission has jurisdiction at 
the present time is in those cases where 
the home state of the insurer does not 
have sufficient law to permit the reg- 
ulation of its domestic insurers in the 
field of unfair methods of competition 
and unfair acts or practices. 





Most controversial is the suggestion 
that the states may have authority to 
regulate the business of their domestic 
insurers, even though such regulation 
may extend beyond the borders of 
the state of domicile. Most of the 
insurance company attorneys’ with 
whom Mr. Knowlton has talked dis- 
agree. Perhaps their position may be 
influenced by a reluctance to admit 
that a state insurance commissioner 
has any authority to regulate a dom- 
estic insurer in such a way as to affect 
what that insurer does outside of the 
bounds of its home state, he said. 

It has long been well recognized 
both in state legislation and by the 
courts that the insurance business is 
affected by the public interest. The 
tendency to impress a public interest 
on the insurance business has been 
increasing, probably because the public 
is buying an extremely technical con- 
tract against the provisions of which it 
has little opportunity to protect itself. 
But if public interest has a proper 
influence on the type of regulation 
needed to control the business, then 
what is meant by public interest? he 
asked. It seems to him ridiculous to 
Say that the public interest of the 
people of any one state is different 
from the public interest of the people 
of another state. All the policyholders 
of a particular company are entitled 
to protection whether they be resi- 
dents of the state of domicile or not, 
he emphasized. 

Many insurance lawyers would like 
to have the question of FTC jurisdic- 
tins. settled by the court of last resort. 


He, too, would like to know what the 
court would say. However, to push 
the matter to ultimate decision would 
necessitate long and expensive litiga- 
tion, and probably adverse publicity. 
Perhaps the approach now being con- 
sidered by the National Assn. of Insur- 
ance Commissioners—to establish a 
set of fair trade practice rules and 
regulations dealing with false and mis- 
leading advertising and recommend 
the adoption of such rules and regula- 
tions by the states—is the proper one, 
he said. 

No assurances can be given that 


this will result in a permanent solu- 
tion of the differences between the 
states and the FTC but the indications 
are that it may do so. The commis- 
sion is apparently giving more thought 
to that portion of the statute directing 
it to prevent the use of unfair practices 
in commerce and less thought to the 
punishment of those who may have 
unintentionally failed to meet its 
standards. It has been suggested that 
the FTC might be willing to withdraw 
its complaints against those companies 
which have revised their advertising 
in accordance with the dictates of the 


commission and signified an intent to 
eliminate any abuses in the future. 

This would mean that the commis- 
sion would proceed only with the com- 
plaints against companies that refuse 
to recognize any merit to the allega- 
tions of false and misleading adver- 
tising. Such a procedure would con- 
template the reevaluation of current 
advertising in the light of what the 
commission believes to be proper ad- 
vertising. He said he hopes the com- 
mission will adopt a new policy along 
these lines. 





FOR LESS THAN TWO CENTS A CUBIC FOOT! 


Pictured in the small photo on the right is the 
Kidde Ultrasonic Burglar Alarm System — most 
efficient means of protection on the market today. 


Unlike ordinary perimeter protection, the Kidde 
system gives complete wall-to-wall, floor-to-ceil- 
ing coverage, guarding every cubic inch of the 
protected area against invasion of any sort. 
With the Kidde system on the job, any attempt 
to enter through a door or window, or by break- 
ing through the floor or ceiling will cause an 
alarm to sound instantly. Tamper-proof switches 
thwart any sabotage, and a special device gives 
a warning in case power fails or is shut off. 
Easy to install, simple to maintain, the Kidde 
system plugs into any electrical outlet, can be 
moved from place to place with no difficulty. 


When properly installed, the Kidde Ultrasonic 
Burglar Alarm System qualifies for an Under- 
writers’ Laboratories Number Two Certification. 
For more information on this exciting new kind 
of burglar protection, send today for Kidde’s 
new Ultrasonic Burglar Alarm Booklet or con- 
tact your U.L.-approved Central Station or 
local alarm company. 


NOW! FOOLPROOF BURGLAR PROTECTION 












The basic units in this photo can protect up to 
60,000 cubic feet of space at a cost of less than 
two cents a cubic foot, depending on physical 
characteristics of the protected area. 


Walter Kidde & Company, Inc., 1044 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada, Ltd., Montreal—Toronto 
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The Home 
Insurance 


Company’s 
current advertising 
stresses two things 
—the value of your 
services and the 
quality of the 













“| buy by brand. 
In the fong run, | have 
more for your money—make 

That's the only way to buy insurance, too 
it is much too late to | me 
a mistake. That's why we talk to our og 

nis ' 

ofessional advice on what 


found, you get 
fewer mistakes 


After a fire or other loss 
find out if you have made 
ot least twice a year and take his pr 
tection we.really need - 
“On his recommendation, Our home, car and wee agi ro] 
The Home Insurance Company. It's a coe A saad 
ond that's important to us. We may never hav ‘ 
d, we'd rather be dealing with The Home. 


types of pro 


insured by 
company, 
but if we shoul , 
_and real peace of mind. 


“It's quality insurance 


Now, See Your HOMEtown Agent 


THE HOME 


ORGANIZED 1853 


Gus COMCE Company 
New York 8, N. Y. 
MARINE 


le, writes 


Home Office: 59 Maiden Lane, 
FIRE ° AUTOMOBILE “plies 
he Home Indemnity Company, an apis 
ae basen Fidelity and Surety Bonds 


40,000 independent local agents and brokers 





A stock company represented by over 











protection you 
provide. 


Remember the 
‘brand name” theme 
—use it in your 

own selling efforts. 
You'll find that it’s 
a sound, sensible and 
effective way to turn 
prospects into 
policyholders. 


This advertisement 
appears in color in: 


American Home—November 
Better Homes and Gardens—November 


Nation's Business— October 


Town Journal— October 


Business Week— October 8 
“‘Newsweek— October 10 
Time — October 10 
U.S. News & World Report— October 21 


Sees Tighter Market, 
Broadened Coverage 
in Group A&H Future 


The future holds for group insurance 
a tighter market and more effective and 
wider coverage of more people, Arthur 
M. Browning, vice-president in charge 
of group insurance of New York Life, 
said at the annual meeting of Bureau of 
A&H Underwriters at Bretton Woods, 
Nat: 

The market for group insurance is 
not saturated nor will it soon be, he 
said. If governmental and agricultural 
employes are excluded, there are at 
present 35 million individuals employed 
by employers with 10 or more em- 
ployes. When coverages provided by 
individual policies, by Blue Cross-Blue 
Shield organizations, and by similar 
insurance media are included, still only 
70 to 75% of this potential market is 
currently insured. And, there is no 
fundamental reason why governmental 
or agricultural employes should be con- 
sidered completely beyond the reach 
of group insurance. 

. e . 

Even when, if that millennium ever 
comes, every working man and woman 
who can be brought within the fold of 
group insurance is insured, insurers 
will still be faced with the fact that 
each year there are many new busi- 
nesses being organized. During 1954 
there were 331,000 new businesses es- 
tablished. This is a constantly recurring 
market, open to all insurance com- 
panies. 

New segments of the population will 
be covered by group insurance. The 
trend now is to extend the statutory 
definition of group insurance to permit 
the coverage of groups with as few as 
10 or less lives. While there are sub- 
stantial problems involved in profitably 
marketing and administering groups as 
small as 10, insurers surely will find 
ways and means of doing so. If insurers 
can write groups as small as 10, why 
not five or some lower number? he 
asked. Mr. Browning said he did not 
wish to predict the ultimate minimum 
limit for group insurance, nor to say 
that his company is yet prepared to go 
below 10 lives. But group writing com- 
panies have done as effective job of 
selling the advantages of group insur- 
ance to both the employing and the 
working public. Accordingly, a demand 
has been built up for these coverages 
that may force insurers to find ways of 
making group insurance more broadly 
available. 

For many years government emplo- 





yes were denied, for all practical pur. 
poses, benefits of group insurance 

ecause of the absence of statutory 
authority for the employer to share in 
the cost. The current trend for govern- 
ments at federal, state, and local levels 
to take the necessary steps to purchase 
group insurance for their employes 
will doubtless grow until substantially 
all governmental employes will be 
eligible for group insurance benefits, he 
said. 

The attention given in recent years 
in the collective bargaining process to 
health and welfare benefits will con- 
tinue, and by its force, group coverages 
will be provided for many more small 
employers, and to employes who are 
more readily identified with the labor 
market than with an individual em- 
ployer. 

The problems of enrolling the em- 
ployes and administering the insurance 
plan for a group insurance policy issued 
to cover the employes of employers 
banded together in a trade organization 
will, in the future, be successfully 
solved in more and more cases. More 
professional associations will be cov- 
ered for insurance benefits by group 
and quasi-group coverages. 

Despite these extensions in the field 
of group insurance, which can be 
readily foreseen, there still remain 
classes of workers in areas not reached 
by group insurance. Principal among 
these are agricultural and domestic 
workers and the self-employed. It is 
possible that through marketing or- 
ganizations, or other types of farmers’ 
cooperatives, group insurance benefits 
may be extended to agricultural work- 
ers. While there are difficulties in- 
volved in such an approach, some 
successful experiments have been tried 
in this area and more experiments will 
be tried in the future. Possible ways of 
extending group benefits to domestic 
workers and the self employed will 
surely be suggested, he said. 

. . . 

Group insurance benefits have been 
popularized to the point where they are 
widely considered as one of the proper 
conditions of employment. So long as 
substantial segments of the working 
population are unable to obtain these 
benefits, there always remains the 
danger that government intervention 
will be proposed to provide this type 
of benefit for such workers. Conse- 
quently these areas of _ ineligible 
workers present a real and continuing 
challenge to the business. 

Prominent among the developments, 
in making present forms of group 
coverage more effective, which can be 
expected in the future, is the inclusion 
of a conversion privilege in all group 

(CONTINUED ON PAGE 60) 








FORESIGHT 


of the companies they represent. 


Fire & Casualty 
Company 





EARL W. GAMMAGE, PRESIDENT 


P.O. BOX 1662 ° 





A quality essential for 
successful Insurance Agents 


The ability to look ahead . . . to anticipate clients’ needs . . . to make 
sound plans for the future, These are just a few of the accomplishments 
of men with foresight. Insurance agents possessing this essential quality 
invariably use it to enhance their success still further by a wise selection 
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HOUSTON 1, TEXAS 
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Change in Effective 
Date on Assigned 
Risk Policy Rejected 


The governing committee of the 
North Carolina Automobile Assigned 
Risk Plan has turned down a proposal 
py North Carolina Assn. of Insurance 
Agents for a speed-up in the effective 
date on assigned risk policies. 

The action was taken during the an- 
nual meetings of the assigned risk 
plans of North Carolina Automobile 
Rate Administrative Office and Com- 
pensation Inspection & Rating Bureau 
of North Carolina. The governing com- 
mittees of the auto rate office and the 
assigned risk plan were reelected and 
the two retiring members of the com- 
pensation bureau’s governing commit- 
tee—Lumbermens Mutual Casualty 
and Maryland Casualty—also were re- 
elected. 

The governing committees reelected 
W. F. Laughlin general manager and 
Paul L. Mize assistant manager of the 
auto rate office; Mr. Laughlin general 
manager and P. A. King Jr. assistant 
manager of the compensation bureau, 
and Mr. Mize manager of the assigned 
risk plan. 

Richard Brantley, assistant execu- 
tive secretary of North Carolina asso- 
ciation, had filed with the assigned 
risk plan a letter proposing that as- 
signed risk policies become effective at 
12:01 a.m. on the day following the as- 
signment date. Mr. Brantley said that 
this would approximately cut in half 
the five to six days now required to 
put a policy into effect. The proposal 
was prompted by situations at Fort 
Bragg, army base near Fayetteville, 
and Camp Lejeune, a marine base near 
Jacksonville, but also resulted, Mr. 
Brantley said, from “a basic problem 
we have at other places in the state.” 

The governing committee decided it 
would be best to continue to adhere to 
the countrywide rule that the assigned 
risk policy become effective on the day 
following the second working day 
after receipt of the assignment in the 
company’s office. However, Mr. Mize 
said, it was suggested that assignments 
be air-mailed when it would facilitate 
delivery to the home or branch offices. 
He plans to do this, he said. 


N. J. Is Revising WC 


Rates as of Jan. 1 


Compensation Rating & Inspection 
Bureau of New Jersey is revising 
workmen’s compensation rates and 
has advised companies to notify their 
policy writing offices, agents and de- 
partments that policies effective Jan. 1 
and thereafter should not be written. 


A. J. Shay, Retiring Zurich 


Safety Engineer, Honored 


Arthur J. Shay, retiring after 34 
years as a safety engineer for Zurich, 
was guest of honor recently at a testi- 
monial luncheon attended by his asso- 
ciates and executives of Zurich. 
He was similarly honored and pre- 
sented with a scroll by the Chicago 
Tribune, one of the organizations he 
has serviced. 

Working in the midwest, Mr. Shay 
has specialized in industrial accident 
prevention. 


Big Cal. Contract Bonds 


LOS ANGELES—Metropolitan water 
district of southern California has 
awarded two contracts for construction 
of 11.57 miles of pipe for distributing 
water from the Colorado river aque- 
duct at a total price of $6,366,303. Part 
of the contract was awarded Steve P. 
Rados of Monrovia, Cal., at his bid 
price of $3,011,760, with National 











Surety on the bond, and part to Ukro- 
pina, Polich & Krall and the Baker- 
Anderson Co. of San Gabriel, Cal. as 
joint venturers, with Maryland Casu- 
alty as surety. 


Elect Bush at Lexington 


Lexington, Ky., Assn. of Insurance 
Agents has elected W. Guy Bush 
as president to succeed B. F. Buckley. 
Other new officers are: Vice-president, 
W. R. Carmichael; secretary-treasurer, 
Harry Houlihan. 

Speaker at the meeting was Brad 
Wagoner, who is with Automobile at 
Cincinnati. 


Wratten to Cincinnati 
for American Auto 


American Automobile has appointed 
W. F. Wratten resident vice-president 
at the Cincinnati branch effective Oct. 
1. He succeeds Cameron H. Sanders, 
who is retiring. 

Mr. Wratten has been resident vice- 
president for American Automobile at 
Hartford since early 1953. He started 
his insurance career with Hardware 
Mutual Casualty in 1930. After serving 
in sales and underwriting capacities in 
several midwestern territories, and 


Building your business on 


added service to policyholders? 





later as branch manager for American 
States at Cincinnati, he joined Ameri- 
can Automobile in 1944. After a period 
at the head office, he became under- 
writing manager at Milwaukee. Sub- 
sequently, he was transferred to Chi- 
cago as branch manager, until he was 
was named to the Hartford post. 

Mr. Sanders, a member of American 
Automobile Quarter Century Club, 
has been chief executive at Cincinnati 
since 1935. 





The Rominger agency of Indianapolis has 


moved to larger quarters at 4609 East 10th 
street 
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Here’s everything you need to make a Planned Personal Survey Program 


pay off for you — in one handy, practical package! 


Primarily designed as a convenient holder for policies, the PRoTECTO-PAK 


protects your customers’ insurance . . . and provides you with an excellent 


opportunity to insure your customers’ complete protection. 


For further information about Prorecto-PAk and how it can help you 
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Continental Changes in 
Mass., N. Y. Suburban 


America Fore group has transferred 
State Agent Bernard J. O’Donnell from 
Boston to White Plains, N.Y., where he 
will supervise the suburban New York 
territory of Continental. State agents 
Merrill F. Ramsay and Carlton D. 
Smith will supervise the central Mass- 
achusetts field, succeeding Mr. O’Don- 
nell. 

Mr. O’Donnell joined the group in 
1928 in the local department of Niagara 
Fire in New York. Later he was special 
agent of the engineering department in 
suburban New York and special agent 
of the four fire companies in Long Is- 
land. He became state agent in 1954 
when he went to Boston to supervise 
Middlesex and Worcester counties. 

Mr. Ramsay, who also supervises 
eastern Massachusetts, entered the 
business with Cambridge Mutual Fire 
and later was with Mutual Inspection 
Bureau. He operated his own agency in 
Cambridge for three years before join- 
ing Continental in 1922. 

Mr. Smith entered the business as a 
clerk with Home in 1910 and in 1925 
became a special agent of American 
Eagle Fire. He also supervises Boston 
and northeastern Massachusetts. 





Minter Receives Blue 


Goose Pin from Wiseman 


W. O. Minter, a member of Hartford 
pond of Blue Goose was presented a 
25-year pin by Robert L. Wiseman of 
Washington, D. C., MLGG, at a meet- 
ing of the pond. Mr. Minter is a re- 
tired vice-president of National of 
Hartford group. 





Loyalty Group Appoints 
Special Agent in So. IIl. 


Carl Hunt has been appointed spe- 
cial agent for Loyalty group in central 
and southern Illinois. He will have 
headquarters at Springfield under 
State Agent Hugh L. Allison. 





Moore Joins Zurich as 
Michigan Fire Field Man 


A. Lynn Moore has joined Zurich 
at Grand Rapids as special agent for 
fire lines. Mr. Moore has been with 
Home for three years and before that 
was with Michigan Inspection Bureau 
for three years. He is a graduate of 
Kansas Wesleyan university. 





Three Iowa Field Veterans 


to Be Honored Oct. 7 


DES MOINES—Three Iowa field 
men will be honored Oct. 7 at a 25- 
year testimonial dinner here. 

They are W. K. Hankinson, state 
agent for National Fire; Henry G. 
Zimmerman, general manager for L. E. 
Ellis & Co., an W. A. Drewelow, state 
agent for National Union. Each has 
served 25 years in the Iowa field with 
his respective company. 

_General chairman of the testimonial 
dinner is T. R. McDonald, Hartford 
Fire, and toastmaster will be Oscar 
Hansen, Rain & Hail Insurance Bu- 
reau. 





Easterwood to So. Cal. 


Field for London Assur. 


Jay R. Easterwood has been named 
by London Assurance as special agent 
in the San Joaquin valley and south 
coast territory of California with head- 
quarters at Fresno. He replaces Ken- 
neth R. Boraker, who has gone into the 
local agency business at San Luis Obis- 
po. 

Mr. Easterwood started in insurance 


in 1947 with Pacific Fire Rating Bu- 
reau, and subsequently was with Na- 
tional Union in the California field. 





Iowa Fire Underwriters 


Plan Educational Forum 


Iowa Fire Underwriters Assn. will 
hold an educational forum starting 
Nov. 8. Panelists will visit various 
cities throughout the state to discuss 
the new low cost dwelling package 
policies. 

Cities to be visited include Red Oak, 
Sioux City, Fort Dodge, Charles City, 
Waterloo, Iowa City and Ottumwa. All 
agents are being notified of the date 
the forum will visit their area. Morning 
sessions will be devoted to education 
and sales and afternoons will be for 
discussion. 





Redelfs, Kinning Get 


New Field Assignments 


Phoenix of Hartford group has 
transferred Special Agent Joseph A. 
Kinning from Minneapolis to Fargo, 
N. D., to establish a new field office 
to serve North Dakota and northwest- 
ern Minnesota. Rex L. Redelfs, special 
agent, goes from the Nebraska field to 
Huron, S. D. 


White Is Big Toad 
of Raleigh Puddle 


W. E. White of Boston and Old 
Colony has been elected big toad of 
the Raleigh puddle of North Carolina 
Blue Goose. Other officers are Fletcher 
Winstead of Seibels, Bruce & Co., 
croaker; Charles Murdock of Hartford 
Fire, bouncer, and W. S. Bizzell of 
North Carolina Fire Insurance Rating 
Bureau, polliwog. 








Murdoch Named Special 


of Norwich Union Fire 


Norwich Union Fire has named Le- 
land E. Murdoch special agent in up- 
per New York state, succeeding Alfred 
Talke, who resigned. Mr. Murdoch 
will make his headquarters in Syra- 
cuse. 


Plan Two Ia. Field Meets 


DES MOINES—FEastern Iowa puddle 
of Blue Goose will hold its annual 
meeting at Cedar Rapids Oct. 11, and 
the annual duck dinner held by the 
Iowa field men will be held at Cedar 
Rapids Nov. 8. 


Elect New N. J. FIRO 


Governing Committee 


Aetna, Camden Fire, Great Amer- 
ican and Maryland Casualty were 
elected members of the governing com- 
mittee of Fire Insurance Rating Organ- 
ization of New Jersey at its annual 
meeting. They succeed American 
Equitable, American, Fire Association 
and Fireman’s Fund. 














Mass. Brokers Assn. 
Sets Annual Oct. 20 


Insurance Brokers Assn. of Massa- 
chusetts will hold its annual meeting 
Oct. 20 at New England Mutual hall 
in Boston. The group will consider 
changes to the constitution and by- 
laws as well as elect officers. 

The annual luncheon, at which new 
and retiring officers will be honored, 
will feature a talk by Salmon Rizk, 
author, on “America Is More Than A 
Country.” 





Slate Kenney at K.C. 


The all-industry luncheon of Kansas 
City CPCU chapter will be presented 
Nov. 7. It will feature a discussion by 
Roger Kenney of the U.S. Investor on 
“Has State Supervision of Insurance 
Met the Challenge of Public Law 15?” 


ACCIDENT AND HEALTH 





Insurer Helps Employers 
Sell Merits of Group A¢éH 


A unique H-factor program—a new 
approach to selling group insurance— 
has been developed by Mutual Benefit 
H.&A. to help employers demonstrate 
their interest in employe health and 
welfare, the advantages of group in- 
surance and the obligations manag- 
ment assumes in giving it. 

The H-factor program (H is for 
human) includes a series of employe 
relations materials. They are: 

1. A bonus check which can’t be 
cashed, to be inserted in the pay en- 
velope to show the value of the em- 
ployer’s contribution to the group pro- 
gram. 

2. A get-well card which reminds dis- 
abled employes that the accident or 
sickness may be covered by insurance. 
A reply card is included to show the 
employer how long the employe ex- 
pects to be away from work. 

3. A notice of paid premium which 
tells the employe his premium for 
group insurance was paid for him. 


Mutual is conducting a national ad- 
vertising program to sell the H-factor 
technique. Fortune and U. S. News 
& World Report are spearheading the 
advertising drive. 

The company also makes available 
prospect mailing pieces to open doors, 
a thorough follow-up system to use 
after prospects have received the pro- 
gram and a complete manual on how 
to use the H-factor technique to do a 
bigger sales job. 





Chicago A&H Association 
Holds Annual Golf Outing 


A record 51 starters braved an early 
morning shower at the annual golf 
tournament of the Chicago A&H Assn. 

Top golfer was Walter C. Kummerow 
of DeYoung-Kummerow with low gross 
of 79. He was paced by Charles F. 
Snyder of BARE with 80 and J. M. 
Fern with 81. 

Low net prizes went to A. A. Rose 
of Retail Credit, 73; Richard A. Keller 
Jr. of Bankers Life & Casualty, 75, and 
Harold L. Bredberg of Bredberg Re- 
ports, 75. 

Other winners were William G. 
Coursey of International Assn. of 
A&H Underwriters; Fred P. Gore of 
R. H. Gore Co.; Otto J. Elder of Ameri- 
can Service Bureau, and_ Ernest 
Michna. 

Lee Hougland of Combined and John 
J. Quinn of Conklin Price & Webb 
competed for high gross honors. Mr. 
Hougland finished with 145 and Mr. 
Quinn with 141. 

In the blind bogey, it was Dan 
Marlowe of Provident, Jack Kratjewski 
and Jack Olson of Combined—winning 
in that order. 

Mrs. Maryland V. Hull of Zurich 
and Mrs. Lena H. Schnorr and Flora 
Coats, both of Kohler, Wis., took the 
bridge honors. 





License Revoked Under N. C. Law 


Commissioner Gold of North Caro- 
lina has revoked the license of H. M. 
Bennett, Raleigh agent, on grounds of 
misrepresentation in the sale of an 
A&H policy. He also forfeited a $500 
bond. The revocation was the first un- 
der a new law passed by the 1955 
legislature, which also requires agents 
to be bonded. Mr. Bennett denied the 
charges and noted an appeal from the 
decision. His company, Reserve Life of 
Dallas, was absolved from any blame 
by the commissioner. 


Fox Named Chairman of 


No. American Accident 


Jacob L. Fox, a director of North 
American Accident since 1935, has 
been elected chairman of the company, 

Mr. Fox has been a member of the 
law firm of Brown, Fox, Blumberg & 
Markheim and its predecessors since 
1913. He has specialized in insurance 
and banking law and contributed num- 
erous articles to legal journals. 

In 1921, Mr. Fox became counsel to 
the late Alfred E. Forrest Sr., president 
and founder of North American Ac- 
cident. He later served as counsel for 
the Forrest family and was named 
executor of Mr. Forrest’s estate. 


Gold Plaque Awarded to 
Los Angeles A&H Secretary 


Presentation to Frances Sandidge 
secretary of Los Angeles A&H Under- 
writers Assn., of a gold plaque con- 
ferring life membership in the Leading 
Producers Round Table of the Inter- 
national association, was the feature 
of the initial fall meeting of the local 
association. This is the only award of 
that rank awarded at this time by the 
International. Eleven other members 
of the local association were awarded 
plaques. 

Robert E. Will, commercial division 
field superintendent of Continental 
Casualty, Los Angeles, was speaker 
having for his topic “Accident and 
Health Has Grown Up.” He defined 
growing up as searching for new things 
and reaching into new fields. He de- 
voted his talk to substandard A&H and 
pointed out innovations by the com- 
pany he represents. He cited conditions 
under which substandard risks can be 
written, and declared that writing of 
substandard business is but another 
forward step in the business. 


Seek to Check Record 


in N. C. Conversion Case 


Three certificate holders in State 
Hospital Association of Tarboro, N. C., 
whose plans to convert to a stock A&H 
company recently were stopped by 
Commissioner Gold, have asked Wake 
county superior court for permission to 
look at the records of the investigation 
of the concern. 

Under a 1955 act, the commissioner’s 
records of such investigations are se- 
cret and may be opened to the public 
only by court order. 

The court now has before it an ap- 
peal by officials of the association from 
the order halting its conversion plans. 
The order was issued after investiga- 
tion showed that hundreds of shares of 
stock had been transferred to two of- 
ficers of State Hospital with certifi- 
cates forged by several agents who 
have since been arrested. Mr. Gold 
emphasized that the investigation 
showed no criminal actions by the 
officers. 











Ohio Hospital Service 


Seeks Increase in Rates 


Ohio Superintendent Pryatel has 
scheduled a hearing Oct. 19 on a rates 
increase request from Central Hospital 
Service, Columbus, which administers 
Blue Cross plan in 29 counties. 

The service seeks to increase its 
30-day standard family contract from 
$4.10 to $4.60 a month and its standard 
$25 deductible contract rates from 
$1.85 a month to $2.35 for individuals 
and from $4 a month to $4.30 for 
families. The service also proposed 
limiting maternity benefits to $50 a 
case on the direct pay 30-day standard 
$25 deductible contract. 
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Wis. Agents Slate 
14 Speakers for 
8-Day Convention 


A total of 14 speakers are scheduled 
to take part in the three-day conven- 
tion of Wisconsin Assn. of Insurance 
Agents at the Hotel Schroeder, Mil- 
waukee, Oct. 17-19. 

Monday’s sessions will include a 
poard of directors meeting, standing 
committee meetings, a dinner-confer- 
ence for local board officers and a 
“semuetlichkeit party” featuring a full 
evening’s entertainment in_ typical 
German style. Theodore Gray Sr., ex- 
ecutive secretary of the Ohio Assn. of 
Insurance Agents and former Ohio 
state senator, will speak at the local 
board dinner. 

“Blueprint for Success’ is the title 
of an address to be given by Dan 
Blount, sales training director for the 
International Shoe Co., St. Louis, at 
Tuesday’s opening session. An “action” 
report by Thomas Harman of Seattle 
will describe the work of the National 
Assn. of Insurance Agents’ casualty 
committee. The morning session on 
Tuesday will be concluded with an 
address on “Garage Liability” by O. B. 
Sullivan, attorney for Aetna Casualty 
at Milwaukee. 

A “sales and service’ workshop on 
Tuesday will include the following 
speakers: P. N. Snodgrass, secretary of 
General Casualty of Madison, “Auto 
Tools’; Lyle Wimmer, secretary of 
Travelers, “Boiler Use and Occupan- 
cy”; S. L. Horman, vice-president of 
Time Ins. Co., “Why A&H in Your 
Agency’”’?; Lynn Surles, industrial con- 
sultant at Milwaukee, “I Can’t Believe 
It”; Charles Timbers, deputy commis- 
sioner of the Wisconsin department, 
“How and Why of Rate Filings,” and 
Paul J. Bringe, sales and advertising 
manager for Milwaukee Dustless Brush 
Co., “Using Direct Mail.” 

Two breakfasts are scheduled for 
Wednesday morning—one on “Farm 
Liability” and the other for metropoli- 
tan and large lines agents, who will 
hear Goodwin Clark Jr., assistant vice- 
president of Continental Casualty, Chi- 
cago on “Retrospective Plan D” and 
H. L. Mauritson, state agent for Fire- 
man’s Fund at Milwaukee, on “Multi- 
ple Location Changes.” A_ business 
session is scheduled for Wednesday 
morning. Wednesday’s luncheon will 
honor Commissioner Alfred Van De 
Zande and will feature remarks by 
Erwin Gaumnitz, school of commerce 
dean at the University of Wisconsin. 

Ladies entertainment will include a 
round-the-town tour of Milwaukee, a 
luncheon, a hat party and a talk by 
Harry J. Figge, agency management 
consultant from Des Moines, Ia., on 
“Your Best Policy.” 





Homeowners Given 
Approval in N.C. 


Commissioner Gold of North Caroli- 
na has approved homeowners policies 
A, B and C for use “without condition” 
effective Dec. 1. 

He removed a previous condition 
after receiving a letter from Roy C. 
McCullough, manager of Multiple Peril 
Insurance Rating Organization, which 
contained definitions of surface water 
and contamination that Mr. Gold said 
were acceptable. 

On Aug. 2 he had announced ap- 
proval of the policies if North Carolina 
Fire Insurance Rating Bureau could 
file acceptable definitions of the two 
exclusions. The bureau and MPIRO 
Said at that time they could not file 


Vitws 


definitions that would be legally bind- 
ing on the companies. 

However, in his letter Mr. McCul- 
lough included legal definitions of 
surface water written by the courts of 
several states and cited Webster on 
the word contamination. He also con- 
tended there is no ambiguity in con- 
nection with the two words. 


Traffic Deaths Up 
5% in Eight Months 


Traffic deaths in August numbered 
3,600, the sixth consecutive month with 
a total higher than the corresponding 
month of 1954, according to National 
Safety Council. Traffic deaths at the 
end of the first eight months of 1955 
totaled 23,470 as compared with 22,- 
430 at the same time last year, an in- 
crease of 5%. 

However, on a mileage basis the fig- 
ures are more favorable. For the first 
seven months, when deaths were up 
4%, mileage was up 7%, resulting in 
a mileage death rate (deaths per 100 
million miles) of 5.8, the lowest sev- 
en-month rate on record. 


Allstate Puts Its 
Three Millionth 
Policyholder on Books 


Allstate last week insured its 
three millionth automobile, and the 
new policyholder, William G. Gray of 
Birmingham, Mich., owner of a 1952 
Oldsmobile, was guest of honor at a 
dinner in the Allstate Detroit office. 

Joseph E. Henry, midwest zone vice- 
president; Henry S. Moser, vice-presi- 
dent, general counsel and secretary of 
Allstate, and Davis W. Ellis, vice-presi- 
dent, in charge of sales, were on hand 
from the head office. Mr. Gray re- 
ceived an inscribed cigarette lighter 
from George C. Powell, Detroit man- 
ager of Allstate, and his choice of a 
major appliance for his home. 

Allstate was founded in 1931 by 
Sears, Roebuck and wrote its one mil- 
lionth auto policyholder in 1951. Pol- 
icyholder number two million was 
written in 1953. 











Hearing at Los Angeles on 


New Cal. Certificate Law 


LOS ANGELES—Talt Steeley, head 
of the licensing division of the Cali- 
fornia department, and a committee 
of nine members of the industry held 
a conference here on the formation of 
minimum standards for agents and 
solicitor training course to be put into 
use in compliance with the new regu- 
lations relative to certificates of con- 
venience for agents and solicitors. The 
meeting was in the nature of an ad- 
visory session, and the proposed mini- 
mum standard program was accepted 
by the committee. It will be considered 
further by the department and hear- 
ings will be held here and in San Fran- 
cisco during October. Similar sessions 
were held in San Francisco Sept. 27-28. 





Levy President of 
Mutual Agents of La. 


Louisiana Assn. of Mutual Agents 
has elected Arthur G. Levy of New 
Orleans president. Other officers are 
Tinsley Connell of Minden and Roger 
Silver of Mansfield, vice-presidents, 
and Glen Walker of Shreveport, sec- 
retary-treasurer, 





Standard Accident has transferred C. 
E. Yorton, field representative, from 
Rochester, N.Y., to Baltimore, and 
Donald R. Thompson, who has been 
at Richmond, has been made claim 
representative at Baltimore. 











FIRST 


to go definitely on record 
as an Agency Company 


THe ROYAL EXCHANGE appointed its first 
agent to do business in 1721. Render- 
ing consistent co-operation and service for 
almost 21-centuries the Royal Exchange 
has also long been part of the American 
Agency System. 


How Can Our Service Benefit You? 


Our field representative in your locality will be 
glad to call and tell you about our plan of 
co-operative service which not only will help 
hold your first line of defense against aggressive 
competition, but enhance your prestige and serv- 
ice in your community. 


ROYAL EXCHANGE ASSURANCE 


PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD 
CAR AND GENERAL INSURANCE CORP , LTD 


Fire, Marine & Casualty 
Fidelity & Surety 


111 JOHN STREET 
NEW YORK 


Representatives in Principal Cities and Towns 
of the United States and in Most Countries 
Throughout the World 











WHAT'S IN A NAME ? 


Selected by agents and public alike 
Experienced since 1926 

Liberal attitude on Underwriting 

E fficient Branch Offices 

€ oncentrated territory for better service 
T ime tested stock company policies 
Easily saleable due to attractive rates 
Biedicated to American Agency System 


Ready to discuss your problems 

i mmediate attention given claims 
ound financial condition 
Known for fair dealing 

& ervice—always our motto 











Companies Licensed in: Connecticut * Delaware * District of Columbia » Maryland 
New Jersey * Pennsylvania + Rhode Island + West Virginia 
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adequate 


protection The 17th Century Highlander 
with pistols and dirk on his belt, 
a round target on his back, 

in one hand a sword and a 
musket in the other, was perhaps 
the best armed soldier of his day. 
Changing conditions, however, 
outmoded his weapons and 
today they would offer little 
protection. Insurance, too, 
becomes obsolete if it is not 
adjusted to current conditions. 
Caledonian takes pride in the 
century and a half of up-to-the- 
minute protection its agents 
have given policyholders. 


The Highland broadsword, some- 
times mistokenly called o Claymore, is 
straight with a broad, flat, 

single or double edged cutting blade 
ond a distinctive basket hilt. 


the Caledonian insurance Company 


Founded 1805 
Oldest Scottish Insurance Company 
Executive Offices + Hartford, Conn. 


Holz Advises Residents 
of N. Y. to Avoid 


Non-Licensed Insurers 


Residents of New York have been 
urged not to purchase insurance from 
companies not licensed there by Su- 
perintendent Holtz, who said that he 
has received numerous inquiries about 
certain companies not licensed by his 
department which are conducting an 
intensive mail campaign to sell to 
motorists a limited type of A&H policy. 

It was reported that Automobile 
Owners Safety of Kansas City has 
reactivated its mail order solicitation 
of business on a nationwide basis much 
to the annoyance of commissioners of 
states where the company is not li- 
censed. 





Balboa Promotes Hughes 


Paul L. Hughes has been named as- 
sistant secretary-assistant treasurer of 
Balboa of Los Angeles. Since joining 
the company in 1953 he has been chief 
accountant. Mr. Hughes has been in in- 
surance since 1932 when he started 
with American. After the war he joined 
Texas Fire as treasurer before going 
with Balboa. 





Ohio Agency Adds 3 Partners 

Three experienced employes have 
been admitted to partnership in the 
Cleveland agency of Hale & Hale. 
They are J. BR. Fraver, R. L. Jensen 
and Miss Lorna B. Griffith. 

Mr. Fraver is managing underwriter 
of the agency and has been with the 
firm for 21 years. Mr. Jensen, the 
senicr representative, has 17 years and 
Miss Griffith, who is treasurer, 22 
years. 

The new partners were designated 
as Hale & Hale began its 57th year of 
business. The managing partner is 
C. G. Hale, well known as an insur- 
ance consultant to the U. S. Defense 
Department and the Ohio turnpike 
commission as well as for his work as 
a professor of insurance at the Univer- 
sity of Michigan. 





Blazek Joins Neb. Department 

Roy Blazek on Oct. 1 joined the 
Nebraska department as claim super- 
visor. He will handle complaints for 
the department and will replace Homer 
Rose who has gone with Bankers Life 
& Casualty. 





Associates Honor Benjamin 

Harold A. Benjamin, retired chief of 
the liquidation and conservation divi- 
sion of the California Department, was 
given a gift by his associates in the 
Los Angeles, San Francisco, Sacramen- 
to and San Diego offices of the depart- 
ment. The presentation was made at 
his home, 





New Jersey has licensed Founders, 
Maritime, Massachusetts Casualty and 


State Auto of Indianapolis. 


——., 


Texas Mutual Agents 
Increase Dues to Hire 


Secretary; Pick Officers 


Members of Texas Assn. of Mutual 
Insurance Agents at their fall meeting 
in Corpus Christi decided to increase 
dues to finance the hiring of an execy. 
tive secretary. 

Officers elected were Sam A. Car. 
lisle of Lawrence Ilfrey & Co. agency, 
Houston, president; Charles A. Turner 
of Tyler, lst vice-president; V. § 


Burleson of Sherman, 2nd vice-presi- 


dent, and Sterling Sasser Jr. of Ster- 
ling Sasser & Son agency, Austin, sec. 
retary-treasurer. 

The association will hold its spring, 
1956, meeting in Austin and fall, 
1956, meeting in Fort Worth. 


Ask for Flood Cover 


A resolution recommending that the 
federal government set up a form of 
disaster and flood insurance similar 
to the war risk program of World War 
II was adopted by the New England 
Governors Conference at Boston. 








Trinity Universal Moves Maguyre 
Jack Maguyre of Trinity Universal 


has been transferred to San Antonio | 


operations there, | 
Formerly manager of the Little Rock | 


as supervisor of 
branch, Mr. Maguyre is being replaced 
there by Jack B. Kinsey. 

Trinity has opened a new service 
office in Corpus Christi to be headed 
by special agent John E. Jones Jr,, 
who has been in the business 12 years, 





Joins Mitchell May Jr. Co. 

Mitchell May Jr. Co., New York city 
brokerage firm, has named as vice- 
president John F. Sanzone, formerly 
vice-president of C. B. Blonder & Co., 
who was with his present firm for 
eight years in the 1930s. 





Merchants Name Stromberg 
Merchants Fire and Merchants In- 
demnity of New York have named 
Sven G. Stromberg mid-western field 
representative, covering Indiana, west- 
ern Michigan and western Ohio from 


Ft. Wayne. He has been home office | 





E 


underwriter and representative in the | 


mid-western territory for 29 years. 





Revoke California Agency License 
LOS ANGELES—Commissioner Mc- | 

revoked the license of | 

Brokers agency, Palo Alto, a corpora- | 


Connell has 
tion, and the right to exercise agency 
brokership powers under license of 
Robert G. Marshall because of long 
continued misuse and misappropriation 
of insurance funds in trust account of 
the licensee. 





Dexter Agency Fire Head 

Peter Gestara has been named head 
of the fire department of J. C. Dexter 
agency of New York, general agents 
of Home. 





STANDARD—UNIFORM 
NON-ASSESSABLE POLICIES 


Chas. W. Walter 


President 





1 RATED BY “BESTS” 
’ “A” + EXCELLENT 





‘CHOOSE YOUR COMPANY AS YOU CHOOSE YOUR FRIENDS” 


WEST BEND MUTUAL FIRE INSURANCE COMPANY 


WEST BEND, WISCONSIN 


ESTABLISHED 1894 


WE INVITE AGENCY INQUIRIES IN FLORIDA, ILLINOIS, 


INDIANA, IOWA, MINNESOTA AND WISCONSIN. CERTAIN TERRITORIES OPEN FOR AGENCY REPRESENTATION 


Robert S. Barber 


Secretary 


UNEXCELLED SERVICE 
AN AGENCY COMPANY 


PREFERRED RISKS 
SPECIAL RATES 
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manager of Meridian Mutual of Indian- ance problems. He discussed package when policies were subject to more 
apolis, opened the business session with policies, floaters and the commercial than one interpretation, the courts 


Ky. Mutual Agents 
Elect Snowden at 
Lovisville Convention 


Kentucky Assn. of Mutual Agents 
elected Jess Snowden of Winchester 
president to succeed Guy Koonce of 
Mayfield. 

Henry A. Henneberger of Paducah, 
Larry Dawson of Louisville and Jessie 
vy. Keith, Hopkinsville, were elected 
vice-presidents, and V. L. Slade of Lex- 


ington was named secretary-treasurer. j 


Mr. Koonce, in his welcoming address, 
praised the wide acceptance of insur- 
ance as proof of its merit, but pointed 
out that it is paradoxically one of the 
least understood by the insurance buy- 
ing public. 

“It is to our interest to dispel such 
ignorance of insurance, and we can do 
so,” he said, “only by improving our 
knowledge and passing on to the pub- 
lic a better understanding of what they 
are buying.” 

Some 75 members and guests atten- 
ded the two-day convention at the 
Kentucky hotel in Louisville last week. 

J. F. Chick, president of National 
Assn. of Mutua Insurance Agents, dis- 
cussed association efforts on behalf of 
the Kentucky group to attend the nat- 
ional convention in Cincinnati, Oct. 17- 
19. 
Ron Little, assistant underwriting 








Shaw Gets New Post With 
Springfield F. & M. 


Springfield F. & M. group has 
named Herbert W. Shaw Jr. a super- 
intendent in the special risks depart- 
ment. His experience includes service 
as an engineer with Factory Insurance 
Assn. 





Worthington to Industrial 
Indemnity at Los Angeles 


Edwin L. Worthington,. assistant 
manager at Omaha of Fidelity & De- 
posit Co., has joined Industrial Indem- 
nity as bond manager in Los Angeles. 

Mr. Worthington has 22 years exper- 
ience in fidelity, surety and burglary 
business. 


Kemper Companies Plan 


Big Push on Fire Covers 


The Kemper companies have com- 
pleted a series of four meetings, 
attented by 2,000 agents in the east, 
as a prelude to a nationwide drive to 
vromote the sale of fire insurance. 

The sales campaign will be launched 
in October and will include extensive 
advertising by the companies in 120 
major market areas. The Kemper 
agents are being encouraged to supple- 
ment the advertising with their own 
local programs. 

Mutual Service Revises Auto Rates 

ST. PAUL—Mutual Service Casualty 
has made reductions in automobile 
rates in Minnesota. In the Twin Cities, 
there is an 18% over-all reduction for 
full coverage, BI, PDL, and PHD, and 
outside of the Twin Cities the reduction 
is 15%, except that there are some in- 
creases for drivers under 25. 





Joins Company Service Corp. 

_ Charles T. Cooper, who has been 
Insurance instructor at Walter Hervey 
Junior college, New York city, the 
past five years, has joined Company 
Service Corp., an affiliate of Inland 
Marine Underwriters Assn. 





Alexander & Alexander, insurance 
brokers, has moved its Baltimore office 
to 2221 North Charles street. 


a discussion of forms 49D and 49S. 

Karl Rothrock of Louisville present- 
ed pointers on new solicitations in the 
afternoon session. He said direct mail 
solicitation got good results, newspaper 
advertising was too general and phone 
contacts were good. 

William Dinkins, Millers Mutual Fire 
of Texas, discussed some of the early 
limited cover under inland marine. It 
has since beome very flexible, he said, 
due to its adaptability to many insur- 


block policies which have been ap- 
proved in Kentucky, Florida, New Jer- 
sey, Vermont and Texas. 

H. F. Holscher, vice-president of 
State Auto Mutual of Ohio, in a dis- 
cussion of the “new standard automo- 
bile policy,” maintained it was not 
“standard” since many companies are 
continually adding provisions benefit- 
ting the policyholder. He said the re- 
quirement that insured notify insurer 
of transfer or replacement of car 
should be of no concern. He said that 


normally ruled in favor of the insured. 

Harry Holmes, chief underwriter of 
the fire and inland marine department 
of Northwestern Mutual Fire, dis- 
cussed homeowners policies at the 
morning session. 

Jack Mussellman, manager of Ken- 
tucky Assigned Risk plan, answered 
questions from the floor in an open 
forum session on assigned risks. 

The last business session was a ques- 
tion and answer period open to all 
members of the association. 
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Launch Uninsured Motorist Cover in N. Y. 


(CONTINUED FROM PAGE 1) 





the unsatisfied claim and judgment 
fund of the New Jersey variety. Rep- 
resentatives of the administration have 
been studying New Jersey’s fund and 
its operation very closely and have 
been conferring with the New Jersey 
administration, which is also Demo- 
cratic, on how it regards the fund and 
its operation. 

There is considerable disagreement 
in the business, as there has been from 
the start of the discussions more than 
a year ago, about voluntary coverage 
with respect to what the alternative to 
compulsory should be. 

The adoption of the UM program in 
New York is expected to have consid- 
erable influence in other states where 
there is substantial pressure for com- 





pulsory. 
The text of the endorsement is as 
A MEN when deciding on major im follows: 
LERT BUSINESSME e acing J ENDORSEMENT PROVIDING BENEFITS 
: . : ON ACCOUNT OF BODILY INJURY OR 
provements, expansion or important changes, call in experts, DEATH CAUSED BY UNINSURED AUTOMO- 
architects, contractors, business analysts and their ‘‘executive in BILES. 
In consideration of the payment of the pre- 
charge of insurance.”’ mium for this endorsement, the company 


agrees with the named insured, subject to 
the limits of liability, exclusions, conditions 


“They want a man who knows.” and other terms of this endorsement and of 
E the policy: 
That man can be you, one whose skill and knowledge is backed INSURING AGREEMENTS: 
P 1. Damages for injuries or death caused 
by the facilities and “know-how” of the St. Paul Companies, by uninsured automobile. 
: ' To pay all sums which the insured shall be 
your source for the insurance to fill a specific need. legally entitled to recover as damages from 


the owner or operator of an uninsured auto- 

mobile because of bodily injury, sickness or 

disease, including death at any time resulting 

therefrom sustained by the insured, caused 

THE AGENCY SYSTEM — AN AMERICAN TRADITION ene ee ae 
effect, and arising out of the ownership, 
maintenance or use of such uninsured auto- 
mobile; provided, that for the purpose of this 


endorsement, determination as to whether the 
HOME OFFICE - insured shall be legally entitled to recover 
111 W. Fifth Street, St. Paul 2, Minn. such damages, and if so entitled the amount 


thereof, shall be made by agreement between 
the insured and the company or, in the event 
ay "ia t,N York 38, N. Y of disagreement, by arbitration. 
ohn vireet, New vor yaw Ss 2. Definitions. 
(a) Insured. The unqualified word “insured’”’ 


NEW YORK SUBURBAN DEPT. means (1) the named insured and, while 


residents of the same household, his spouse 
99 John Street, New York 38, N. Y. and relatives of either; provided, if more than 


one named insured is designated in the policy, 

other than husband and wife, the named in- 

— ecb S Francisco 6 sured shall be the person designated as such in 

ae aes the schedule; and (2) any other person while 

in or upon or while entering into or a 

ji i from the insured automobile, provide e 

aay nancies aa automobile is being used by the named insured 

or his spouse if a resident of the same house- 
hold, or with the permission of either. 

(b) Insured Automobile. The words “in- 
sured automobile’? mean the “automobile” 
as defined in the policy as applicable to 
Coverage A. 
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(c) Uninsured Automobile. The words “un. 
insured automobile” mean an automobile with 
respect to the ownership, maintenance or use 
of which there is no bodily injury liability 
insurance applicable at the time of the accident, 
or an automobile used without the permission 
of the owner thereof if there is no bodily in. 
jury liability insurance applicable at the time 
of the accident with respect to the operator 
thereof, but shall not include (1) an auto- 
mobile owned by the named insured or an: 
resident of the same household, or self-insured 
within the meaning of the safety responsi- 
bility law of the state in which it is registered 
or which is owned by the United States, 
the Dominion of Canada, a state or province 
or any agency or political subdivision thereot 
or (2) a land motor vehicle or trailer operated 





on rails or crawler treads, or (3) a farm. 
type tractor or equipment desined for use 
principally off public roads, except while 
actually upon public roads, or (4) a land 
motor vehicle or trailer while located for use 
as a residence or premises and not as a vehicle 

3. Territory. ‘ 

This insurance applies only to accidents 
which occur within the United States of Amer. 
ica, its territories or possessions, or Canada. 


\ cae This insurance does not ap- 
Ply: 


1. To bodily injury to, or sickness, disease 
or death of an insured sustained while in or 
upon or while entering into or alighting from 
any automobile other than the insured auto- 
mobile, if the owner thereof has insurance 
similar to that afforded by this endorsement 
available to such insured. 

2. To bodily injury to, or sickness, disease 
or death of an insured with respect to which 
such insured or his representative shall, with- 
out the written consent of the company, make 
any settlement with or prosecute to judgment 
any action aaginst any person or organization 
who may be legally liable therefor. 

3. So as to inure directly or indirectly to the 
benefits of any workmen’s compensation car- 
rier, or any person or organization qualified as 
a self-insurer under any workmen’s compen- 
sation law. 


CONDITIONS: 


1. Proof of Claim; Medical Reports. 

(a) As soon as practicable, the injured per- 
son, or the beneficiary in the event of death, 
or someone on his behalf, shall give to the 
company written ‘proof of claim, under oath 
if required; and shall after each request from 
the company execute authorization to enable 
the company to obtain medical reports and 
copies of records. 

(b) Proof of claim shall be made upon forms 
furnished by the company unless the company 
shall have failed to furnish such forms within 
fifteen days after receiving notice of claim. 

(c) The injured person shall submit to physi- 
cal examnination by physicians selected by the 
company when and as often as the company 
may reasonably require. 

2. Notice of Legal Action. 

If before the company makes Payment of 
loss hereunder the insured or his representa- 
tive shall institute any legal action for bodily 
injury, sickness, disease or death against any 
other person operating an automobile involved 
in the accident, a copy of the summons and 
Comilaint or other process served in connec- 
tion with such legal actions shall be forwarded 
immediately to the company. 

3. Limits of Liability. 

(a) The limit of the company’s liability un- 
der this endorsement shall be $10,000 on ac- 
count of bodily injury, sickness or disease, 
including death at any time resulting there- 
from, sustained by one insured as the result 
of any one accident and, subject to the above 
provision respecting one insured, shall be 
$20,000 on account of bodily injury, sickness 
or disease, including death at any time result- 
ing therefrom, sustained by two or more in- 
sureds as the result of any one accident. 

(b) If claim is made under this endorse- 
ment and claim is also made against any per- 
son who is an insured under Coverage A of 
the policy on account of bodily injury, sick- 
ness, disease or death sustained in an accident 
by a person who is an insured under this 
endorsement: 

(1) any payment made under this endorse- 
ment to any insured hereunder shall be ap- 
plied in reduction of any amount which he 
may be entitled to recover from any person 
who is an insured under Coverage A; and 

(2) any payment made under Coverage A to 
any claimant who is an insured hereunder 
shall be applied in reduction of any amount 
which he may be entitled to recover under this 
endorsement. 

(c) Any loss payable to any person under 
the terms of this endorsement shall be reduced 
by the amount paid and the present value of 
all amounts payable to him under any work- 
men’s compensation law. 

4. Action Against the company. 

No action shall lie against the company un- 
less, as a condition precedent thereto, there 
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shall have been full compliance with all the 
terms of this endorsement. 

5. Arbitration. 

In the event the insured and the company 
do not agree that the insured is entitled to re- 
cover damages from the owner or operator 
of an uninsured automobile on account of 
podily injury to, or sickness, disease or death 
of the insured, or do not agree as to the 
amount of payment which may be owing 
under this endorsement, then upon written 
demand of either, the matter or matters upon 
which the insured and the company do not 
agree shall be settled by arbitration in accord- 
ance with the rules of the American Arbitra- 
tion Association, and judgment upon the award 
rendered by the Arbitrator(s) may be entered 
in any Court having jurisdiction thereof. The 
insured and the company each agree to con- 
sider itself bound and to be bound by any 
award made by the Arbitrator(s) pursuant to 
this endorsement. 

6. Trust Agreement. 

In the event of any payment under this en- 
dorsement: 

(a) the company shall be entitled to the ex- 
tent of such payment to the proceeds of any 
settlement or judgment that may result from 
the exercise of any rights of recovery of the 
insured against any owner or operator of an 
uninsured automobile. 

(b) the insured shall hold in trust for the 
benefit of the company all rights of recovery 
which he shall have against such owner or 
operator because of the damages which are the 
subject of the claim made under this insurance. 

(c) the insured shall do whatever is proper 
to secure and shall do nothing after loss to 
prejudice such rights. 

(d) the insured shall take, through any rep- 
resentative designated by the company, such 
action as may be necessary or appropriate to 
recover from such owner or operator the dam- 
ages suffered by the insured, such action to 
be taken in the name of the insured. All ex- 
pense and costs incident to the taking of any 
action pursuant to the provision shall be borne 
by the company. 

(e) the insured shall execute and deliver to 
the company such instruments and papers as 
may be appropriate to secure the rights and 
obligations of the insured and the company 
established by this provision. 

7. Payment of Loss. 

Loss arising out of bodily injury, sickness or 
disease is payable to the insured, or if the 
insured be a minor, to his parent or guardian; 
and loss arising out of death is payable to the 
surviving spouse, if any, of the insured, if a 
resident of the same household at the time of 
the accident, otherwise to the insured’s estate. 

8. Policy Provisions. 

None of the Insuring Agreements, Exclusions 
or Conditions of the policy shall apply to the 
insurance afforded by this endorsement except 
the Conditions “Notice of Accident,” ‘‘Assist- 


ance and Cooperation of the Insured,” 
“Changes,” “Assignment,” “Cancellation,” 
and “Declaration.” 

9. Period. 


This endorsement shall be effective only 
while Coverage A is in force. 


Casualty of Cal. Enters 
Auto Field with Booklet 
Policy, Even Dollar Cost 


Casualty of California, which for 
10 years has written workmen’s com- 
pensation exclusively, has gone into 
the automobile full coverage field, and 
is employing a booklet-type policy and 
streamlined underwriting procedure. 
One of the features of the latter is the 
use of premiums in dollars only. 

President John H. Rees said the 
policy format, having declarations in- 
side the front cover, endorsements 
inside the back cover, and premiums 
entered in dollars only, produces a 
policy which is easy for producers and 
insured to fill out and handle. 


Dawson Joins Kemper as 
N. Y. Metropolitan Manager 


Valentine Dawson has been appoint- 
ed manager of the metropclitan depart- 
ment at New York for the Kemper 
companies. 

Mr. Dawson began his insurance 
career in 1929 after attending Colum- 
bia University. Since 1946 he has been 
New York City brokerage manager 
for American Mutual Liability. 


Engineers Hear Two Speakers 


Southern California chapter of So- 
ciety of Fire Protection Engineers 
heard a talk by Joseph Janecek of 
C-O-Two Fire Equipment Co. at the 
September meeting in Los Angeles. He 


gave a demonstration of the new elec- 
tronic pre-detection automatic fire 
alarm unit. 

Dr. R. C. Brunfield of Hy-Ther- 
Canics discussed problems of a manu- 
facturer in securing approval of Un- 
derwriters Laboratories for a new 
product. 


Asks Insurers to 
Find Way to Cover 
Atom Power Plants 


Insurers were challenged to find a 
way to take up the risk of operating 
nuclear power plants by Francis K. 
McCune, head of the atomic products 
division of General Electric, in a talk 
before the atomic industrial forum at 
Washington, D.C. 

He said insurers will not assume 
liability for the atomic factories be- 
cause trouble—if it comes—can be 
devastating, though the chances of 
trouble are unbelievably small. 

Mr. McCune said he did not want 
the government to go into the insur- 
ance business, though it did so on war 
risk insurance. He urged the business 
to take a bold and aggressive stand 
and decide how much to rely on gov- 
ernment. Otherwise, there will be no 
coverage available and contracts for 
power plants cannot go forward. 


Pacific Indemnity Opens 
Atlanta Regional Office 


Pacific Indemnity has opened a 
regional office in the Fulton National 
Bank building, Atlanta, to service busi- 
ness in the southeast and develop new 
business in territories where the com- 
pany’s underwriting managers, Swett 
& Crawford, are not entered. 

Manager of the new office is Walter 
P. Dodd, who is assisted by Richard 
F. Black. 

Mr. Dodd entered the business in 
1939 with Jerome & Cowan, general 
agents, Atlanta. In 1951, he joined Na- 
tional of Hartford. Before joining Pa- 
cific Indemnity he managed the south- 
eastern branch of Continental Casualty. 

Mr. Black started with Zurich in 
1950 and a year later joined American 
Title. In 1953 he became a local agent 
in Atlanta. He served as manager of 
the casualty underwriting department 
of Continental Casualty from April, 
1954, until his recent appointment. 


Seaboard Surety on Cal. Bond 

James I. Barnes Construction Co. of 
Redwood City, Calif., has been 
awarded the contract by the University 
of California for construction of a 
medical center at San Francisco at a 
bid price of $2,917,900. Seaboard 
Surety is on the bond. 


Jackson Agents Elect F. B. Daniels 

New officers of Jackson (Miss.) 
Assn. of Insurance Agents are Felix 
B. Daniels, president; Robert Gandy, 
vice-president; Clant M. Seay, execu- 
tive secretary; and T. O. Doolittle, John 
Spencer, Robert Gordin, Philip Lieb 
and James R. Preston, directors. 


C. E. Manning, suprintendent of la- 
bel service of Underwriters Labora- 
tories, recently told members of In- 
surance Accountants Assn. of San 
Francisco about testing operations of 
the laboratories. 


Manchester (Conn.) Assn. of Insur- 
ance Agents has elected Clarence H. 
Anderson president. 


National Assn. of Insurance Women will 
hold its mid-year board meeting, Oct. 15-16, 
at the Statler hotel, St. Louis. Major subjects 
to be discussed at the meeting will be employ- 
ment of a full-time executive secretary and 
establishment of a national headquarters for 
the association. 
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Trusting insurance planning to chance or memory is mighty risky! It 
could lead to serious loss. The Peerless “orGanizer” (for the sale of Fire, 
Casualty and Bonding protection) and “simpuirier” (for the sale of 
Fidelity and Surety Bonds) are effective sales tools because they eliminate 
this danger. By showing a client or prospect the gaps in his coverage, the 
“ORGANIZER” makes him realize the need for more protection. And it 
shows you exactly what to sell him. Write today for full details about 
Peerless’ exclusive “ORGANIZER” and “SIMPLIFIER.” 
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Sees Tighter Market for Group A&éH 


(CONTINUED FROM PAGE 52) 





hospital, surgical and medical policies. 
This is a socially desireable provision, 
and the actions of several companies 
would indicate that it is practical, Mr. 
Browning said. 

The problem of providing continua- 
tion of medical care coverages beyond 
retirement age is much more difficult 
to solve. It parallels that of group life 
insurance in that the cost of medical 
care benefits increases with advancing 
age much as does the cost of term life 
insurance protection. No truly satisfac- 
tory answer has been found in group 
life, but in the solutions tried there are 
at least three which may be tried again 
in the field of medical care coverages: 

1. The coverage may be substantially 
restricted after retirement to reduce 
the cost to a level which the retired 
employe can afford and would be will- 
ing to pay from his current resources. 

2. The higher cost of coverage after 
retirement may be met by a substantial 
increase in employer contributions with 
respect to retired employes, the cost 
being met as the protection is provided 
during retirement years. 

3. The higher cost of coverage after 
retirement may be anticipated and 
funded during active working years. 

. . s 

No one of these approaches is pop- 
ular and each has its drawbacks, he 
said. However, the insurance business 
and employers generally must give 
very serious consideration to trying to 
develop a workable method of provid- 
ing reasonable protection after retire- 
ment. Failure to do so will be met by 
increasing pressure to provide such 
protection during retirement years 
through a governmental mechanism. 

The group business has concerned 
itself with replacing income lost as a 
result of death, old age or disability 
and with helping to meet expenses of 


medical care. Only two areas of this 
broad field are readily apparent as 
being areas in which some form of 
group coverage is not already generally 
available. One is replacement of income 
lost due to prolonged periods of dis- 
ability; the other is coverage of the 
expenses of dental care. 

Some experiments are already going 
on in both of these fields; doubtless 
more will be tried, Mr. Browning said. 
Until the experience from these ex- 
periments has been evaluated it is 
idle to say that these either are, or are 
not, proper subjects for group insur- 
ance. By the same token, however, 
until there is evidence that these risks 
can be satisfactorily handled by group 
insurance, it can be expected that the 
business will view them with caution, 
if not with skepticism. 

It is true that both major medical 
expense and comprehensive major 
medical expense have already been 
accepted as part of the portfolio of 
group coverages. However, they have 
been originated so recently that they 
are still in the developmental stage and 
therefore can properly be called cover- 
ages of the future. 

During the past 10 or 15 years many 
limited forms of insurance of medical 
expenses have been developed, such 
as in-hospital doctors calls, diagnostic 
X-ray and laboratory services and ex- 
penses for care of disabilities due to 
specified causes, such as polio. These 
coverages have been put together in 
what often appears to be a crazy-quilt 
pattern. Major medical expense insur- 
ance and comprehensive major medical 
expense tend to make insurance pro- 
tection in this field both more adequate 
and more intelligible to the public. 
As a consequence, it can be expected 
that these coverages will become in- 
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DIRECTORY OF RESPONSIBLE 


INDEPENDENT 


creasingly popular and gradually re- 
place the splinter coverages for a 
large proportion of the population. 

The development of these new forms 
of insurance without built-in limita- 
tions upon the amounts which will be 
reimbursed for charges for specific 
types of medical serves makes it more 
than ever apparent that insurance must 
intensify its efforts to improve the 
working relationships between the bus- 
iness and doetors and hospitals. The 
bureau in its own right and as one of 
the principal members of Health In- 
surance Council has done important 
work in this field. Much has been 
accomplished, but much more needs to 
be done, Mr. Browning said. 

The group business, in fact the entire 
A&H business, is faced with a choice 
of roads and soon the business, togeth- 
with the medical profession will con- 
sciously, or unconsciously choose be- 
tween two courses of action. One, the 
road of self-sufficiency, will lead to the 
ignoring of the problems of the medical 
profession and the needs of the insuring 
public. It will be beset with misunder- 
standing and mistrust between doctors 
and hospitals and the insurers. It will 
lead to unwarranted increases in the 
cost of medicad care and therefore in 
the price of imsurance of medical ex- 
penses, and it will lead to public 
dissatisfaction with both the medical 
profession and the insurance business, 
and ultimately to the deterioration of 
the position of voluntary insurance to 
the point where governmental inter- 
vention in this field will be inevitable, 
Mr. Browning said. 

The other road will be difficult to 
follow. Much trail blazing will be 
necessary and it will require the use 
of imagination, the exercise of patience, 
fortitude and understanding. This road 
can lead to greater mutual understand- 
ing, there will be close cooperation and 
with closer cooperation medical ex- 
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pense coverage will effectively serve 
the needs of the insuring public. 

This choice is the most important 
single development the future holds 
for group insurance and for that matter 
for A&H generally, he said. This choice 
will determine the future patfern of 
the business. 





Urges Commission for 
WC Claims in Tenn. 


Labor Commissioner Parham of 
Tennessee has recommended to the 
state legislative council the establish. 
ment of a commission to administer the 
state workmen’s compensation act. He 
said that settlements made directly be- 
tween employe and employer, with dis- 
puted cases going to court for settle- 
ment, are slower, more costly and less 
uniform in application of the law. 
Tennessee is one of five states which 
still have a court-administered WC 
law, he said. 


N.Y.C. EC Losses Jump 
110% in August 

New York Board has reported that 
losses assigned to its committee on 
losses and adjustments in August 
which originated in the metropolitan 
area amounted to $3,121,509, an in- 
crease of 110.82% over the same month 
in 1954 








No Antenna Cover in Ill. 


The Illinois department has ap- 
proved a filing by the inspection bu- 
reau to eliminate coverage on outside 
TV antennas under the EC endorse- 
ment. This is the ninth state in West- 
ern Underwriters Assn. territory to 
exclude the aerial coverage. 

New Agency in New Orleans 

Gordon-Freeman is a new agency 
in New Orleans at 5920 Robin street. 
William E. Gordon, a partner, has 
been in the business for a number of 
years, representing several companies 
as an adjuster. 
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175 W. Jackson Blvd. WAbash 2-8880 

















LIVINGSTONE 
ADJUSTMENT SERVICE 
619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur — Mattoon — 

Mt. Vernon — Belleville — Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 














JOHN H. HUNT & CO. 
330 So. Wells St. Chicago 6, IIl. 
Investigators and Adjusters 
ALL CASUALTY LINES 
Servicing Chicago & vicinity, Waukegan, III., 
Gary, Hammond and Northwestern Ind. 
Waukegan Branch: 4 S. Genesee St.; 

Tel. DElta 6-8822 
24 Hour Service 
Phone HArrison 7-0153 Night—COrnelia 7-0182 





NEVADA 





& R. L. GRESHAM & CO. 


Multiple Line Adjusters 
410 E. Carson Ave. 
Las Vegas, Nev. 


Servicing Beatty and vihonag Nevada—St. George and 
—S City, Utah—Kingm Arizona—Needles and 











aker, California, and ‘Intermediate Points 





NEW MEXICO 





COMPLETE 
CLAIM 


R. E. Comiskey 


Adjustment FACILITIES 
Company PIONEER 
ADJUSTERS, 











PROFESSIONAL BUILDING SOUTHEASTERN 
P. O. Box 205 Phone 12.2735 NEW MEXICO 
AND WEST TEX. 





HOBBS, NEW MEX 











O. R. BALL, INC. 
FGy ae Fire — Inland Marine 
Shs, Allied Lines 

1544 Hanna Building 

Cleveland 15, Ohio 

Phone SUperior 1-7850 
Night Phones: ERieview 1-0887 
FLorida 1-5095 





OHIO (Cont.) 


BRADFORD ADJUSTMENT SERVICE 
407 N. Wayne St., Room 208, Piqua, 0. 
Phone Piqua, Ohio 2825 
Night Phone Troy, Ohio 26562 
Adjusting All Lines for Insurance Co's. 














OKLAHOMA 





C. R. WACKENHUTH AND SON 


C. R. WACKENHUTH R. C. WACKENHUTH 
ADJUSTERS FOR THE COMPANIES 
ALL LINES 


507 Orpheum "irae Tulsa, Oklahoma 
Phones LU 2-546 GI 7-3850 











UTAH-IDAHO 











THOMAS D. GEMERCHAK 


Insurance Adjustments 


All Lines 


416 Citizens Bldg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 — Res. Fa. 1-9442 












UTAU-IDANG 
INSURANCE ADJUSTERS 


428 So. Main - Salt Lake City, Utah 
Tandy & Wood Bldg. - Idaho Falls, Idaho 
Sonnenkalb Bldg. - Pocatello, Idaho 
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Aetna Casualty to 
Open New Office 
at Cincinnati 


Aetna Casualty will open a branch 
office in Cincinnati Nov. 1 to service 
business in southern Ohio and north- 
ern Kentucky. The company will con- 
tinue to be represented in Cincinnati 
by Perkins & Geoghegan, general 
agents of the company for more than 
50 years, who will now devote full 
time to the development and servicing 
of their business. 

David J. James, now superintendent 
of the agency department at Pitts- 
burgh, has been named manager at 
Cincinnati. 

Mr. James has been with the com- 
pany for nearly 20 years. Prior to be- 
coming superintendent of the agency 
department at Pittsburgh he served as 
agency supervisor at Harrisburg. 

H. H. Heinemann will continue in 
charge of all claim work at Cincinnati. 
The present Cincinnati bond office will 
be consolidated with the new branch 
office, with Franklin H. Smith as su- 
perintendent. Ernest D. Sams, now su- 
pervising safety engineer at Cincinnati, 
will continue as head of the safety en- 
gineering department. 





Audubon Building New 


Home in Baton Rouge 


BATON ROUGE—Audubon group is 
constructing a $500,000 home office 
building to meet demands for addi- 
tional space. The new brick and steel 
building is going up just outside Baton 
Rouge’s downtown district. Front of 
the building will be of dark green mar- 
ble and glass, highlighted by stainless 
steel columns and aluminum strips. 

Started in September, the new struc- 
ture is expected to be completed by 
mid-1956. Audubon does mutliple line 
business in Louisiana and Mississippi. 





Herd Toastmaster for 
N. Y. Brokers’ Dinner 


J .Victor Herd, executive vice-presi- 
dent of America Fore group and presi- 
dent of National Board, will be toast- 
master at the annual dinner of General 
Insurance Brokers Assn. of New York 
Oct. 25 at Sheraton Astor hotel, New 
York city. 


American Marine Forum 
Hears Shipping Head 


American Marine Insurance Forum 
of New York city heard Walter L. 
Green, president and chairman of 
American Bureau of Shipping, discuss 
its facilites and activities with respect 
to ship classification, at a meeting there. 





H. W. Brower Is Promoted 


H. W. Brower has been promoted by 
Michigan Mutual Liability to resident 
vice-president of the western Michi- 
gan regional office at Grand Rapids. Mr. 
Brower joined Michigan Mutual in 1933 
and in 1940 became district manager at 
Grand Rapids. He was advanced to as- 
sistant vice-president there in 1947. 





Set S-D Day for Dec. 1 


The President’s committee for traffic 
safety has designated Dec. 1 as “S-D 
Day”—safe driving day. 

The S-D Day campaign, which in- 
cludes 10 days of advance and 10 days 
of follow-up publicity, is designed to 
demonstrate that traffic accidents can 
be reduced materially. 

Two kits have been prepared to help 
promote the campaign. The one for 
industries and places of business in- 
cludes attention-getting materials such 
as posters and displays. The other for 
community programs contains planning 





guides, radio scripts, news releases, 
speakers aids and other information. 

Both kits with information on im- 
printing and quantity prices may be 
obtained by writing on an organiza- 
tional letterhead to: National Safety 
Council, 425 N. Michigan avenue, Chi- 
cago 11, Ill. 





Bernard M. Hulcher, manager of the 
insurance department of Southern 
States Cooperative, Richmond, Va., 
spoke on “Risk Management” at a 
meeting of Richmond chapter of Con- 
trollers Institute of America. 


Cal. Agents Have New 
Pamphlet on Insurance 
for Decorators 


A 12-page insurance pamphlet for 
painting and decorating contractors 


has been published by California Assn. 
of Insurance Agents. The pamphlet is 
one of a series which have been pre- 
pared for specific trade and profession- 
al groups by the California association. 

Compiled by the technical commit- 
association, 


tees of the California 


“Insurance for Painting and Decorat- 
ing Contractors” was submitted to the 
California council of the Painting & 
Decorating Contractors of America 
prior to publication. Helge Hultgren, 
chairman of the insurance committee 
of the California council and its par- 
ent national organization, reviewed 
and edited the material. To indicate his 
organizations’ approval of the mater- 
ial, he authorized the California agents 
to include the official painting and 
decorating contractors’ seal on the 
front cover. 
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LONG HAUL TRUCKS 
TAXICABS 
BUSES 


All coverages 


EXCESS LIMITS 


All Classes 





over Low Primary—over Self Insurance 


High Limits Capacity 


PRIMARY INSURANCE 





General Public Liability & Property Damage 


All Forms including: 


Malpractice—Physicians, Surgeons, Hospital, 


Clinic 


Theatres, Hotels, Municipalities 

L.P.G., Anhydrous Ammonia 
Amusement Parks, Carnivals 

Auto Racing, Swimming Pools, Resorts 


© SURPLUS LINES 


Fire 
Fire, Theft & Collision 





Marine (Inland & Ocean) 


Unusual Risks 


E. J. GLOVER & CO. 


CHICAGO 4, ILL. 


HArrison 7-9376 


175 W. Jackson Blvd. 


Teletype CG 1636 













Benjamin Franklin — Duplessis 
Courtesy of the Metropolitan Museum of Art 





FIRE INSURANCE COMPANY 
PITTSFLELO, (MAS: CHUS 





OF DOING BUSINESS 


Favorite pieces of fine 
art are like friends who, 
as we know them 
better, grow closer to 
us... It’s the same at 
Berkshire Mutual where 
the fine art of doing 
business is expressed by 
the sincere friendship 
that continues to grow 
because of our deep in- 
terest in all our Agents. 


Reynolds Gives Full Analysis of Auto Problem 


(CONTINUED FROM PAGE 2) 





by the independent agents, many of 
whom are members of state associa- 
tions,” Mr. Reynolds declared. Safeco 
had 1954 loss and loss adjustment ex- 
pense of 56.2% and an expense ratio in 
spite of an aggressive advertising cam- 
paign of 29.4%. This leaves an operat- 
ing profit of 14.4%, and he said this 
indicates that the rates can be further 
reduced another 10% and still leave 
room for a profitable operation. 

The underwriting situation in Ore- 
gon is unsound, Mr. Reynolds asserted. 
Among the conventional companies, 
the bureau insurers had an automobile 
liability loss ratio in 1954 of 75.5% and 
the non-bureau companies operating 
on a conventional basis had 67.1%. 
While results on PDL and PHD were 
satisfactory, the rates have been re- 
duced, and it now appears that the 
average company operating on a con- 
ventional basis in Oregon will show 
a substantial loss on its 1955 automo- 
bile business. ‘‘The loss ratios I have 
quoted for the conventional companies 
do not include claims expense, which 
together with home and branch office 
expenses and taxes will absorb practi- 
cally the entire premium paid to con- 
ventional companies without any al- 
lowance for commission. Making allow- 
ance for the difference in _ rates 
charged, our conventional operation is 
over 20% away from the new stream- 
lined type of operation in cost per car 
to our insured, only 10% of which can 
be credited to reduction in commission, 
the balance being derived from other 
advantages.” 

. . . 

In examining the results of the con- 
ventional agency companies over the 
past 15 years, Mr. Reynolds said there 
is a very disturbing picture. In 1940, 
Oregon agents through the convention- 
al bureau and non-bureau companies 
wrote 72% of the premiums, in 1950 
they had 66% and in 1954 approxi- 
mately 57%. National results show the 
same pattern. In Washington the agents 
putting business in conventional com- 
panies control only about 53% of the 
automobile premium dollar. The loss 
in the share of the market since 1940 
through the conventional companies is 
some $7 million in premiums in 
Oregon alone. “Allowing for a rate dif- 
ferential of probably 15%, I doubt if 
Oregon agents insure one-half of the 
automobiles in the state through con- 
ventional companies,’ Mr. Reynolds 


said, “and certainly Washington agents 
do not control one-half of the automo- 
biles in that state. Your companies 
operating on a conventional basis pos- 
sibly represent 90% of the capital in 
the fire and casualty business, and 
executives of almost all these com- 
panies are disturbed to see the mar- 
kets slipping away from them.” 

To meet the problem, a number of 
companies have adopted a streamlined 
type of operation, Mr. Reynolds said. 
Those with new plans in use in some 
or all their territories are Pacific Em- 
ployers, General of Seattle, Anchor 
Casualty, Hawkeye-Security. Ohio 
Casualty, Houston Fire & Casualty, 
Federal, Boston, National of Hartford, 
and Fire Association. ‘In addition to 
these I have heard there are 11 other 
companies, including one which I am 
told is organizing a new company with 
$5 million capital, with plans to cam- 
paign aggressively for this type of 
business on a nationwide basis. I be- 
lieve the opinion of the average com- 
pany executive is that there are many 
features of the procedures, business 
practices and commission rates of these 
companies that are desirable and nec- 
essary if they are to continue under- 
writing automobile insurance, and that 
many of them will be changing their 
method of operation in order to main- 
tain their competitive position in this 
industry. . . . I am reliably told that 
one or more of the large bureau com- 
panies are carefully studying this 
streamlined competitive method of op- 
eration, and within a year or two we 
may all be forced into adoption of this 
program.” 

Commenting that the “new stream- 
lined competitors” are becoming great 
institutions at the expense of the con- 
ventional companies, Mr. Reynolds 
listed some of their advantages, saying 
one of the major ones is the signed 
application. 

These applications verify that all of 
the questions essential to correct rating 
and classifying have been asked and 
answered. The bureau-type companies 
find on their books many risks written 
at the lowest rate when they should be 
getting a much higher rate because of 
business use of frequent operation of 
the car by drivers under 25. Most often 
this is not discovered until a claim is 
reported. An insured is usually careful 
in filling out an application for insur- 
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VIRGINIA SURETY COMPANY, Incorporated 


A STOCK INSURANCE COMPANY WRITING THRU AGENTS, 
AND RATED A (EXCELLENT) IN BEST'S GENERAL POLICYHOLDERS 
RATINGS. SPECIALIZING EXCLUSIVELY 
IN 
AUTOMOBILE BODILY INJURY, PROPERTY 
DAMAGE, FIRE, THEFT AND COLLISION 
COVERAGES FOR 


LONG HAUL TRUCKING RISKS 


SAFETY ENGINEERING SERVICE AND NATIONWIDE FILING 
FACILITIES FURNISHED WITHOUT ANY ADDITIONAL COST TO 


INQUIRIES FROM AGENTS INVITED. 
EXECUTIVE OFFICES 
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ance, whether it be for life, A&H or 
automobile, so the signed application 
would materially increase the premium 
volume at the present rates if it were 
accurately applied. There is no problem 
of increasing the number of policies 
handled. “Where policies are not cor- 
rectly rated by class,” he said, “we 
undermine our own industry by de- 
stroying the accuracy of the experience 
on which rates are based. If our class 
1-A is injected with a volume of class 
2-A risks or 2-C risks, 1-A experience 
becomes of no value for rate making 
purposes. It is obvious that without 
the signed application this is happen- 
ing to both the bureau and non-bureau 
companies.” 

Further, erroneous information as to 
address, description of car or class of 
risk, which could be largely eliminated 
by a signed application, results in sub- 
stantial increase in overhead. When 
the original policy is written the agents 
and companies immediately perform 
all of their underwriting, accounting 
and statistical operations. If an error 
is discovered the policy is usually can- 
celled and a new one written, produc- 
ing a doubling of procedure and over- 
head to the agent with a possible trip- 
ling of overhead to the company. 

“When the application is properly 
engineered, it can be attached to the 
face of the terms and conditions of the 
policy, completely eliminating policy 
writing in your offices and in your 
(agents’) and in company branches. 
This would greatly reduce the over- 
head in the agents’ offices, where 
agents write their own policies, and 
would make a saving to companies 
which provide this service to their 
agents.” 


Mr. Reynolds said another major ad- 
vantage of the signed application is 
that questions regarding traffic acci- 
dents or violations, whether answered 
honestly or not, bring into focus to the 
insured the fact that no company wants 
to take on drivers who are reckless or 
are accident-prone. This feature alone, 
he said, is one of the most effective 
safety campaigns the automobile in- 
surers could carry out, “and I believe it 
contributes materially to our competi- 
tors’ low loss ratio and low rate struc- 
ture.” 


No group of companies operating 
without a signed application can com- 
pete at the same rate with companies 
operating with a signed application, 
Mr. Reynolds observed. 

The competition has another advan- 
tage in receiving cash with the appli- 
cation, while the other companies are 
clinging to a 45 to 60-day flat cancella- 
tion for non-payment, Mr. Reynolds 
pointed out. Any extension of credit 
should be made the entire responsibil- 
ity of the agent, he said, and in a vast 
majority of cases cash should be re- 
ceived with the application. An agent 
would still be free to extend credit to 
an insured whose record justifies the 
risk, but it would be at the responsi- 
bility of the agent. A local bank or 
credit bureau can give an agent in- 
formation regarding most people in the 
community, while it is obviously im- 
possible for a company to secure it 
economically. Conventional companies 
are charging their good credit risks for 
the free insurance they give to poor 
credit risks. Payment with the applica- 
tion would save company overhead, 
agency overhead, and extra handling. 
It would help bring the rates a little 
closer to the competition. 

Additionally, the competitors have 
some advantages that are controversi- 
al and although the agents have at- 
tacked them vigorously, Mr. Reynolds 


said: “It is evident that this does not 
represent the feeling of all of your 
members, many of whom are placing 
business with companies that have 
adopted these practices.” He said he 
was speaking of the continuous policy, 
of company collection of renewal pre- 
miums and of reduced commissions to 
agents. 
. e 

United Pacific has had a six-month 
continuous auto policy on the market 
since 1950 and it has met with wide- 
spread acceptance from the agents, the 
majority of whom are members of their 
state associations, Mr. Reynolds re- 
marked. There is a feeling among com- 
pany executives and many agents that 
the expense of issuing a new policy 
each year is wasteful. From a sales 
standpoint, he added, it is better to 
advise an insured that his premium is 
due than to tell him his policy is ex- 
piring and then ask for a renewal. Life 
and A&H agents have no problem with 
the continuous policy. 

“If you have confidence in the com- 
panies you represent, and your renew- 
als are protected by proper contracts, 
do you believe objections to this type 
of policy are justified?” he asked. 

Mr. Reynolds said a recent survey 
covering a group of agents throughout 
the country indicated that 75% of them 
had no objection to a continuous policy, 
19% did object and 6% did not express 
an opinion. 

As to direct collection of premiums, 
Mr. Reynolds said United Pacific has 
printed its statements on an IBM 
printing tabulator at the rate of about 
650 an hour. The equipment is used to 
print statements on the continuous six- 
month policies which are otherwise 
handled on a conventional basis. State- 
ments are mailed to agents with the 
request that payment be made to the 
agent. When this procedure was first 
inaugurated practically all of United 
Pacific’s agents retyped the statements 
on their own letterheads, but today 
many of them have eliminated that 
expense and are mailing the statement 
provided by the company. However, 
the cost to United Pacific and to the 
agents in handling these renewal col- 
lections is substantially higher than it 
would be if the company collected them 
direct. It might be prudent to eliminate 
this cost, Mr. Reynolds suggested, and 
eliminate a little more loading in the 
premiums. 


A recent survey of agents on the 
question of direct collection produced 
about an even response, he noted, with 
49% favoring direct collection, 49% op- 
posed and 2% expressing no preference. 

Many of the agents object to direct 
collection because they say they are 
deprived of the opportunity to contact 
the insured, and without this contact 
it is impossible to give proper service. 
Many independent agents as well as 
company executives do not agree with 
this conclusion, Mr. Reynolds said, be- 
cause the collection of a premium is 
not a service function. It makes a much 
better impression on the insured when 
a service call is made to review cost 
and coverage at a time when the agent 
is not asking for money or for the privi- 
lege of renewing an annual policy. 

Another objection to the continuous 
policy-direct billing program is that 
the agent would lose control of his 
business. Mr. Reynolds said if the 
agent deals with companies in which 
he has confidence and has a properly 
drawn contract regarding ownership 
of renewals and the right to commis- 
sions, it is easy to protect against an 
unethical company. If the agent had 
his business in a company giving poor 

(CONTINUED ON PAGE 66) 
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Claims Men Can Aid 
Agents in PR Work 


(CONTINUED FROM PAGE 17) 
or an over-reliance on harsh principles 
of law should have no place in a fair 
and understanding appraisal of liabil- 
ity under an insurance contract, he 
said. This problem frequently arises in 
claims for total disability benefits 
where no timely proof, or no proof 
whatever of disability is furnished. 
That requirement has a reasonable 
place in the contract to enable the 
company to investigate the facts when 
disability is occasioned by the incapa- 
city or insanity of insured and no 
notice or proof of disability is fur- 


nished, or is furnished after death, if 
the claim department and the legal 
department can satisfy themselves that 
the furnishing of proof was reasonably 
impossible and insured was actually 
disabled at the times in question or to 
the extent required by the policy, then 
the strict requirement of timely notice 
and proof of disability should be 
brushed aside and the claim should 
be approved and paid. 

A number of these cases have arisen 
within the last two or three years, Mr. 
Stewart said, and in each the company 
was able to satisfy itself that insured 
had been incompetent or was confined 
in a hospital or institution and the 
technicalities of notice and proof had 


no bearing on the actual liability. 
His company had a _tragic-comic 
situation in Alabama on this subject. 
Insured and his wife living in a small 
country town, requested the cancella- 
tion of the disability provision on their 
rather sizable policy and a consequent 
reduction in premium. This was done. 
The policy was carried for a while 
and lapsed. Two or three years later 
insured’s daughter in Texas wrote that 
her mother had sent the policy to her, 
saying that if she cared to pick up 
the premium payments and carry the 
policy, she could have it. The daughter 
asked the company’s advice. Inquiries 
developed that insured had been 
wholly disabled in a small country 













cw 


agents and brokers. 


mensions 


to Insurance Service... 


By Providing Agents and Brokers Markets 
for Hard-to-Place Risks & Surplus Business 


The markets for unusual and hazardous risks provided by MacGibeny 
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sanitorium a number of years and the 
disability provision had been cance]. 
led because “it didn’t seem to be doing 


him any good.” The company had never | 


received notice or claim for disability, 
When the facts were verified the com. 
pany reversed the records reinstated 
the disability provision, refunded pre. 


miums paid since disability, and re. | 





vived the policy on a disability basis | 


as it would have had it been informed 
about it in the first place. 

The company was doing only what it 
should do; the technicalitites of notice 
and proof of disability had no bearing 
whatever on the merits of the claim, 
Mr. Stewart said. 

There will always be the fraud, the 
chiseler, the claimant who is after an 
easy dollar, and claims men must win- 
now them out and deal with them as 
firmly and decisively as the facts war- 
rant. Also, many claims must be denied 
for coverage limitations, policy lapses, 
exclusions, and the like, but a diploma- 
tic and reasonably explained “no” can 
do much to soften or dissipate the 
feeling of resentment that results 
quite frequently from a denial of li- 
ability. 

Claims men should not back away 
from or hesitate to litigate cases pre- 
senting unusual facts, or those present- 
ing novel or undeclared principles of 
law. In this way they advance their 
knowledge within the business, chart 
new paths, and set precedents for 
future underwriting. 

At present Mr. Stewart is defending 
two cases involving accidental death 
benefits in which an 18-year-old son 
shot insured five times and killed him. 
Proofs of death submitted declared that 
insured was shot by his son in self- 
defense. On a first degree murder 
charge, the son was tried and acquitted 
on a plea of self-defense. The double 
indemnity provision exluded liability 
for death resulting from injuries in- 
tentionally inflicted by another, yet the 
beneficiary is suing for accidental 
death benefits, relying on the pre- 
sumption of accident where violent 
death appears. Accident? When a man 
is shot five times? Sounds improbable, 
Mr. Stewart commented. In addition,— 
it connotes a deliberate intentional act 
in defense of one’s life or safety. How 
they’ll get around that admission in 
the proof of death, he said he didn’t 
know, but he is going to litigate it and 
find out who’s right. 


. . 7 
Again, a soldier left his unit in 
France under circumstances which 


caused the army to carry him on its 
rolls as a deserter. Should the seven 
year rule on unexplained absence 
override facts in the army file, indi- 
cating a deliberate disappearance and 
ample, even serious, reasons for re- 


maining absent? A court recently held | 


that it did, and Mr. Stewart’s company 


had to pay. The insurer was confronted | 
with an unusual situation and felt | 
justified in litigating the matter to find : 


out where it stood. 


In another pending matter involving | 
a policy with an aviation limitation | 


rider, insured, a private pilot, took 
off with a passenger in a light plane 


over the Mojave desert in the face of | 


storm warnings in the area and against 
the advice of older, weather-wise 
pilots. Six months later the plane was 
found where it had been forced down 
so damaged as to make it unflyable 


mere 


and the pilot and passenger, uninjured | 


in the descent, were found at varying 
distances from the plane, dead of ex- 
posure and heat exhaustion. Claimants 
assert the aviation limitation does not 
apply because the deaths did not result 
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from the flight or descent of the plane 
put from heat exhaustion and exposure 
after landing uninjured in the plane. 
The courts have held in several cases 
that death resulting from the forced 
landing of a plane in the sea, with 
the pilot leaving the plane safely but 
drowning in efforts to reach shore, 
was death resulting directly from the 
aviation risk and recovery was denied. 
Now, the principles are the same—only 
the facts have changed, he said. Here 
the failure or forced landing of the 
plane subjected the pilot and the pas- 
senger to the perils of the desert, as 
real and as deadly as those of the sea. 
His company feels the deaths are di- 
rectly attributable to the excluded a- 
viation hazard. The case merits an 
effort to crystalize the law on the sub- 
ject for future guidance. 





Guarantee Stock Sale To 
London Assurance Is OK'd 


LOS ANGELES—Commissioner Mc- 
Connell of California has issued a per- 
mit to Guarantee of Los Angeles to 
sell up to 12,500 shares of its $100 par 
value stock to London Assurance in 
exchange for $351,060 of its class A and 
class B stock and payment of $3,250,- 
000 in cash by London. 





Burglar Alarm Systems 
Urged to Avoid Thefts 


Most truck cargo thefts take place 
when goods are left on unattended 
pickup and delivery vehicles, Jack 
Seide, president of Babaco Alarm Sys- 
tems, told Air Freight National Con- 
ference at Chicago. He explained that 
the only economic and effective means 
of curtailing the rising trend of truck 
cargo thefts and hijackings is the burg- 
lar alarm system. 

He said insurance-approved burglar 
alarm systems have been proved the 


best means of protecting freight car- | 


ried in vehicles because they are on 
guard 24 hours a day, never take a 
break for coffee or lunch and cost only 
a few cents a day. Mr. Seide added that 
insurance companies offer lower rates 
to insured whose trucks are alarm 
equipped and this saving frequently 
covers the cost of the protective sys- 
tems. 


Waterhouse in Agency 
Post for Old Republic 


Everett H. Waterhouse has been ap- 
pointed superintendent of agencies of 
Old Republic of Greensburg, Pa., for- 


| 


merly the Coal Operators Casualty. | 
The company, which formerly spe- | 


cialized in workmen’s compensation 


coverage for coal mining companies, | 


was acquired some months ago by a 
group headed by James H. Jarrell, who 
is president of Old Republic Credit Life 
of Chicago. It is plammed to diversify 
the company’s operation to write mul- 
tiple lines and work closely with agen- 
cies. 

Formerly agency supervisor for 
Zurich at Pittsburgh, Mr. Waterhouse 
started in the business there in 1937 as 


| 
| 
| 
| 
} 
| 


a life agent for Equitable Society. A | 
year later he entered general insurance | 


as a partner of the Williams agency at 


Meadville, Pa., and later was a field 
man for Indemnity of North America 


at Pittsburgh before joining Zurich. 





Houston F.&C. Names 
Hester State Agent 


Douglas A. Hester, has been ap- | 
pointed state agent for the southeastern | 
territory of Houston Fire & Casualty, | 


consisting of Alabama, Georgia, Flori- 
da and South Carolina. This area 
recently was placed under the super- 
vision of the home office. 











WHAT IT MEANS To 


YOU/ = 


The 






Springfield Homeowners Clinics 


are helping agents to sell! 





Se 
OMPANIES 





SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY + SPRINGFIELD, MASS. 


NEW ENGLAND INSURANCE COMPANY « SPRINGFIELD, MASS. 


MICHIGAN FIRE ANDO MARINE INSURANCE COMPANY + DETROIT, MICHIGAN 





Basically, reinsurance firms are 
much alike in the services they 
render. Perhaps there are two 
major differences. Differences in 
the capability of management 
and in financial capacity. The 
experience of Inter-Ocean 
counselors, and their ability to 
prepare contracts carefully fitted 
to your needs, is a natural 
outgrowth of the stability of 
Inter-Ocean management— 
continuous since the company’s 
operation began in 1920. Our 
financial capacity is a matter of 
record—sufficient for your 


requirements. 


INTER-OCEAN 
REINSURANCE 


Excess of loss 
Pro-rata 
Catastrophe 







OCEAN REINSURANCE COMPANY + CEDAR RAPIDS, IOWA , 
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INSURANCE EXECUTIVE 
OPPORTUNITY 


Well-established, Multiple Line Stock Insurance Company has an 
excellent opportunity for an executive under 45 with broad man- 
agement experience in multiple line operations. Must have ability 
to organize and direct aggressive development program and to 
assist top management in a staff capacity. Man selected must be 
of stature to qualify for position of Executive Vice-President. Com- 
pensation will be based upon qualifications. Submit complete 
résumé to Box H-54, The National Underwriter Co., 175 W. Jack- 


son Blvd., Chicago 4, Ill. 








Insurance Opportunity 


We are a 114 year old marine and fire 
company group. The next step in our na- 
tion wide expansion program will be the 
opening of a service office in Minneapolis. 
We are looking for a man between 28 and 
38 who has had a predominantly fire insur- 
ance background and has a successful rec- 
ord of field production, preferably in the 
Minneapolis, St. Paul area although this is 
not absolutely essential. We are looking 
for a better than average man and intend 
to pay a better than average salary. Write 
giving full experience details and informa- 
tion concerning experience, family and mil- 
itary standing. Address Box H-!8, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








BURGLARY UNDERWRITER 


Experienced in underwriting, burglary and plate 
glass risks for Western Department territory. Age 
25-45. Permanent position with excellent future; 
vacation and all employee benefits. Salary com- 
mensurote with ability and experience. Submit 
complete résumé and salary requirement to: 
PERSONNEL MANAGER, AETNA INSURANCE 
GROUP, 300 So. Northwest Highway, Park Ridge, 
Illinois. 








SPECIAL AGENTS WANTED 


Multiple line stock company operating in 
all states west of the Mississippi. Has open- 
ings for energetic, capable special agents 
in South Dakota, North Dakota, Texas, and 
Utah. Field personnel will be increased in 
several other states. Splendid opportunity 
to join fast growing company. If available, 
contac!: 
CIMMARON INSURANCE COMPANY INC. 


Cimmaron, Kansas 











CASUALTY UNDERWRITERS 


Casualty company i. on nationwide 
basis has Chicago and other Midwest openings 
for experienced Casualty Underwriters. Under 
40. Salary commensurate with experience. Oppor- 
tunity for advancement. Send complete résumé 
to Box H-42, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








WANTED 


Ohio general insurance agency situated in com- 
munity of 100,000, seeks man about thirty with 
some knowledge of fire or casualty insurance. 
Must be willing to solicit business and handle 
minor office details. Salary and bonus. Box H-40, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 














CASUALTY UNDERWRITER 
Chicago office of a Mutual Fire and Casualty 
company requires experienced man to handle 
underwriting of casualty lines. Salary open. 
Good advancement possibilities for right man. 
Write giving details of experience, age, present 
salary and expected salary to Box #H-5!, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Hl. 








CLAIMS SUPERVISOR—PERSONAL INJURY 
Do you qualify for these positions? 
ASSISTANT CLAIMS SUPERVISOR 
PERSONAL INJURY ADJUSTERS—With or 
Without experience 

CLAIMS EXAMINER (Home Office) 


We have immediate openings in our Chicago 
and Springfield, Illinois offices for men 25-40 
who are anxious to become associated with a 
progressive stock casualty company. 

We offer excellent opportunity for advance- 
ment with liberal salary, group insurance plan, 
and other employee benefits. 

Write and tell us about yourself; interviews 
will be arranged on the basis of information 
contained in your first letter. 


LINCOLN CASUALTY CO. 
500 E. Capitol Avenue = Springfield, Illinois 











WANTED 
Experienced Fire and/or Casualty Ad- 
justers. Excellent positions available. Write 
giving experience and background. All re- 
plies confidential. MICHIGAN CLAIM 
SERVICE, INC., P. O. Box 276, Lansing, 
Michigan. 














EXPERIENCED AUTOMOBILE UNDERWRITER 
Immediate opening available for qualified Auto- 
mobile Underwriter in Home Office. Five-day work 
week. Vacation, group insurance, and other bene- 
fits. Write resume of past experience and expected 
starting salary to: 

Personnel Director 

Houston Fire and Casualty Insurance Company 

2209 South Main Street 

Fort Worth, Texas 








WANTED 

Representation in Georgia for top-flight casualty 
or multiple line company on general agency 
basis. Especially interested in company desiring 
good general liability, automobile and compen- 
sation lines. Located Atlanta, Georgia. Excellent 
underwriting and agency plant facilities. Reply: 
Box H-56, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








CASUALTY SUPERVISOR 
Large multiple line stock company growth ne- 
cessitates bringing in experienced Casualty man. 
College graduate, age 30-35. Headquarters in 
St. Louis, Missouri. Many attractive employee 
benefits plus definite opportunities for advance- 
ment and security. Box H-58, c/o The National 
re Co., 175 W. Jackson Blvd., Chicago’ 








WILL BUY OUTRIGHT 


Small Fire or Casualty Company located in 
Missouri or Illinois preferably, or other 
state if charter permits removal. Address 
Box #H59, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 








WANTED 

INSURANCE MANAGER for Southwest Missouri 
Realtor's Insurance Dept. Must be experienced in 
Casualty, Marine, Fire (including coverages for 
commercial risks) and Bonds. Living conditions 
ideal. Write giving full personal and job history, 
also age and salary desired. Box H-57, c/o The 
National Underwriter Co., 178 W. Jackson Blvd., 
Chicago 4, III. 











Reynolds Gives Thorough 
Analysis of Auto Problem 


(CONTINUED FROM PAGE 63) 
claim service or was in an unsound 
financial condition, or if for any other 
reason he wished to change, it would 
be simple to call on the insured and 
place the business in another company. 
“T believe that by the end of 1956 you 
will have available for your selection 
probably 20 fine companies operating 
on this program,” he declared. 

Finally, comes the question of re- 
duced commissions. This is the area in 
which most agents disagree with the 
majority of company executives. The 
practice initiated by the new companies 
of reducing the commission to 15% 
with a contingent which would bring it 
to approximately 17% on well selected 
business is controversial. In the west- 
ern states, Mr. Reynolds noted, com- 
missions are almost universally a flat 
25%, while on the eastern seaboard 
most of the business is 20% for pro- 
perty damage and 17% for liability. 

One of the United Pacific branch 
managers showed Mr. Reynolds a letter 
recently in which an agent said he was 
going to talk at a convention on the 
short-sightedness of producers in not 
being willing to take a reduction in 
commission on private passenger busi- 
ness to enable the insurers to reduce 
rates in order to meet competition. 
The agent said he would be willing to 
do this in order to save his business, 
and he was the fifth agent who had 
expressed such a view to the manager 
within the last 30 days. 


A recent survey by a fire company, 
Mr. Reynolds observed, indicated that 
50% of the agents approved a reduc- 
tion in commission, 43% were opposed 
and 7% expressed no opinion. 

In his own discussion with agents, 
Mr. Reynolds said to his surprise he 
found many smaller agents bitterly 
opposed to innovations and the larger 
agents, who were making substantial 
profits, enthusiastically in favor of it. 
One of the large coast agents said a 
cost analysis showed that he was mak- 
ing no profit on individual automobile 
business where he handled it in the 
conventional manner and received 25%. 
However, on the new program 15% 
commission would be practically all 
profit after the initial sales expense, 
and this agency was transferring all 
of its individual automobile business to 
such a program as fast as the policies 
expired. 

Another agent told Mr. Reynolds he 
found he could make no money hand- 
ling individual automobile business and 
when he was offered policies referred 
them to other markets. If he had a 
market for continuous policies and di- 
rect billing he would be interested in 
developing auto business at 15%. 

A member of another large agency 
told Mr. Reynolds that a few months 
ago his agency had purchased another 
agency having a substantial volume in 
a company operated on the new 
streamlined method. In making a com- 
parison, the agency found that its con- 
ventional automobile business was pro- 
ducing no profit whereas the business 
at the 15% commission was producing 
excellent profits. 

The opinions of these agents are 
worth giving weight to, Mr. Reynolds 
pointed out, because they are intelli- 
gent men who are well trained in the 
business and have made more than 
average profits. They enjoy an enviable 
reputation with their companies. 

There has to be an alertness to 
change, Mr. Reynolds declared. A na- 


tionwide survey has shown that price 
is a prime consideration to the auto- 
mobile owner when he buys insurance, 
but a similar survey indicates that 70% 
of all automobile owners would prefer 
to place their business with independ- 
ent agents. If a solution is found that 
will change the trend of the past 15 
years, during which time the conven- 
tional companies have been consistent. 





ly losing their share of the market, the | 
agents will start recapturing volume, | 


All that is needed is a competitive po- 
sition within 10% of the rates of the 
direct writers. “We are sure this can 
be done, and that it will result in in- 
creased earnings to the agent and 
broker, and a sounder operation for the 
companies you represent,” he con- 
cluded. 


Teskey National 
of Hartford Group 
V-P for Casualty 


| National of 
| Hartford group 
has named J. W. 
Teskey vice- 
president in 
charge of casual- 
ty operations. He 
will be succeeded 
as group man- 
ager in Canada 
by F. C. Carroll, 
who has been as- 
sistant manager. 






J. W. Teskey 





Steam Explosion Ban 
Still a Pain for 
Some Ohio Insurers 


There is some disappointment among 
Ohio insurance men, including officials 
of the insurance department, that the 
multiple line bill which went into ef- 
fect there early in September was not 
accompanied by legislation to elimi- 
nate the ban on steam boiler explosion 


— 


coverage in a fire form. This has been | 


a thorny problem in Ohio for some 
time, especially since the introduction 
of additional extended coverage. 
Insurers writing ML under the new 
laws can, of course, 


include steam | 


boiler explosion in their package poli- | 
cies and other forms, but those which | 


choose to remain fire companies are 
still bound by the old law. This means 
such insurers cannot include the steam 
boiler feature in their contracts in 
Ohio and a considerable number of 
other states hold Ohio-domiciled fire 
companies to this rule. 


As of Sept. 29, 279 companies had | 


taken advantage of ML powers. Of the 
state’s 59 domestic fire and casualty 
insurers, 33 have not gone ML and a 
substantial number of these are under- 
stood to have no intention of doing so. 
The fire companies among these will 
continue to be saddled with the steam 
boiler explosion exclusion until some- 
body does something about a revision 
in the law. The Ohio legislature will 
not convene until January, 1957. 





Indiana Adjusters Set 


for Annual at Fort Wayne 


State Adjusters Assn. of Indiana 
will hold its annual convention Oct. 7- 
8 at Fort Wayne. 

The program includes a talk by T. 
L. Yates of the Chicago law firm of 
Crowe, Yates, Abrahamson & Fisk, on 
“Preparation of a File for Defense,” 
a clinic on arson presented by National 
Auto Theft Bureau, and a talk on 


workmen’s compensation by Roy Pope 
of Indianapolis. 
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Sees Industrialized Use of Atom Energy 
Properly Evaluated for Insurance Risk 


It is only a matter of time before 
the industrialized use of atomic energy 
will be properly evaluated as an in- 
surance risk, with adequate coverage 
available for major accidents and ca- 
tastrophes, Mathew M. Braidech, re- 
search director of National Board, told 
the annual meeting of American In- 
stitute of Chemical Engineers at Lake 
Placid, N. Y. 

Mr. Braidech pressed for early solu- 
tions to today’s problems and urged 
the new industry to employ every con- 
ceivable precautionary measure and 
skilled technique to minimize the de- 
velopment of unsafe conditions. 

Along with the operation controls, 
Mr. Braidech noted that there 
g} need for establishing design, 
installation, inspection and mainte- 
nance criteria for all types of reactors. 

In the attempts to protect the public, 
many governmental agencies at state 
level and other outside technical bodies 
are, he said, drafting safety regula- 
tions. He cautioned them to make haste 
slowly in order develop unified 
codes. 


1S 


rowl1n 


to 


He observed that various technical 
committees of different segments of 
the insurance business, fire, casualty, 
and liability groups, have responded 
to some of the problems associated 
with radiation safety in the transporta- 
tion of radioactive chemicals and in the 
operation of various atomic energy 
equipments, such as cyclotrons and 
other particle accelerators. 

Mr. Braidech called on the atomic 
energy commission to provide more 
detailed safety stipulations than has 
been the case up to now. 

In addition to providing the usual 
technical surveillance, he said AEC 
should undertake to codify, at an early 
date, the layout and design of nuclear 
reactors and associated steam-produc- 
ing equipment, and the construction, 
installation, and maintenance of them. 
He suggested that due consideration 
be given to protective security of such 
plants against malicious acts and sabo- 
tage. 


On the subject of emergency plan- 
ning, Mr. Braidech advocated the prep- 
aration of emergency procedures and 
disaster planning to cover any catas- 
trophic event. Such advance organized 
preparedness, he observed, will mini- 
mize the length of shutdown and op- 
eration-loss time. 

He pointed out that the confidence 
that has been expressed in the atomic 
energy program by the electric utili- 
ties indicates that commercial nuclear 
power is becoming one of the most rap- 
idly evolving and growing develop- 
ments in the history of American in- 
dustry. At present, six major electrical 
utilities, he said, have come up with 
plans calling for power plant installa- 
tions totaling nearly 900,000 kw., with 
investment values of more than $250 
million. 

This progress indicates that much of 
the confusion that has existed in this 
new industry will vanish in time with 
constructive thinking. 


Industrialized atomic energy will 
then be properly evaluated for insur- 
ance risk, with adequate coverage 
against major accidents and catas- 
trophes, he declared. 

“With proper collaboration of hu- 
man, financial and technical talents, 


and the establishment of equity of re- 
Sponsibility among governmental, in- 


easeaaa 


dustrial, and insurance interests, we 
can move forward and hasten the day 
when atomic power becomes a reality 
for improved public welfare, social 
stability, and national security and 
technical supremacy.” 


N. Y. Gives Opinions 
on Law on Occupancy 
and Real Property 


The New York department has noti- 
fied domestic insurers that its counsel 
has given an opinion on the construc- 
tion of sections of the insurance law 
concerning real property and occupan- 
cy. 

The opinion, on paragraphs (a) and 
(b) of subsection 7 of section 81 is that 
the occupancy by a company of more 
than 10% or 10,000 square feet, which- 
ever is the lesser, of the usable space 
in any building owned by it constitutes 
use for the purpose and in the manner 
set forth in the paragraphs, as the case 
may be, and requires the approval of 
the superintendent. 

The occupancy by a company of less 
space will not preclude a determina- 
tion that the building is being so used 
if the primary purpose of the company 
in acquiring or holding such building, 
as evidenced by factors other than the 
company’s use of space, is use of the 
building for the purpose and in the 
manner set forth in the paragraphs. 

The department’s construction of the 
sentence in the last paragraph of the 
subsection, which reads—no real prop- 
erty shall be acquired by any domestic 
insurer pursuant to paragraphs (a), 
(b), (d) or (e) of this subsection ex- 
cept with the approval of the superin- 
tendendent—is that any addition or 
expenditure made in any calendar year 
in respect to any existing building 
which, according to recognized princi- 
ples, should be capitalized and which, 
when added to the aggregate of all 
such additions and expenditures previ- 
ously made during the same calendar 
year, exceeds an amount equal to 50% 
of the book value of the building, 
whichever is greater, requires the ap- 
proval of the superintendent. 





New Pamphlet on Hiring 
Physically Handicapped 


Answers to common questions about 
employment of physically handicapped 
workers are provided in the new pub- 
lication “The Handicapped Man for 
the Job.” National Assn. of Mutual 
Casualty Companies is distributing the 
booklet free as part of the observance 
of national Employ the Physically 
Handicapped Week, Oct. 2-8. 

The association was a pioneer in 
urging employment of the physically 
handicapped. 

The new booklet points out that most 
workers are handicapped to some ex- 
tent since all are not physically quali- 
fied for all types of jobs, but that with- 
in the limitation of each handicapped 
person remains considerable useful- 
ness and productivity. It answers such 
questions as: why should handicapped 
workers be hired, what do insurance 
companies think about handicapped 
workers in business and _ industry, 
what is the relation of second injury 
employment handi- 
how can the individ- 
ual company go about fin a place 
handicapped worker, dc 
insurance companies do to help handi- 
capped workers get back to work, what 


laws to. the of 


capped workers, 
ling 


for what 


are others doing about handicapped 
workers and what assurance is there 
that job placement for handicapped 
workers is worth while? 

Copies may be secured from Nation- 
al Assn. of Mutual Casualty Compa- 
nies, 20 North Wacker drive, Chica- 
go 6, Illinois. 





Seaboard Surety on L.A. Bond 

LOS ANGELES—FP r ic e-McNemar 
Construction Co. of Supelvelda has 
been awarded the contract for con- 
struction of the tactical and adminis- 
trative facility at a special air force 
site in Los Angeles at a price of $1,- 
042,082. Seaboard Surety has the bond 
on the work. 





George F. Boring Co. and Werder- 
Greenwold Co. agencies of Redwood 


City, Cal., have been merged. The new 
agency will be in the offices of the 
Boring Co. and will be titled Boring, 
Werder, Reifenrath, Greenwold & 
Vreeburg. 

Richard P. Nyquist, who has been 


with Charles H. Watkins Co. agency of 
Boston for 10 years, has been made a 
partner in the firm. Mr. Nyquist started 


Davenport Promoted 
by American Surety 


American Surety has appointed 
Thomas M. Davenport manager of the 
Hartford claim office. He joined the 
company in 1951 as a claim representa- 
tive at New Haven. 





Germany Transferred to Chicago 

T. G. Germany, manager at Lake 
Charles, La., for the insurance adjust- 
in firm of Crawford & Co. of Atlanta, 
has been transferred to Chicago as 
manager to suceed T. W. Perry, who is 
now the manager at Charlotte, N. C. 
The Chicago branch was opened in 
January of this year. 





The annual Seattle Casualty-Surety 
golf tournament has been scheduled for 
Oct. 14 at Sand Point Golf & Country 
Club, to be followed by a dinner 
J. W. McAfee ha 
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Agency Insurers 
Get Shrinking 
Share of Auto PHD 


Now Alert to Problem, 
Such Companies Study 
Ways of Solving It 


Conference stock companies writing 
automobile physical damage through 
the agency system are much concerned 
about the shrinking percentage they 
get of the total dollar volume devel- 
oped by this line countrywide. These 
companies have now arrived at the 
point where they are at least con- 
sidering counter measures for re- 
capturing a larger share of the busi- 
ness, or at least stopping or slowing 
down their drift out of the business. 

The first development had to be, of 
course, recognition by such companies 
of what was happening to them. That 
now has occurred. Companies are 
thoroughly aware of the competition of 
specialty insurers and the in-roads 
they have made in recent years. For 
a good many years, perhaps 15, con- 
ference auto PHD insurers were get- 
ting a larger dollar volume of such 
business because of the rise in pre- 
mium volume. Premiums mushroomed 
under the influence of inflation and 
rising rates, large increases in the 
automobile population, and what it 
is apparent now was a trend toward 
the purchase of more insurance by 
more people because of good times. 
The conference companies today are 
watching their premiums shrink in 
relation to the total available. 


The business done by specialty 
companies steadily has increased in 
all states. For four years, 1950-53 in- 
clusive, the swing has been five or so 
points down for the agency companies 
and five to 10 points up for the spe- 
cialists in many states. For example, 
in Michigan, a large automobile in- 
surance state, the conference compa- 
nies had about 20% of the total PHD 
volume in 1950 and about 16% in 1953. 
In the meantime, the specialty com- 
panies had increased their share of 
the total from 56 to 65%. In some 
eastern states the losing score for the 
conference insurers has not been quite 
so bad. In Pennsylvania, for example, 
for the same four years, the conference 
companies lost headway from about 
32 to 27% while the competitors 
gained from 30 to 35%. But in South 
Carolina the drop was from 32 to 19 
and the corresponding gain for compe- 
tition was from 14 to 34. In Ohio the 
loss was from 25 to less than 19 and 
the gain was from 48 to 60; in Cali- 
fornia the loss was from 28 to 20 and 
the gain was from 53 to 62. In Iowa the 
loss was 16 to 11, though the effect 
of local mutuals in Iowa must be 
added to that of the specialty com- 
panies; the gain was from 68 to 73. 
Roughly, the over-all figures country- 
wide are a loss of from 28 to 22 and a 
gain of from 47 or 48 to about 55%. 

Not only are the conference agency 
companies aroused, but also their 
agency forces, and there is evidence 
that some selling is going on. Just how 
effective this will be remains to be 
seen, observers point out, but what- 
ever it amounts to it is at least a move 
in the right direction. 

Though rates now are going down, as 


a reflection of the favorable trend in 
experience—a trend which is, inci- 
dentally, continuing—there is a certain 
amount of feeling among these insurers 
that the effectiveness of the competi- 
tion may not be a matter of price, at 
least altogether; that a good deal of 
the trouble lies elsewhere. 

As rates have ceased to go up and 
have started to come down, as the rate 
of increase in the automobile popula- 
tion has slowed down, and as the level 
of premiums has tended to reach a 
plateau, the loss of headway by con- 
ference companies has become more 
and more apparent. 

Some underwriters believe that a 
revised attitude toward the PHD busi- 
ness will tend to improve the competi- 
tive position of conference companies. 
For example, at one time many PHD 
insurers followed a rule of thumb that 
this business should not exceed 10 
to 15% of total premium volume. 
There has been a considerable resis- 
tance in times past to certain types 
of risks, such as commercial cars, or 
to business from certain areas. This 
resistance by the conference companies 
has created opportunities for the 
specialty writers. Another soft spot 
has been trailer homes. Specialty com- 
panies watch the experience of the 
conference companies very closely and 
pick areas or risks where the exper- 
ience is favorable, avoiding those 
where it has been unfavorable. 

Today the conference underwriters 
are watching their opportunities more 
closely; they are less apt to follow old 
lines of thinking—they are more 
realistic about classes, coverages and 
territories—and this is bound to have 
some effect upon fhe ;competitive 
vigor with which they go after busi- 
ness. 





Relates Work of Complaint 


Unit of Cal. Department 


LOS ANGELES—Chief Assistant 
Commissioner Joseph D. Thomas of 
California was speaker at the Septem- 
ber meeting of Marine Adjusters Assn. 
of Southern California, talking on the 
functions of the department in respect 
to company loss adjustment activities. 

Almost every insurer operating in 
California has earned the reputation 
of being ready and able promptly and 
fairly to adjust and pay all legitimate 
claims, he declared. He said the major- 
ity of complaints to the department 
are closed by explaining that the insur- 
ance company is correct in its position. 
Quite a high percentage of these kinds 
of complaints require no contacts with 
insurance companies. 

The next biggest class of complaints 
involves some real misunderstanding 
over facts. Here the department staff 
attempts to clarify the facts, and once 
this has been done, prompt agreement 
between the parties is usually achieved. 
A still smaller group of complaints boil 
down to an honest difference of opin- 
ion on law or principle. The depart- 
ment does not and cannot act as a court 
of law. The complainants are advised 
that if they desire to pursue the matter 
it will be necessary to sue. 

The smallest number concerns the 
activities of the very few companies 
either unable or unwilling to adjust 
and pay legitimate claims. 





Form New Michigan Agency 
Wolverine Underwriters Agency has 
been organized at Benton Harbor to 
specialize in handling and writing auto 
physical damage. The principals are 
William M. Allen and A. L. Peapples 
of Allen & Peapples agency of Ben- 
ton Harbor. Wolverine Underwriters 
Agency will be a separate operation, 
with the market to be provided by 
stock companies. Claim handling will 
be done by Michigan Claims Service. 


Mutual Bureau's 
UM Coverage Gets 
Approval of Holz 


Superintendent Holz of New York 
has approved a filing by Mutual In- 
surance Rating Bureau which will add 
an endorsement to the automobile lia- 
bility policy to provide uninsured mo- 
torist coverage on an automobile own- 
ed by an insured of New York any- 
where the basic policy covers. 

The endorsement provides coverage 
for bodily injury or death and for 
payments—subject to limits of 10/20— 
to the insured owner of an auto, mem- 
bers of his family living with him, and 
guests in his car for bodily injuries 
suffered by them as the result of an 
accident involving an uninsured auto- 
mobile. 

A feature of the coverage is a provi- 
sion conceding the liability of the 
owner or operator of the uninsured 
automobile involved in an accident 
with insured. The amount of damages 
to which insured is entitled under the 
endorsement is determined by agree- 
ment between insured and insurer and 
provision is made for an appraisal 
procedure to apply where necessary. 

Companies adopting the endorsement 
will automatically afford the cover- 
age contained in it without charge to 
all of their New York policyholders 
with private passenger auto liability 
policies outstanding Oct. 5. The an- 
nual premium for the coverage when 
endorsed on new and renewal policies 
is $4. 


Digest of 100 Welfare 
Plans in 208 Page Book 


WASHINGTON—The Department of 
Labor bureau of labor statistics has 
issued a 208-page digest of selected 
health and insurance plans under col- 
lective bargaining. It is the first such 
digest issued by the bureau since 1951. 
The book mentions that there have 
been many changes in the scope and 
substance of welfare plans since 1951 
such as the broadening of the health 
and insurance package to include addi- 
tional benefits, the extension of retired 
employes and their dependents, and 
the general increase in the amount of 
benefits provided. 

The present report, which brings up 
to date a number of plans described in 
previous digests is more comprehensive 
in scope and in detail. It attempts to 
reflect the nature of the benefits pro- 
vided to workers and the differences 
among plans in a form suitable for 
quick reference. State temporary dis- 
ability laws, which affect some of the 
plans covered in the digest are sum- 
marized in an appendix. 

The book is bulletin No. 1180. It 
may be had from the government 
printing office, Washington 25, D. C.. 
at $1 a copy. 





Stuart F. Raleigh Jr. has been elect- 
ed president and treasurer of Raleigh 
& Munns, Syracuse, N. Y., agency, 
succeeding his late father. Mrs. Raleigh 
Sr. becomes vice-president and secre- 
tary succeeding her son. Another son, 
William of Arlington, Va., was named 
to fill the vacancy on the board caused 
by the death of his father. 


A general insurance course, designed 
as a prerequisite to taking the New 
York state insurance examination for 
nrospective brokers, has begun at the 
Rochester (N. Y.) Institute of Tech- 
nology, under the direction of Alan 
Bartholomew and John Riley, local 
agents. 





Syracuse Insurance Women’s Assn. at its 


first fall meeting discussed plans for its serving 
as host to the annual meeting of Federation of 
New York Insurance Women’s Clubs next 
April. President Margaret Davies named Marie 
Sullivan, publicity chairman, to attend a three 
evening session course on publicity. 


Program Ready for 
Kentucky Meeting 


LOUISVILLE—Kentucky Assn. of 
Insurance Agents has about completed 
its program for the annual meeting at 
Louisville, Nov. 21-22. This year’s pro- 
gram will feature sales forums and 
fewer speakers. 

Starting with an executive commit- 
tee breakfast meeting, the first day 
will feature a report of President Guy 
Billington; remarks from Commission- 
er Goebel; a talk by Louie Woodbury 
of the National association executive 
committee; and a sales clinic on fire 
insurance, including homeowners A, B 
and C. 

Another clinic will cover casualty in- 
cluding automobile, garage keepers 
legal liability and auto dealers report- 
ing form, medical payments, compre- 
hensive personal liability and farm 
comprehensive, and personal liability, 
A third clinic will consider marine in- 
surance—including farm equipment 
and livestock floater, mercantile block 
policies and marine “door openers.” 

On Tuesday State National Director 
Sheridan C. Barnes of Elizabethtown, 
Ky., will deliver his report. David 
Gray, assistant to the vice-president of 
Afco will discuss “Premium Financ- 
ing” in an address. 

Speakers at Tuesday’s general forum 
will be W. R. Ratliff, supervisor for the 
state police; Charles C. Oldham, state 
police commissioner; John Kinnard, 
transportation commissioner and Jack 
Mussellman. 

At the CPCU Kentucky chapter 
luncheon on Tuesday, the guest speak- 
er will be George V. Whitford, vice- 
president of Fire Association. 





Insurance Institute of 
Canada Elects Winter 


At the annual meeting of Insurance 
Institute of Canada in Toronto, the 
Lord Knollys prize was awarded to 
E. H. Corea of Toronto, the top 
student in sections II and III of the 
fellowship examinations. The presenta- 
tion was made by Charles Curtis, man- 
ager for Canada of Employers Liabil- 
ity. 
The new officers are: President, H. 
Winter, Halifax; first vice-president, 
A. S. Hamilton, Scottish Union; second 
vice-president, D. M. Young, Canadian 
Fire. R. Leopold Jones continues as 
honorary secretary-treasurer. 

J. Richardson, London & Lancashire, 
is the retiring president. 





Name Stottrup at Decatur 


S. B. Stottrup has been named gen- 
eral agent at Decatur, IIl., for Mutual 
Benefit H.&A., and United Beneiit 
Life succeeding W. O. Hoogestraat who 
has retired after 27 years with the 
companies. 

Mr. Stottrup joined the companies 
at Waterloo, Ia., and in 1952 was pro- 
moted to the home office sales training 
division. Two years later he was named 
director of the Great Lakes region. 





Name Policy Analyst in Pa. 


Vincent Raba, who has been with 
the investigative and claims section of 
the Pennsylvania department of public 
assistance, has been named chief A&H 
policy analyst of the Pennsylvania de- 
partment. He succeeds the late Earl 
Lollo. Later there will be named a life 
policy analyst, also a duty of the late 
Mr. Lollo. 

Mr. Raba has a legal background and 
is a graduate of the Temple law school. 
To Hear Coursey at Detroit 

Speaker at the Oct. 10 meeting of 
Detroit Assn. of A&H Underwriters 
will be William G. Coursey, managing 
director of the International associa- 
tion. 
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Your cigarette may taste very pleasant and cool. But the temperature at 


shire, the lighted end is from 800° to 1200°F. Is it any wonder that careless 


Man Who Saves You 
Money and Headaches 


smoking or handling of matches causes 1 out of 4 fires? Be careful 
ir 
gen- 
utual of ash trays in your home and office. Use them. Modern insurance can protect you 
nefit : against many hazards—fire, wind- 


who storm damage, automobileaccidents, 


1 the 


about how you hold a cigarette—where you put it down. Have plenty 


personal injuries, liability suits, theft, 


ame and other risks. But the secret of 
is ETNA INSURANCE GROUP | iisiismie ein 
ining cost is to have your insurance tailored 
amed AETNA INSURANCE COMPANY «+ THE WORLD FIRE AND MARINE INSURANCE CO. bs your pe rsonal needs. And the man 
gion . are a , Teese best qualified to give you this kind 
§ , THE CENTURY INDEMNITY COMPANY . STANDARD INSURANCE CO. OF N.Y : ' 
of service is your local agent. He cat 


D tal tp HARTFORD, CONNECTICUT save you money and headaches 
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FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


JUNE 30, 1955 


ASSETS 
ee 
953,829.49 
155,874,898.18 
167,388.93 


Cash 
Mortgage Loans on Real Estate 
Bonds and Stocks. 

Interest due and accrued 


Agents and Departmental 
Balances - 


Real Estate 


Equity in Marine and Foreign 
Insurance Pools — ~~ 


All other Assets 


4,752,931.47 
3,086,000.00 


8,922,570.24 
1,447,167.79 
Total admitted Assets__$179,012,592.90 


LIABILITIES 


Reserve for Losses _$ 16,918,000.49 
1,516,210.00 
53,802,706.05 


2,043,389.98 


Reserve for Loss Expenses 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 


Funds held under Reinsurance 
Treaties — 


All other Liabiilties 


8,023,156.81 
830,582.01 


i 
Net Surplus —.__ 


15,000,000.00 
_ 80,878,547.56 


Total —____$179,012,592.90 


SURPLUS TO POLICYHOLDERS $95,878,547.56 


Securities carried at $3,290,509 in the above statement are deposited as required by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


JUNE 30, 1955 


ASSETS 
Cash +. se.” 
Mortgage Loans on Real Estate 
Bonds and Stocks 


Interest due and accrued___ 


324,812.04 
1,587.22 
13,682,617.35 
37,449.56 


Agents and Departmental 
Balances 549,481.52 
150,000.00 

és 223,026.88 


Total admitted Assets__$14,968,974.57 


Real Estate = 
All other Assets 


LIABILITIES 


Reserve for Losses al WG AERS 
158,410.00 
5,990,152.03 
218,210.00 


16,647.11 


Reserve for Loss Expenses . 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 
All other Liabilities__..__ 


Capital ..  =~___s_—« 1,000,000.00 
5,818,003.14 


Net Surplus SS 
_____$14,968,974.57 


Total ___ 


SURPLUS TO POLICYHOLDERS $6,818,003.14 


Securities carried at $795,921 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


JUNE 30, 1955 


ASSETS 
ON psn 
Mortgage Loans on Real Estate 
Bonds and Stocks_ 


Interest due and accrued 


414,063.82 
341,125.62 
37,241 875.34 
64,825.93 


Agents and Departmental 
Balances ___ 


All other Assets 


3,076,329.33 
169,171.28 


Total admitted Assets__$41,307,391.32 


LIABILITIES 


Reserve for Losses_ _$ 4,797,641.93 
429,970.00 
15,257 ,483.80 
593,570.00 
61,930.64 
3,000,000.00 


_ 17,166,794.95 
—___$41,307,391.32 


Reserve for Loss Expenses 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 
All other Liabilities__. 
Capital 
Net Surplus _ 


Total 


SURPLUS TO POLICYHOLDERS $20,166,794.95 


Securities carried at $2,754,310 in the above statement are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


JUNE 30, 1955 


ASSETS 
I penta $ 1,192,957.75 
52,668.63 
46,831 ,032.27 
129,074.23 


Mortgage Loans on Real Estate 
Bonds ond Stocks_ 
Interest due and accrued 


Acents and Departmental 
Balances ae 4,448,971.92 

Equity in Marine and Foreign 
Insurance Pools —__ 


131,211.80 


All other Assets 191,657.78 


Total admitted Assets__$52,977,574.38 


LIABILITIES 


Reserve for Losses $ 18,266,637.50 
1,878,775.00 
14,818,502.75 


1,428,986.73 


Reserve for Loss Expenses 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 


Funds held under Reinsurance 

a eas 
All other Liabilities 
Capital 


Net Surplus 


263,540.22 
113,860.34 
2,000,000.00 
14,207 ,271.84 


$52,977,574.38 


Total — 


SURPLUS TO POLICYHOLDERS $16,207,271.84 


Securities carried at $4,440,750 in the above statement are deposited as required by law. 


Western Department 


120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 


912 Commerce St., Dallas 22, Texas 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


JUNE 30, 1955 


ASSETS 
a ‘ “4 SS 


680,023.96 
13,043,157.07 
30,204.44 


Bonds and Stocks____ 
Interest due and accrued___ 


Agents and Deportments 
Balances ___ 1,949,089.76 
66,000.00 

= 73,741.45 


_$15,842,216.68 


I ( 


All other Assets___ 


Total admitted Assets_ 


LIABILITIES 
Reserve for Losses. _$ 1,767,552.29 
158,410.00 
5,621,178.24 
217,010.00 
143,355.35 


Reserve for Loss Expenses___ 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 
All other Liabilities__— 
Capital __.__. ~_-_-—_—- 1,000,000.00 
Net Surplus. 6,934,710.80 


Tetel __._______$15,842,216.68 


SURPLUS TO POLICYHOLDERS $7,934,710.80 


Securities carried at $1,822,477 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


JUNE 30, 1955 


ASSETS 
Cash 
Bonds and Stocks__ — 


Interest Due and Accrued____ 


—__—_$ 16,050.06 

404,720.00 
_ 2,904.58 
30,604.61 


Total admitted Assets__ $454,279.25 





Agents and Departmental Balances 


LIABILITIES 
Reserve for Taxes and Expenses_$ 3,863.32 
Capital __.._..___ «100,000.00 
Net Surplus - 350,415.93 


Total _ $454,279.25 


SURPLUS TO POLICYHOLDERS $450,415.93 


Securities carried at $55,802 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


JUNE 30, 


ASSETS 
Cash _ oa es, 


1,029,385.81 

447,012.98 
___.._ 55,260,072.59 
124,846.78 


Mortgage Loans on Real Estate 
Bonds and Stocks. 
Interest due and accrued ___ 


Agents and Departmental 
Balances —__ 


ma GiNOMOtES 
Equity in Marine and Foreign 
Insurance Pools ~~ —__ 


131,211.80 
— 342,316.04 


Total admitted Assets__$61,951,477.15 


All other Assets___ 


1955 
LIABILITIES 
Reserve for Losses $ 22,479,011.00 
2,240,947.00 
17,323,404.31 
1,245,916.41 


Reserve for Loss Expenses___ 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 


Funds held under Reinsurance 
Treaties ee 704,439.64 


All other Liabilities_ 181,720.92 
Capital 2,000,000.00 
Net Surplus ___ 15,776,037.87 


—$61,951,477.15 


a 


SURPLUS TO POLICYHOLDERS $17,776,037.87 


Securities carried at $1,692,141 in the above statement are deposited as required by law. 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 


























Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 


535 Homer St., Vancouver 3, B. C. 
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